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POWDER Chimney Sweep for coal 


and wood furnaces, firepleces and stoves. 
Each application in individual envelope. Cleans out 


: soot, saves fuel. Gives cleaner heat, helps prevent 
' thimney fires and coal gas explosions. 


LIQUID Chimney Sweep tor an ov 


and kerosene heating and cooking units. 
Pour directly into fuel tank. Cleans out soot and 
sludge. Saves oil, combats rust. Gives cleaner, 


hotter flame. 


August 20, 1953 
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New "Sales Engineered" Advertising 
in 255 Newspapers, Farm Papers, Radio 
and TV guarantees more Chimney 
Sweep sales for you. Put it to work for 
you—display Chimney Sweep today. 








START OUT WITH CHIMNEY SWEEP’S NEW #1694 ASSORTMENT 
YOU MAKE $12.49 FAST! 


Retail Price 

You get: 1 doz. B-1 ($.59 size) ; veceosecssevesoelee 
Y, doz. B ($1.39 size) ..... entice ots, Ce 

Yq doz. Pints ($1.39 size) ee 

Y%, doz. Quarts ($2.49 size) ................ 7.47 


SHIPPING WEIGHT 31.23 
48 LBS. Your special price 18.74 


FREE: Packed with this assortment are display cards, 
@ window streamers, circulars and mat illustrations 














Order 
from 
your | 
wholesaler | 
today! | 
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anexome WOOD SCRAPERS 


need 


OY-SAtefal-to Maco MeloMeMa(-Tolil-lam (olober Told (-1¢ 


#0—The right price for 
your largest market — the 
homeowner. Perfect for 
window sash work and tight 
quarters. 


combine to make this all-around scraper the 
fastest seller any dealer can stock. 142” 
double blade. 


rs #40—7” overall length and perfect balance 


#50—The fastest wood scraper on the mar- 
ket. 9” length gives perfect leverage in any 
position. Shaped to ease and speed scraping. 
24%” double blade. 


#8—Perfectly balanced pistol grip 
promotes more even scraping—reduces 
hand fatigue. Requires less pressure to 
remove tough, old finish or even down 
rough spots. 242” double blade. 


#CS-1—Keen cemented carbid 
blade lasts 100 times longer. 
edges, 4 different-shaped co 

remove paint from metal, wood 
masonry, etc., with ease equalled 
no other scraper. All-steel, finel 
balanced handle. 21/2” blade. 





Interchangeable Scraper Blades 
Stock Red Devil Blades for re- 
peat sales. All Red Devil Blades 


are replaceable (except #0) — #WS-7 — All-aluminum he F 

a saving for your customers and 7 

an added profit-maker for you makes this the perfect scrape 
for heavy duty and long 
Designed for fast, effortle 
scraping with perfect leverag 
in all positions. 24/2” dout 


blade. 


Tools. IRVINGTON 11, N.J., U.S.A. 
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Lightusght | STEAM'N DRY IRON 













-” 
P 
/ “CLICK” 
/ if’S STEAM..<« ’ 
“ALICK” 4 
It’s DRY! 4 
NO NEED TO %, 


EMPTY THE WATER 







$19 


FAIR TRADE PRICE 








RIGHT OR LEFT CORD 
switches to the side 
that is most conven- 
ient for your own 
use. It’s extra long 
for ironing ease. 














ce) 


Mo other STEAM IRON has all this! 


Switches instantly steam to dry 


Right and left hand cord 


Surveys PROVE which features women 
want most in a steam iron... and only Universal has them 
all! In a lightweight 3% pounds, this new Universal Steam 
’n Dry Iron packs everything you need to build volume 
iron sales. It’s easy to demonstrate the most salable steam 
iron on the market today! 


Wrinkleproof heel 
All-fabric heat control 


All ‘round bevel 





No guessing—"’Window” shows Steam or 
Dry 


Instant steam generator with self-cleaning 
valve 


x Cool plastic handle with Dual thumb rest. 


phy 


HERE'S EXTRA PROFIT! 


: Run your profit up to 41.4% with an extra 
:. iron at half price with your initial order. 
‘ See your Distributor for full details! 


this is a Limited Offer! 


Speeds up Ironing... Saves on Pressing! 


UNIVERSAL | 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 















But Hurry. -- 
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product 


Chain on the Farin 


@ There’s'lots of chain used on the farm... and by subur- 
banites, too. Here you see illustrated some of the chains 
that sell every day. There are many more, but these are the 
ones that you should carry now to meet the needs of your  TENSO 
customers. A few bags of each on counters here and there HALTER and DOG 
in your store will make sales for you. CHAINS 

Check your stock right now. Then order them from your 
| AMERICAN CHAIN wholesaler who will give you prompt 
NO. 516 service on whatever you need. 





OS eer 
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NO. 201 
- SWING CHAIN 





@ These tie-out or picket chains are made in 4 sizes— é 
1, 1/0, 2/0, and 3/0. Two lengths—20 and 30 feet. Fur- 
nished with a swivel every 10 feet. Bright or zinc plated sole casml 
finish. Packed one chain in a strong cloth bag. 











NO. 22 
SLIP HOOK 


STYLE NO. 120 © Grab hook on one end, slip hook on 
other end, and swivel in center when so ordered. Furnished 
self-colored, bright, or coppered. Made in sizes—’, 
5/16”, %”, 7/16", 44”, and 5%”. Lengths as desired. 


Get this FREE 
“Fingertip Facts about Hardware Chains” 


Contains useful information for all 
hardware people. Write today. 






v 

























AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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Just Among Ourselves 


Informal Editorial Comments 
By W. A. Phair 


Why Worry About 
Power Lawn Mowers? 


“Why do you spend so much time talking about 
power lawn mowers in your editorial columns?” 
a friend asked us recently. 


Perhaps other readers of these pages have also 
wondered about that, too. 


Well, there are several reasons. One very im- 
portant one is that power lawn mowers repre- 
sent a very profitable line for hardware stores; 
so profitable, in fact, that we can see very 
clearly how other outlets are trying to cut into 
this business. 


We don’t want to see other outlets succeed in 
getting into the lawn mower business, for we 
know what will happen, once they get their feet 
inside the door. 


Another, and equally important reason is that 
power mowers represent an ideal and very 
natural tie-in with the mechanical-service aspect 
of the average hardware store. 


One of the great sources of strength of the in- 
dependent hardware store, a strength that car- 
ries it through periods of adversity in better 
shape than other types of retail stores, is the 
diversity of its merchandise, and the essentiality 
of its services and merchandise. 


This diversity and essentiality of its lines 
enables a hardware store to weather business 
storms far better than specialized, short line 
retail stores. The difficulties being experienced 
by the exclusive appliance store in the past sev- 
eral years are examples of what can happen, even 
in good times, to a single line store. 


Lawn mowers represent a direct tie-in with 
basic hardware lines; lawn mowers are purchased 


by an ideal type of customer—the home owner. 


A man who purchases a lawn mower is in- 
evitably in the market for many other items sold 
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by hardware stores. Such a man most likely 
owns his own home and is a potential customer 
for tools, paints, housewares, etc. 


If this ideal customer is attracted to another 
source for his lawn mower, it won’t be long be- 
fore this other source adds additional lines to 
sell to this ideal customer; and there will go 
some good, profitable hardware store business 
out the window. 


I think you can see from these comments why 
I feel so strongly of the need for keeping the 
power mower business in the hardware store. 


As we have said previously on these pages— 
we have the business now, but we won’t have it 
long if we don’t do a better selling job. 


A Half-Billion Dollar 
Market For Servicing 


A prime means of protecting your interest 
in the power mower field is to get into servicing 
with both feet. 


With an average of $100,000,000 worth of 
power mowers being turned out each year for 
the past six years, the servicing of these units 
represents a new and important field for hard- 
ware stores. 


The application of some very simple arithme- 
tic will show that the value of power mowers 
now in use in this country is very close to a 
half-billion dollars. That, in anybody’s language, 
is a big market. 


The average life of a power mower is calcu- 
lated as between 7 and 10 years. The real bulge 
in power mower sales began just about seven 
years ago—in 1946. 


Thus, the power mower field is on the thresh- 
old of a new period, a period when obsolesence is 
going to give rise to such new sales problems as 
trade-ins, and when the need for major repairs 
and servicing will rise sharply. 
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The hardware store with an adequate mower 
servicing department is going to reap many 
extra financial benefits in the years to come. 


As the number of mowers in use expands, and 
there is an estimated 6,000,000 in use now, you 
are presented with profit opportunities in win- 
ter storage, servicing and spring tune-ups that 
have not been previously available. 


With adequate servicing facilities, you’ll ac- 
quire better product knowledge, easier means of 
assembling and demonstrating new mowers. In 
short, you’ll find yourself doing an all ’round 
better job. 


And you'll be hitting the big chains in a weak 
spot. Firms, such as Sears, have realized the 
significance of servicing and have tackled it 
aggressively. But they cannot do the job that 
can be done by hardware stores across the 
nation. 


Experts who have been following this service 
problem closely, tell us that servicing facilities 
are way behind demand. At present there are 
only an estimated 5000 competent repair shops 
operating. The current demand for servicing 
would justify easily three times that many shops. 


It is important to remember that a service 
department is not limited to power mowers. The 
average home these days is a highly mechanized 
unit and power is being used in many ways, in- 
cluding leaf sweepers, small power sprayers, 
saws, power tools, appliances, etc. 


Dealers who operate service departments 
know that they can be operated profitably, if, 
they are operated in a business-like fashion and 
are not treated as a minor side line. 


Wholesalers Have 
A Vital Role, Too 


Whatever success the retail hardware trade 
may have in getting into mower servicing will 
reflect in a large measure the amount of as- 
sistance given them by wholesalers. 


Currently, only a very few general line whole- 
salers do much of a job on power mower parts. 
The job of stocking and distributing parts is 
slowly drifting into the hands of automotive 
parts distributors. 


Also slowly developing is a group of spe- 
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cialists who deal only in mower sales and ser- 
vicing. 


It does not take much imagination to see how 
these operations will inevitably branch out into 
important distributorships. 


Since these distributors will be taking over 
the parts handling, manufacturers will certainly 
look upon them with kindly eyes. Dealers, too, 
may well be inclined to favor them. 


This sort of situation developed in appliances, 
if our memories will go back far enough. 


A prime cause of the reluctance of general 
line wholesalers to get excited about mower parts 
business is the rather confused conditions that 
exist with respect to parts cataloging and prices. 


The price structure on parts generally does not 
carry sufficient margin to encourage investing 
the large sum needed to set up and operate an 
adequate parts inventory. 


The establishment of an equitable price sched- 
ule and discounts is a task that should be thor- 
oughly looked into by manufacturers. 


Some manufacturers still treat their parts 
price schedules as international secrets. Why, I 
can’t imagine. Certainly the automobile indus- 
try, which has been all through this phase of 
the parts problem, finds no need to do this. 


There is also an inclination on the part of 
manufacturers to favor limiting dealer servicing 
operations to the lines of mowers the store sells. 


Where sales are combined with service, this 
feeling has a very natural cause, but it isn’t a 
practical procedure. 


The only way in which widespread, profitable 
dealer service operations can be set up is on the 
basis that each dealer is able to service any 
brand of mower that a customer may bring in. 


Here again, the automobile industry has gone 
through this phase and, as we all know, Ford 
dealers are not restricted to service on Fords 
only. 


The success of this effort to broaden mower 
service facilities through the hardware trade is 
of equal importance to the dealer, the hardware 
wholesaler and the mower manufacturer. The 
co-operation of all three is essential. 
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A Yatural tor retail selling 


The ILCO “UNIVERSAL” 


There’s nothing complicated about this door closer. It’s ready for mounting, as is 
... works on right or left hand doors without change. And, because you don’t need to 
stock special right and left hand closers ... ILCO’S UNIVERSAL cuts your inventory 
problem in half. 

CHECK THESE QUALITY FEATURES 


@ Extra powered helical coil spring @ Single valve provides dual speed control — 
@ Heavy, one-piece forged steel shaft designed one speed for closing — one for latching 
to eliminate breakage @ Precision-made « Rugged « Leak-proof 


And, remember ... for extra-heavy duty installations, you should stock and sell ILCO’S 
ball-bearing closer, the finest item in our door closer line. Ask your jobber to show you 
ILCO’S popular screen and storm door closers, too. 











Six Months of Republican 
Administration—a Review 


Retailing’s gains and losses at the hands of Con- 
gress this year leave much to be desired. Business 
men just about broke even under the first completely 
Republican Administration in 21 years. 

Considering that many of the nation’s retailers sup- 
ported the Republican ticket in last year’s elections, a 
tally of what Congress did for business—and what it 
failed to do—is most important. 

Although retailing failed to win any substantial or 
lasting gains, it didn’t fare too badly in the session 
that recently ended. 

However, some businessmen say frankly that they 
are beginning to wonder “What they voted for’ at 
the polls last November. The answer is, of course, 
that they may have voted for Dwight D. Eisenhower, 
but they didn’t all vote for his congressional ticket. 

The result is the barest toe-hold of control in Con- 
gress by the Republican Party. A well-organized and 
powerful minority was able to tie the leadership into 
knots on a number of important issues. 

Here’s the score: 


SPENDING—Probably the biggest disap- 
pointment to businessmen was the failure of 
Congress to balance the Federal Budget, and 
consequently to reduce taxes. The financial 
“mess” says Speaker Joseph W. Martin, “was 
greater than we had anticipated.” Total new 
money appropriated: $54.5 billion—about $13 
billion below what former President Truman 
asked in January. 





TAXES: No tax reduction legislation. /n- 
stead, tax on excess business profits was ex- 
tended for six months. However, this and the 
interim 10 pet hike in personal income levies 
dies Dec. 31, followed on April 1 by an auto- 
matic reduction of 5 pct on corporate income 
and varied reductions in excises. Some Con- 
gressmen aren’t hopeful of further revisions 
next year. But their thinking may be changed 
after talking with folks at home. Committee 
hearings on appliances, and other excises were 
continued this month despite adjournment. 











ashington 
NEWS and Views 


By Washington Bureau of 
HARDWARE AGE 


? 
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SOCIAL SECURITY: House members 
alone introduced 180 Social Security bills. 
Congress acted on none, and even refused to 
suspend automatic increases in payments 
scheduled for next January. This means that 
Social Security deductions for employed per- 
sons rise from 1% pet to 2 pet after Dec. 31; 
for the self-employed from 2 to 3 pet. 


POSTAL RATES: Action on the Adminis- 
tration’s bid for a $240 million annual in- 
crease in rates was shelved until next year. 
The Post Office Department says it will have 
to take up this much slack in its budget if it 
is to achieve a pay-as-you-go basis. All classes 
of mail are affected by the proposed increase 
in rates. 


BUSINESS CENSUS: Funds for a census 
of business in 1954 were denied. The Senate 
approved an $11.5 million request, but the 
House refused to go along. However, a sum 
of $1.5 million was voted for “spot checks” of 
trade at every level. Affected by the cut: 
census of business, manufacturers, and trans- 
portation. 


GOVERNMENT COMPETITION: Direct 
progress was made toward removing the Gov- 
ernment from competition with private busi- 
ness. New laws provide for the sale of the 
Government’s 28 synthetic rubber plants. And 
the Commerce Department sold its inland 
barge lines for almost enough to cancel its 
operating losses over the years. Military 
stores were told to stop competing with mer- 
chants. 


CONTROLS: The Defense Production Act 
was extended for two years, dropping nearly 
all material controls except for military pri- 
orities. All price-wage controls were thrown 
out. Congress even refused to vote standby 
authority for the President to impost com- 
trols, until Congress could meet, in the event 
of an emergency. 


(Continued on page 144) 
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WERE 
PADLOCKS 


HEAVY, HARDENED 
STEEL SHACKLE 


Maximum strength and grip. Strong spring ten- 
sion; self-locking; swivel action. 


POWERFUL 
LAMINATED CASE 


Hard wrought steel plates, layer-laid . . . each 
Cut out just enough for its part of the mechanism, 


LARGE BRASS 
LOCKING LEVER 


Extra wide, extra heavy. Patented design pro- 
fects against ‘‘rapping’’. Driven by stainless 
steel spring. 


EXTRA-STRENGTH 
RIVETING 


Heavy riveting on special presses under pres- 
sures up to 300,000 Ibs. makes case stronger 
than a solid block of steel! 


business for you. 














BRASS CYLINDER, 
PIN TUMBLER SECURITY 


Phosphor bronze springs, nickel-silver pin tumb- 
lers. Finest protection known to lockmaking! 


SUPERIOR 
TENSILE STRENGTH 


Shackle deeply imbedded, firmly gripped. Strong- 
er resistance to ‘‘pull out"’ by actual test! 


PRECISION CUT 
NICKEL-SILVER KEYS 


Beautifully coined, individually milled, Practi- 
cally unlimited key chang 





CADMIUM 
RUSTPROOFED 


Expertly plated with pure cadmium for protec- 
tion against rust... for longer life! 


SPECIAL 
ORDER SERVICE 


Master-keyed and keyed-alike sets mean extra 
Order through 


your jobber, 





Master Jock Company, Milwaukee, Wis. © World's Leading Padlock Manufacturers 
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Auger Bit Set 


Regular DM set of 13 auger bits 
is available in solid walnut chest 
and attractively gift-packaged for 





the Christmas trade. Colorful two- 
tone box has wood grain top and 
ivory bottom. Bright red sleeve 
with wording ‘Merry Christmas” 
is removable. Suggested retail price 
is $15.50. Irwin Auger Bit Co. 


For more data circle No. 1 on postcard, p. 149 


Kitchen-Household Ware 


Added to the Decoware line of 
kitchen and household ware is the 
new Windflower set, with a colorful 
pattern of anemones in red and 
green, lithographed on metal. Com- 








plete set includes a canister set, 
cake safe, match box holder, salt 
and pepper shakers, serving tray, 
refuse can, large and small waste- 
baskets, three types of bread boxes 
and a dust pan. Continental Can Co. 


For more data circle No. 2 on postcard, p. 149 


Electric Sander-Polisher 


This small electric sander-pol- 
isher has straight-line action that 
automatically eliminates trouble, 
making it free from bucking or 
whipping. Lightweight and quiet 
in operation, it delivers 240 strokes 
per second with the grain of the 
wood. For fine finish or sanding, it 





goes into corners with entire pad 
in contact with the work. It fits 
hand snugly and gives sure grip for 
better control. Snap-lock sandpaper 
gripper holds, pulls and stretches 
sandpaper without slipping or tear- 
ing. Sander is quickly and easily 
substituted. Three to self-display 
carton, retail price is $13.95 each. 
Wen Products, Inc. 


For more data circle No. 3 on postcard, p. 149 





LATEST INFORMATION ON NEW PRODUCTS AND SERVICES 


Steel Paint Pot 


Made of heavy gage steel and fin- 
ished by a rust-resistant process, 
this Biu-steel Paint Pot is of seam- 





less construction which prevents 
splitting and dripping after burn- 
ing out or other cleaning. Available 
in 5 and 6 qt. sizes, the smaller 
holds a gallon of paint without 
spilling; the larger holds a gallon 
of paint plus color mix. No. 5 pot 
has 8% in. diameter and is 6 in. 
deep; No. 6 pot has 9 1/16 in. di- 
ameter and is 6% in deep. Approxi- 
mate retail price is 59¢. Federal 
Enameling & Stamping Co. 


For more data circle No. 4 on postcard, p. 149 


Stove Bolt Assortment 
Complete with automatic dis- 
penser, Stove Bolt Assortment No. 
26 has been added to the Select-a- 
Pak line. Assortment includes zinc 
plated flat head and round head 
bolts, each in eight sizes. Bolts with 
nuts come packed in _ slide-boxes 
called Paks. Pak has clear acetate 
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cover and contains five to 12 bolts, 
retailing for 20¢. Dispenser serves 
customer automatically, as one Pak 
is removed another slides in its 








place. Metal dispenser, 1214x12 in., 
is free; dealer pays only for assort- 
ment. National Lock Co. 


For more data circle No. 5 on postcard, p. 149 





Shearing Plier 


This plier is designed for cutting 
tungsten filaments, musiz wire, 
springs and other hard wire. It 
operates on shearing principle 
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FOR THE HARDWARE DEALER 


which eliminates need for regular 
cutting knives. No adjustment or 
sharpening is required. Replaceable 
tempered steel spring keeps plier in 
open position, ready for use. Plier 
is forged from tool] steel, individu- 
ally fitted, tempered, adjusied and 
tested. Overall length is approxi- 
mately 5% in. No. 053-L has leaf 
spring; No. 053 is plain. Mathias 
Klein & Sons. 


For more data circle No. 6 on postcard, p. 149 


Upholstery Kit 

This Brigham’s do-it-yourself 
home upholstery repair kit includes 
magnetic upholsterer’s hammer, 





webbing stretcher, sharp edge tack 
remover, straight 6-in. upholstery 
needle, two curved upholstery 
needles, and webbing and uphol- 
stery tacks. Packed in attractive 
self-display box, it comes with free 
illustrated instruction booklet. Kit 
retails for $6.95. Roll of strong 
India Jute webbing, 3% in. wide 


(Continued on page 146) 


Want more information on these 
products? Then use free post 
card on Page 149. 


in hardware merchandise... 









TO HELP YOU 


SELL 





AND OTHER DEALER 
SALES HELPS 


Mouse Trap Packaging 
Red, white and black self-service 

package is designed to increase unit 

sales of mouse traps. Package, con- 





taining four traps, has cutout win- 
dow to display contents and the 
slogan “Set four ... Catch More 
with Victor Mouse Traps.” Reverse 
side of package carries complete in- 
structions for use of traps and 
easy-to-follow ilustrations showing 
proper baiting and setting proce- 
dures. Pre-priced at four for 29¢. 
Animal Trap Co. of America. 


For more data circle No. 7 on postcard, p. 149 


Tack Display Carton 


Tacks now come packaged in new 
3 doz. carton designed as a counter 
display. A se!f-selling merhandiser, 


(Continued on page 172) 
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p First-Half Sales Topped ‘52 


p Consumer Debt Soars 


p Invoice Payments Slower 


See High Level of Business 
Well Into '54 Despite Truce 


The $64 question in business 
these days is whether the nation 
will enter into a depression; 
whether we face only a slight eco- 
nomic readjustment or whether 
business will sail along indefinitely 
at current levels or at higher levels. 
Government economists have come 
up with a revised estimate of busi- 
ness expectations. If they’re right 
it looks good for all concerned. 

Forecasters at the Treasury, 
Federal Reserve Board and Com- 
merce Departments all agree that 
prosperity will continue unabated 
well into 1954—an end to the 
Korean War notwithstanding. 

The economists hedge a bit by 
stating they look for some adjust- 
ments in the second half of next 
year, but they emphasize any ad- 
justments will be slight. They 
completely rule out a sharp reces- 
sion. 

What do they base their revised 
estimates on? They say the gov- 
ernment will continue spending 


huge sums even after a Korean 
truce, and that such spending will 
continue as an economic prop. 





14 


There is one major fear. It con- 
cerns the consumer. 

Using the broad term “psycho- 
logical,” the economists say the 
consumers may begin to pull in 
their buying horns once the reali- 
ties of a Korean truce are thrust 
home. If the consumer begins to re- 
trench, in anticipation of bad times 
ahead, they say, it inevitably means 
a sales slump,/curtailed production, 
unemployment and all the factors 
that go to make up a “sharp read- 
justment,” or depression. 

Officials heading various govern- 
ment agencies are understood to be 
advising President Eisenhower 
they underestimated the vigor of 
the business boom in earlier fore- 
casts. They are telling the Presi- 
dent current data convince them 
there’s enough juice in the economy 
to keep it humming another year. 

While no one is talking for the 
record, a spokesman for the Com- 
merce Department’s Office of Busi- 
ness Economics predicts industry, 
agriculture and service industries 
this year will top the 1952 record. 

(Continued on page 210) 

















June Hardware Sales 
Highest This Year 


June sales of retail hardware 
stores reached a peak for the 


current year, at $246 million, | 


seasonally unadjusted. 

The month’s sales were 1.2 
pet greater than in the previous 
month and 5.6 pct higher than 
in the same month of 1952. 

June’s high sales brought the 
total for the first half-year 
above the total for the first six 
months of 1952 but it is still 
lower than the total for the first 
half of 1951. 

The Dept. of Commerce 
monthly estimates follow: 


(iillions of dollars) 
1953 1952 1951 


January 166 166 192 
February 167 170 182 
March .. 200 190211 
April 219 229 231 
May 243 244 ~=«231 
June 246 233 236 

1241 1232 1283 
July 214 214 
August ch 216 224 
September 224 226 
October ; 233 46245 
November 219 236 
December 290 =. 291 





$2,628 $2,738 
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Finest New Toacter Display 
Ever Offered 


yours... FREE! 


First time offered anywhere! This 
outstanding ‘“Toastmaster”’ counter display 1s 
fresh off the press. Ordinarily, we would in- 
troduce this powerful point-of-sale piece to 
you by mail. But that takes time. To avoid 
delay, this merchandise mover is being offered 
via this magazine. The sooner you order this 
exciting display, the sooner you'll get it, the 
sooner it will go to work in your store. Don’t 
wait to cash in. Order now! 


To Help You Sell This Fall... 
53 Ads in 13 National Magazines 
A Total of 149,644,997 Messages! 


Saturday Evening Post = House Beautiful 











Look Holiday 

Better Homes & New Yorker 
Gardens This Week 

McCall's Modern Bride 

Country Gentleman Bride's Magazine 


House & Garden Guide for The Bride 











ose? " 
gnutd¥ “ so9°* 
pl yooste™ 


























FP sseeeeeseee ae 
a W E. O'Brien, General Sales Manager B-83 ' 
@ Toastmaster Products Division ' 
McGraw Electric Co., Elgin, iL ‘ 
R f dian! Please send me the FREE Merchandising Aids checked below: : 
eee a Oe ee ae For use with the $27.50, retail 
and other FREE “Toastmaster’* TOASTMASTER Super De Luxe Toaster ' 
Merchandising Aids will be filled alts Store Name. 
in the order received. C) Counter Display ’ e 
Mail the coupon NOW (0 Consumer Folder (quantity____ ) oa 
Cut & Mat Sh 

Oj Cu at Sheer Address a 
For use with the $23.00, retail B 
TOASTMASTER Automatic Toaster 4 
8 © Mounted ad reprint City. Zone State —§ 
® OC Consumer Folder (quantity____) 5 

@ CO Consumer Leaflet (quantity _______) 
*ToastMastTer” is a registered trademark of McGraw @ CO Cut & Mat Sheet Ship attention of. » 
Electric Company, makers of ‘‘Toastmaster’’ Toasters, a g 
“Toastmaster” Water Heaters, and other “Toastmaster” a 


Products. Copr. 1953, Toastmaster Propucts Division, hese eeee wees ee eee ee SS See ese SS Bee 
McGraw Electric Company, Elgin, Ill. 
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Dealers Report be 


Sales Increases . 
of 53% to 300% = 


.»e when they featured the WEAR-EVER line i atie » 


and serves a 
take a 12 to 



















on this electrically-lighted display 


How ° 


os ~ During NOVEMBER, 
me | seven NATIONAL 


= 
—T 
I = a . ] MAGAZINES will feature 
rT pale in } | these WEAR-EVER utensils 
eat iT a a 

a ri i featured every week on 
_W EA R: F EVER a 2 ae ALCOA’s coast-to-coast 


dk television program, 


Wear-Ever is also 


; “See It Now” with 
Ed Murrow on the 


cBS-TV Network. Pies. Wear 
Saver pie pan 
frosted finish 
bake browne 
higher, to h 
Two sizes; 8 


How 


Wear-E' 
by cook 
than ord 
and mar 
in your } 
furnishit 
surance 
Ask your Wear-Ever representative for 

details on how to get one of these See Wear 
display stands. with | 


THE WEAR - EVER NAME BRINGS WOMEN INTO 


YOUR STORE. TAKE ADVANTAGE OF IT AND PROFIT. ‘Frier 


© 1953 Tacucc 
THE ALUMINUM COOKING UTENSIL CO., INC., NEW KENSINGTON, PA. THE ALU 
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How to Roast Most Deliciously MEGS == = FOIL 


ee 


) Method 1. Millions of women use this Wear-Ever covered Method 2. Other women say use a Wear- 
‘roaster, with the patented lifting rack. It has handles on ends Ever open roast pan. Wrap in Wear-Ever 
‘and sides; adjustable vent in top. Has many baking uses, too, foil . . . then, open the foil last 30 minutes for 
"and serves as a handy bread and cake box. Three sizes. Size to beautiful browning. Roasts shrink less. Each 


take a 12 to 16 lb. turkey or a 16 to 20 lb. rib roast or ham, method has its advocates. Roast and 
$6.45*. bake pan, available in 3 sizes. 
1744" x 113%" x 214" size, 


$2.75*. 


How to Bake to Perfection 


Pies. Wear-Ever’s Juice- Cakes: Wear-Ever layer Covered Bake Pan: A pan Cookies: Cut cookies and 
Saver pie panhasapatented cake pans have bright fin- of many uses...a refriger- canapés with a Wear-Ever 
frosted finish,so that crusts ishes that reflect heat until ator “crisper”; or to carry to Lazy Suzy; rolls five attractive 
bake browner, flakier. It’s batter sets at its highest church suppers; or on picnics. shapes at one time. $1.50*. 
higher, to hold in juices. lightness; then brown beau- Cover serves as a cooky sheet. Then bake on even-heat Wear- 
Two sizes; 8", 65¢*. tifully. 8"x114",55¢*. Also 1314"x 914" x 214", $2.95*. Ever Cooky Sheet, 1514" x 12", 

a9"x1l4"size. $1.00*. 


How to Make all Cooking easier 


Wear-Ever aluminum helps you by being lighter to lift; RS 4 cs ~ 

by cooking more evenly because it spreads heat faster - « , Daily Food Saver 5 

shan ordinary metals; by keeping clean so easily. These Work Saver: Friendly-to-food 
and many more Wear-Ever utensils are waiting for you . Wear-Ever aluminum foil protects 
in your neighborhood hardware, department and house- food in your refrigerator or freezer. 


furnishing stores. Look for the trade mark, quality as- Saves cleaning broilers, casseroles, 
pans; roasts shrink less. Comes in 


surance for over fifty years. You'll Just Love household and freezer weights. 
the easy way Wear- 


See Wear-Ever on the ALCOA television program, “SEEITNOW” Ever Cleanser Pads 


with Edward R. Murrow—CBS-TV Network, every week. keep aluminum —= “Western prices 
shining. slightly higher 


Le 
Friendly to Food WEAR-EVER Aumin 


© 1953 Tacuco 


THE ALUMINUM COOKING UTENSIL CO., INC., DEPT. 3208, NEW KENSINGTON, PENNA. 
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CONSUMER ACCEPT Oe 


” DAZEY CHURNS 





DAZEY HAND-OPERATED CHURNS are modern versions of 
the Dazey Churn which has been a favorite in American farm 
homes for fifty years. Model 4 (shown) has gross capacity of 4 
quarts. Churning capacity of 2 quarts; retails for $3.95. Model 
8 has gross capacity of 8 quarts, churning capacity of 4 quarts; 
retails for $4.95. Both have fully enclosed high speed gears 
which makes churning faster and easier. The clover-leaf design 
jor creates more efficient churning action, is more durable, and 
easier to clean. Both packed four per shipping case. Weight They’re 
per dozen of Model 4 is 80 Ibs. Weight per dozen Model 8: manufac 
105 Ibs. 
Offer 


DAZEY ELECTRIC CHURNS are exceptionally quiet . . . easy ce 
them sa 


to use, clean, and store. Both models feature the clover-leaf Be SH. re Th 
- . . * © . . ere 


jar design which creates more efficient churning action. Model 

4ER (shown) has a gross capacity of 1 gallon and a churning ee gives yc 
capacity of 1% gallon. Retails for $21.95 Shipping Weight . roasters 
14 Ibs. Model 8ER has a two gallon gross capacity and a churn- fowl to « 
ing capacity of 1 gallon. Retails for $24.95 Weighs 15 Ibs. assortm: 
Both models are individually packed in shipping case. 


DAZEY CORPORATION---ST. LOUIS 7, MISSOURI 
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FEATURE FEDERAL’S 
NATIONALLY-ADVERTISED 














WHIT! Eo- TOP 


ROASTERS 


with Even-Heat Black Bottom! 
(Open Stock) 










No. WBI0 OVAL ROASTER 
(15 x 10% x 7%) 
8 Ib. Fowl—10 Ib. Roast 
Packed % doz. Weight 20 Ib. 















g 


= 
@ Avr: 
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No. WB20 OVAL ROASTER 
(18% x 12% x 8%) 
13 Ib. Fowl—19 Ib. Roast 
Packed ¥% doz. Weight 29 Ib. 


— 


"yy 






ENAMELED WARE 
Titanivm added for extra hfe : 


/ersions of 
rican farm 
yacity of 4 
95. Model 
f 4 quarts; 
eed gears 
eat design 
rable, and ADVERTISED IN 


e. Weight They’re FEDERAL — made by the world’s largest 
Model 8: manufacturer of Enameled Ware. 




















Offer your customers Federal’s attractive, low-cost, 
durable, easy-to-clean enameled ware roasters. Offer 
them savings in money, time, trouble! 

There’s a Federal Roaster for every need. Federal 










OTHER SIDE 





No. WB30 OVAL ROASTER 









gives your customers a choice of round, oval, or oblong FOR POPULAR 
roasters . . . in sizes to hold everything from a 4-lb. (20 x 13% x 9%) coal 
fowl to a 30-Ib. roast. Offer your customers a complete 20 Ib. Fowl—25 Ib. Roast cami 
assortment. Packed '4 doz. Weight 20 Ib. 








FEDERAL ROASTERS are best sellers... .real money makers! 


NATIONALLY ADVERTISED 
FEDERAL ENAMELING & STAMPING COMPANY - 









PITTSBURGH 30, PA. 





No. Bl 
OVAL ROASTER 
(15 x 10% x 7%) 
8 Ib. Fowl—11 Ib. Roast 
: Packed % doz. 
No. BO Weight—19 Ibs. 
OVAL ROASTER 
12% x 8% x 5%) = 
No. B12 ( . 
4 |b. Fowl—7 Ib. Roast * N 
ROUND ROASTER Packed—1 doz. Weight—23 Ibs. a —_— wa weal 
(12 x 64%) (Double Duty—side handles omens 4 , 
5 Ib. Fowl—7 Ib. Roast on both sections) E F seh oe 
‘ ound. Oast 


Packed—1 doz. =e) Packed— dc 
aol Ks —' doz. 
eight—25 Ibs tae wore Weight—26 Ibs. 


7 





(roowto ™ 
VOUMOUS OL elRS 


about 


No. B3 OVAL ROASTER 


¢ 7 (20 x 13% x 9%) 
ook: E 20 Ib. Fowl—25 Ib. Roast 
Packed—'4 doz. Weight—32 Ibs. 


Put + them 


our POR eee | 
ea Sti : ‘ee Last yea 
eS yp ‘ ‘ ee thousand 


Radiator 


They're FEDERAL’'S Quality Roasters  ( your ae ie or ad 


at a Value-Giving Price! radiators 


No. BO4 OVAL ROASTER 
(20 x 14% x 9%) 
23 Ib. Fowl—30 Ib. Roast 
Packed—'% doz. Weight—20 Ibs. gen 
(Double Duty—side handles lig 
: y 
on both sections) leaded as 


OBLONG ROASTER OBLONG ROASTER No. B33 


(15% x 10% x 8%) (18% x 13 x 9%) OPEN ROASTER 
10 Ib. Fowl—14 Ib. Roast 20 Ib. Fowl—25 Ib. Roast (20 x 12% x 3%) 
Packed—'% doz. Packed—'% doz. Packed—'% doz. 

Weight—22 Ibs. Weight—20 Ibs. Weight—16 Ibs 


ALL FEDERAL ROASTERS ARE Q@PEN STOCK 
FEDERAL ENAMELING & STAMPING COMPANY ° PITTSBURGH 30, PA. 
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SOLD O 


LAST SEASON | 


Large orders have already been placed 
in anticipation of a big season— 
Don’t miss out on your profit share... 


DONT GET CAUGHT SHORT 


Last year, hundreds of ELECTRESTEEM Dealers missed 
thousands of dollars’ worth of profitable ELECTRESTEEM 
Radiator sales! Reasons: inadequate early buying to 
cover stock needs, and a greater-than-ever demand for 
this safe steam heat, created by sustained mass con- 
sumer advertising. Result: we couldn’t make enough 
radiators to fill the flood of “‘late-order’’ demands, and 
dealers lost out on sales and profits. Here are the 
straight facts for 1953-1954: We’re backing you with 
the biggest consumer ad campaign in our history— 
addressed to 44,000,000 prospects. The demand for 
ELECTRESTEEM Radiators will go up. We’re boosting 
our production, of course, but advance orders point 
to record sales. So be smart this season—put in your 
order early—and order enough so we can guarantee 
delivery and so you’ll have stock on hand for profit- 
loaded selling all season long. 


Order both ELECTRESTEEM Radiator models: The 8-SECTION 
($39.95 seller) delivering 3,250 BTU per hour; the 10-SEC- 
TION ($44.95 seller) delivering 3,940 BTU per hour (each 
available in Walnut or Ivory finish). Put them on display 
early—build a “profit powerhouse” with ELECTRESTEEM 
—the world’s finest supplementary space heaters. 


ORDER YOUR STOCK TODAY! 


PARIS, KENTUCKY 


: the 
ic septs AOS BIA. TRS AIR taxon lps Al nee cs. 
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It’s Easy to Sell ELECTRESTEEM Superiority 


ELECTRESTEEM is just as easy to sell as any other 
trouble-free appliance package.+it’s easy to sell 
because you can prove these advantages: 

@ SAFEST AUXILIARY SPACE HEATER IN THE WORLD 

@ HIGHEST EFFICIENCY OF ANY SUPPLEMENTARY HEATER 

e@ HIGHEST ECONOMY—LESS THAN 2c PER OPERATIONAL-HOUR 
a PORTABLE, HEALTHY, STEAM HEAT FROM ANY WALL PLUG 


eS ee ee ee ee 


ELECTRIC STEAM RADIATOR CORP. 

2 Electric Avenue, Paris, Kentucky 

I want to get my ELECTRESTEEM Radiator order in early. Send 
complete descriptive literature and sales helps—everything 
I need for a profitable business. 


| aeaunennnnnnnneunonamenemmnnanes 


World’s Largest Maker of Electric Steam Products 


Duis Bil 








STOCK a basic assortment 
of Rubbermaid; reorder often to keep 
your stocks complete. 


Rubbermaid furnishes you free simplified, illustrated 
stock list order blanks and a color catalog of the 
complete line. 





Santas = a ee 
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line in a good traffic location. 


Rubbermaid offers you a compact, sales-tested display 
fixture at less than cost price—just $30. It fits on any 
store counter or table, measures 52” long, 28” 
wide, 3842”’ high. 











PROMOTE Rubbermaid in displays 
and local newspaper advertising. 


Wee with Rubbermaid makes it easy for you to tie-in with their Handy storage fo 
own national sales promotion and advertising. A 


complete program of display suggestions and material, $28.90 o1 
also mats of tested newspaper ads; available free. sturdily bi 


o as finished i 

‘ — includes 4 

fe a sizes, plus 

+ + A * ComPETt parts, sto! 

“iF 


ment of t 


Don’t n 
MIRRO-} 
America ! 
It’s easy as ““ABC”’ 


to increase your sales volume 
with Rubbermaid. 





Call your 


Rubbermaid wholesaler today! Aabewmutt & HOUSEWARE 


The original ... complete ... nationally- 
advertised line of rubber housewares. 


THE WOOSTER RUBBER COMPANY, WOOSTER, OHIO 
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ate New PRESSURE PAN DEPARTMENT 
ben | 


132'x 18%” 


lay 
ainy 
8” 














MSPLAY UNIT FREE 





For less money than a 


$50 bill and less space | Here’s the Money-Making Deal! 


than an open magazine DEAL No. A399M 
ys ‘og would take, you can put , : ; 
, in this complete, new Quantity Number Name Dealer Price Retail 
‘ J ane np gegen Baan os | 1only 11M $10 Display Stand * FREE 
Y ent, get a a > 
" a $10 display unit FREE, | 2 only 394M —4-qt. MIRRO-MATIC 
A y storage for replacement parts | 4 pocket a profit of Pressure Pans $16.40 $25.90 
al, $28.90 on your original order! The display is 1 only 396M _—‘6-qt. MIRRO-MATIC 
se. sturdily built, of non-warping plywood, beautifully Pressure Pan 11.69 18.45 


finished in blond-tone natural wood. The Deal 1 only 398M  8-gt. MIRRO-MATIC 


includes a quick-selling selection of most-wanted ; 
sizes, plus a complete assortment of replacement domaine , —— we 
parts, stored on-the-spot in a convenient compart- | 1 only  A9913S Replacement Parts Kit 9.22 14.55 


ment of the display. $49.95 $78.85 
| Prices slightly higher in West. 





Don’t miss this one! Get in on the money that 


MIRRO-MATIC is making, for dealers all over | Your profit $28 90 (margin 36. 6%) 
e 


America ! 
PLUS DISPLAY STAND FREE! 


MI R R O Buy from your MIRRO Jobber! 


ARE THE FINEST ALUMINUM 
ALUMINUM GOODS MANUFACTURING COMPANY . MANITOWOC, WISCONSIN 


FIFTH AVENUE BLDG NEW YORK 10 MERCHANDISE MART, CHICAGO 54 
WORLD'S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 
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HOOT MON! HERE’S 


the newest in Hostess 











“Tumblers t6 retail... 
at about $BE2 tm g 


tomulane te nateil.. 
ah about $552 Im 9 


(Prices slightly higher 
in South, West and Canada) 


Af 


11 oz. 16 oz. 10 oz. 


Pilsner Cooler 


HY y 


13 oz. 4 oz. - 202. 
English Cocktail | Jigger 
Hi-Ball or Wine Fashioned 


BLIBBEY GLASS 


8 of one size (each with a different Scottish 
Tartan) prepacked in this attractive gift box 


24 





Highlanders 


Sets by LIBBEY GLASS 








Here’s advance news about your newest 
Libbey profit-maker . . . a preview look at 
HIGHLANDERS, Libbey’s new Hostess Set 
promotion for Fall. 

Big full-color, full-page national adver- 
tisements this Fall start the promotion roll- 
ing. And there'll be plenty of other promo- 
tional material available, including news- 
paper mats and dealer displays. 

Freda Diamond designed these colorful 
beauties . . . decorated them with the color- 
ful, authentic tartans of eight of Scotland’s 
most famous clans. 

Like all Libbey glasses, colors are perma- 
nent—fired on so they won’t wash off or 


ESTABLISHED 1818 











wear off . . . genuine 22-K gold-banded ri 

are guaranteed against chipping: “A ne 
glass if the rim of a Libbey ‘Safedge’ glas 
ever chips.” 

This matched beverage set is ideal for Fa 
and Winter promotions . . . perfect fo 
Christmas gifts and today’s trend towar 
casual living and informal entertaining. 

Make sure you’re on the profit bam 
wagon. Start making your plans now! 1 
order, contact your Libbey Glass distrib 
tor or write to Libbey Glass, Toledo 1, Ohi 


hits Sot 


LIBBEY GLASS, Division of Owens-lilinois Glass Company, Toledo |, Ohio 
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You can put your confidence — 
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QUALITY TWINES AND CORDAGES 
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ctass| in the 
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SEINE TWINES 
SEINE CORDS 
TROT LINES 
STAGING 
VENETIAN BLIND CORD 
SASH CORDS 

CLOTHES LINES 

MASON LINES 
BUTCHER’S TWINES 
FISHING LINES 

NYLON CASTING LINES 
STARTER ROPE 

JUMP ROPE 

MOP HEADS 

WRAPPING TWINES 
KITCHEN LINES 
EXPRESS TWINES 
CHALK LINES 

KITE CORDS 

PARCEL POST TWINES 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 





Prompt £) oli 


GUARANTEED 











ideal for fF. 


perfect fo 


ORDERS OF $50.00 OR MORE, FREIGHT 


PREPAID. Orders of less than $20.00 f.0.b. 
Mill, Lawndale, N. C. or Marietta, Minnesota. 
Orders of $20.00 to $50.00, freight allowed 
to $1.00 per cwt. Freight prepaid does not 
include extra charges incurred outside car- 
rier's regular zone of delivery. 


end towar 


rtaining. 








profit bani 
ns now! 1 





















When you display the WiGiine- 


tt Sells! 


DALE, NORTH CAROLINA 





ESTABLISHED IN 1873 
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Marietta, Minnesota 
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Advertisements like this, appearing regularly in regional 
farm papers, are catching the attention of fence buyers. 


ASK YOUR JOBBER...about Bethlehem Fence 
... Steel fence posts... barbed wire... 
nails and staples . . . bolts and nuts 
... bale ties... baler wire . . . clothes 
line and other Bethlehem products. 
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NOW! 


THE WORLD'S FINEST 
NEW PUMP... 


vv “ 
— S 7 
PUMP 


BY RED JACKET 















The pump you don’t see — can’t hear — never 
lubricate. Available in a wide range of sizes 
and capacities. Tested and proven for long, 
dependable performance and minimum 
maintenance. 


Backed by 75 years of leadership in the de- 
sign and manufacture of Pumps and Water 
Systems — for farni, home and industry, f 


This is an exclusive Red Jacket design. 
There is no other pump like it. 


Attractive, colorful brochure avail- 
able. Free upon request, 


> 





. id . 
- RED JACKET 4 


“water 
service 
products 
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to meet the 
demand... 


Zo 


FOR a 


PLASTIC ‘PIPE 


. . « Flexibility . . . long life . . . lightweight .. . 
installation economy ... and outstanding quality 
have necessitated CARLON’S continuous establish- 
ment of new plants. 


At these strategic points of manufacture, CARLON 
meets the demands of the hardware industry, home- 
owners, farmers, and ranchers. New piping for water, 
sewage, oil and gas keep CARLON active in meeting 
these demands for the best in plastic pipe. 

To keep pace with these needs, CARLON will cbn- 
tinue to build its production facilities and create 
higher standards of quality and efficiency. 
CARLON does this with a purpose . . . to maintain 
its uncontested leadership as the world’s largest 
producer of plastic pipe. 1851-CP 


Buy the Pipe with the Stipe! 
Write Today for Free Literature e ( 


= 
/ 


10300 MEECH AVENUE e CLEVELAND 5, OHIO 


IN CANADA, 
Micro Plastics Limited 


SS Acton, Ontario 
ais... Pas 


a 


MAIN PLANT AND 
GENERAL OFFICES, 
Cleveland, Ohio 


RESEARCH AND 
DEVELOPMENT 
LABORATORIES, 
Mantua, Ohio 


Upper Sandusky, Ohio 


Asheville, 
North Carolina 
Denver, Colorado 


Corsicana, Texas 


Klamath Falls, Oregon 


CARLON PRODUCT 
CORPORATION 


Pioneers ta Plastic Pite 
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square 
steel a 
and av 
chain 
Yo 
Chain 
signed 
direct 
contai 


NEW- COLORFUL: STURDY 
HODELL CHAIN(3 
MERCHANDISER) 


Compactly designed to help you 








sell high-quality Hodell Chains 





more rapidly and profitably 


Get ready to sell more chain with this eye-catching 
new Hodell Chain Merchandiser. Ask your jobber 
for it. 

This modern Chain Merchandiser with its well- 
balanced chain assortments stops store traffic and 
constantly reminds your customers that you have the 
dependable chain they need. 

The Chain Merchandiser requires less than two 
square feet of floor space. It is sturdily built of tubular 
steel and brightly finished in red and yellow enamel, 
and available with your own choice of two fast-selling 
chain assortments. 

Your jobber can give you full details on the Hodell 
Chain Merchandiser and chain assortments .. . de- 
signed for bigger chain profits for you...or write 
directly to us for the illustrated three-color folder that 
contains full information. 


HODELL CHAIN COMPANY 
Cleveland 3, Ohio 
Div. of The National Screw & Mfg. Co. 


National 
FASTENERS Sf HODELL cone ofc rom f 
29 
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We've packaged plenty of profits 
for YOU... in these 


TWO PACKAGED PUMPS 





1 ant 
-well syste 
ue and perfo 
rig. 3683 costs 


soulds quality throug! 
‘ mounted shallow 
famous val 


It’s ¢ 
lete tank- . 
d with Gou ds fe 

poten” Yet this Goulds I ae 

less to install, less to operate: 
ess 

$s up to 92 

for small or 

ye combinec 
¢ x 27" high 
i=] 


With capacitie 
water system ; 
economy —_ 
t¢ (30”" lon 
, A. H.P. — 
canal al. galva 
mounted on 17 gal. gal : 
only (Fig- 3683) for use 


available. 


520 cp... 
average hot 
1 with efficie 
)— easily inst 
type mot 
nized tan 
ith standare 


i through at a 
m that’s load- 
rmance fea- 
less to buy, 


it is the ideal 
homes, where 
ncy- Very 
alled any- 
or and pump 
k. Pump unit 
1 tanks also 


TO MODERN 


WATER SYSTEM 
REQUIREMENTS ! 





just beyon: 
especially for pumpi 
complete tank-mount 
Pipe or twin 
450 G.PLIL. 
Low in cost 
units. 1¢ ]{p 
and jet fittings 
3685) for use 


Here’ 
re’s the perfect System for the m 


1 shallow. 





any installations 
signed by Goulds 
ng levels from 25 to 50 feet r 
ed deep well s el 
System for sj 

i > Single 
Pipe use—the Fig. 368] y 





well limits—de 









delivers up to 









> yet outperforms man 


+ Capacitor type mo 






y bigger, costlier 

tor, pu 

er Sie, > Pump, tank 

oan ‘Packaged. Pump unit only (Fig 
standard tanks, also available . 








THE LOW COST answers 


Like all the pumps in the fast-selling GOULDS line, these two “packaged” 


units are designed to fit your customers’ specific needs. When you feature the 


big GOULDS line, you're sure to have the right pump for every job — at the 


right price! No need to spend time “selling” a system that’s not quite right for 


the job — or a system that costs more than your customer wants to pay. 


Result: more satisfaction for your customers: more sales for you! 


See your distributor 
or write: Dept. HA-6 
GOULDS PUMPS INC. 
Seneca Falls, N.Y. 





WATER SYSTEMS 


FOR EVERY FARM AND HOME NEED 
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YARDLEY 


ream Pipe 





A reputation for quality grows fast. That’s why ClearStream 
Pipe has won leadership quickly from coast to coast. To main- 
tain its good name Yardley carefully selects its distributors— 
backs ClearStream with regular space in leading farm maga- 
zines and trade papers, supplemented with newspaper, radio 
and point of sale advertising. 


qationally 





Serviced nee 


Kn There's an experienced Yardley representa- 
tive near you to help sell and service Yardley 


ClearStream Pipe. 


YARDLEY FACTORY SALES REPRESENTATIVES 


BALTIMORE 18, MD. DAYTONA BEACH, FLORIDA NEW YORK 6, N. Y. 
Ted G. Barto John E. Cook Frank Ames 
2301 N. Charles St. 1601 North Grandview 92 Liberty St. 
BUFFALO 3, NEW YORK (Phone 3-1955) (BArclay 7-7264) 
Chester Bess Company DENVER, COLORADO OMAHA, NEBRASKA 
458 Ellicott Square Building George M. Estep & Assoc. E. N. Tipton 
(WA. 2803) 410 Merchandise Mart 5615 Florence Blvd. 
CHICAGO 26, ILLINOIS 1863 Wazee Street (KEnwood 3948, Res.) 
R. S. Stephens (TAbor 0765) PHILADELPHIA, PENNA. 
7720 N. Sheridan Rd. DETROIT, MICHIGAN J. W. Worthington 
(AMbassador 2-1725) Roy A. Smith 105 Forest Ave. 
CLEVELAND 15, OHIO 218 Lexington Bldg. Narberth, Penna. 
The Mussun Equipment Co. 2470 W. Grand Bivd. (Phone 8-2932) 
958 Hanna Bldg. (TRinity 5-5721) PORTLAND 9, OREGON 
(PRospect 1-2320) HUNTINGTON PARK, CALIF, Fred E. Becker & Assoc. 
DALLAS 2, TEXAS Nelson & Field, Inc. 1132 N. W. Glisan St. 
Stanley D. Bowles & Co. 3480 E. Randolph St. (BRoadway 2643) 
1910 S. Lamar St. (LOgan 8-3193) 


(IMperial 1319) 


, 


ST. LOUIS 19, MO. 
W. T. Leonard 
10 N. Old Orchard Ave. 
(REpublic 1932) 

ST. PAUL 4, MINNESOTA 
Granse Corporation 
1954 University Ave. 
(NEstor 1889) 

SUNBURY, OHIO 
R. J. Larson & Assoc. 
28 N. Vernon St. 

(Phone 163) 

WHEELING, W. VIRGINIA 
James G. Squibb 
Hawley Bldg. 

(Phone 1625) 

EXPORT SALES 
F. & J. Meyer 
115 Broad St. 

New York 4, New York 
(Cable Address: Parataxis) 


Ask any of these representatives about Yardley ClearStream Garden Hose and special extrusions 


YARDLEY PLASTICS COMPANY 


142 Parsons Avenue, Columbus 15, Ohio—In Canada: DAYMOND CO., LTD., Chatham, Ont. 
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SELL MORE ROPE 
eld 








Columbian se in prices- 
increa 
_ No incr 


Pure Manila & Radium Sisal Rope / 
FEATURES ES 
@ Easy to Handle... 
@ Easy to Store... 
@ Easy to Dispense... 
@ Keeps Rope Clean... 


MANILA ROPE 


@ More Sales Appeal... 


IA Nl 


COLUMBIAN es 


== 
——_ 
=> 


COLUMBIAN ROPE COMPANY, 400-70 GENESEE ST., AUBURN “The Cordage City’, N. Y- 
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Here's the pump you've been waiting for — the 
NEW COOK Submergible. The pump that is easy 
to sell in any market, farm, home or 
industry. No other pump has so many advantages. 
Once installed — it's out of sight. No noise — 
no maintenance. It's self-lubricated for life. 


Available in a wide range of capacities and sizes. 


This is an exclusive design. There is no 


other pump like it. 


Excellent, exclusive territories are still 
available for dealers and distributors. Write 


for complete details. 


COOK WATER SYSTEMS 
































EVERY ‘22’ BUYER 
A PROSPECT! 





So display these 
scopes on 
your rifles! 


Bristol Ros 
National F 
it, the Seal 
You'll see. 
1954 line o! 


in new fitt 
Store tests prove that when you show ioe MEW ac 


a 22 rifle complete with Mossberg scope | rods’ll_ brir 











When you 
... you’re far more likely to sell both. R 
y | y ; MILLIONS OF 22 OWNERS ARE PROSPECTS, TOO! feet fish: 
So make two profits on one sale! ee ig 
4 . Mossberg Scopes fit most makes of rifles up to ang ah 
There are good reasons behind this. 25-20 caliber — 4-power — alll lens surfaces hard coated Babe 
Shooting is more fun with a scope — and Show these Mossberg scopes at the sales counter — display sales-prodi 
it’s the newest shooting fashion, too. So a scope mounted rifle near your door with a price sign... these owe he . 
. : ead for 
why not start using this profit-proven idea displays will make many more scope sales for you! ln Boas 
now! Simply install Mossberg scopes on 
several of the 22 caliber rifles in your 
store and start cashing in! Don’t mie 
startling | 
“a ode ‘ 
line in th 
PATENTED INTERNAL ADJUSTMENT a Sor ae — weaned om Ben estos 
ace high or low position. customer: 
me -" with Raiz 
Sitvanenne micrometer “click” 
screw moves crosshairs inside 
tube. A great conveniencel Rain-Beau 
Only on Mossberg scopes. By oy 


no. 4M4 — Dovetail mount, specially designed for 


Mossberg rifles. Ry 
Retail price only $995 a 


ossberq ©. F. MOSSBERG & SONS, INC. 


31608 St. Johns St., New Haven 5, Conn. 
for accuracy 





UNION HARD 


| HARDWAR 
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cnsaleonal TACKLE COMBINATION 


SWEEPING NORTH AMERICA 
- IN A TIDAL SALES WAVE! 
























| Tue display of the amazing, new 1954 SPINET 
Bristol Rods and Rain-Beau Lines will “stop” the Petit eile 
f National Fishing Tackle Show . . . no doubt about fachioned of Nyglax with adjustable 
~~ it, the Sealand inc exhibit will be jam-packed. = al oll 
You'll see, immediately, that Bristol’s superb anodized ferrules. 


1954 line of rods are new from butt to tip. Offered List only $19.95 
in new fittings ... new lengths... new weights 
... ew actions . . . and new prices, these Bristol 
rods’l] bring you new highs in sales and profits. 
When your customers rig their Bristol rods with 
00! supreme Rain-Beau lines, they’ve achieved the 
finest fishing tackle combination available to 
anglers. For Rain-Beau designs ideal lines that 


j meet the exact demands of fishermen. At the 

Sealand booth examine some of Rain-Beau’s best 
splay sales-producers: Stop Lite ...Glasline ... Fly- 
these Flote . . . Spinbraid . . . and Surfbraid. 


Head for the Sealand booth (No. 57 ) early. It'll 
be the focal point of the Show. 











Don’t miss this! Rain-Beau’s PS 
startling Stop Lite spinning line, Ai 
s the only automatic measuring ay 'S. 
line in the world. This wonder > 
“stop and go” line changes ite 


color every 334% yds. Tell your 
customers, “It’s more fun fishing 






SPINDRIFT 


This you must see! One of Bristol's 
terrific 1954 salt-water spinning 
rods fashioned in gl i 
translucent, green glass; created 
from the same materials used in 
U. S. Marines’ armored combat 





with Rain-Beau lines.” vn 
List only $35.00 
Rain-Beau Lines 
are Tested and Approved 


By U. S. Testing Company. 


r er Torrington, Connecticut 


995 Buy THE SPORTS BRAND MILLIONS DEMAND! — | Since 1826 


] 
| NEW YORK * CHICAGO * ATLANTA * LOS ANGELES 


, INC. 


5, Conn. 


UNION HARDWARE CO. BRISTOL HORTON, INC. « RAIN-BEAU PRODUCTS CO. « THE SPRINGFIELD CO. ¢ JOSEPH T. WOOD CO. « THE T.H. WOOD CO. 
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CONVENIENT, USEFUL 
SIZES. The Best-Buy line 
opens up an unlimited 
market with three stream- 
lined sizes. You'll sell the 
10-0z. size by the dozens 
for school use, light lunches 
and gifts. The pint and 
quart sizes will be grabbed 
up for work lunches, 

picnics, outings, sporting 
events, automobile trips and 
countless other uses. 





the complete WIDE MOUTH bottle line 


Biggest mouth... Biggest in popularity 
EAT out of it © KC DRINK out of i 


Sensational! That’s the way dealers described the original 
Aladdin Wide Mouth Bottle. It sold like wildfire. NOW, there’s 
a complete line of wide mouth bottles to meet every need. 





ANOTHER The Best-Buy line features the biggest mouths on the market... 
Mea bj bj *‘no-drip”’ pouring lips, originated by Aladdin. It’s a line 
that really shouts, ““BUY!” = 
FIRST 4 


Fits 
4 al 
‘ 
* 


Meddddie Mg\et \aad 


res OA 
vacuum bottle 
It’s a natural for the huge 
sports minded market. The 
Angler pictures famed fighting 
fish in full glowing color. It’s 
a conversation piece men like 
to pack in their lunch kits. 
Available in pints and quarts. 











The spoon goes right down to the 
bottom ...inall sizes. Did you ever have 
to fish” for a lost spoon in a long skinny bottle? 
Then you know why Aladdin Wide Mouth Bottles 
sell. All sizes are expertly designed for con- 
venience, compactness and 100% usable 
space. The spoon goes right down to the bottom 
... even in the big quart size. 





Aladdin School Lunch 
Kit containing 10-0z. 
Best-Buy Vacuum 
Bottle is a sales 
sensation. 













~oe 











ALADDIN INDUSTRIES, INCORPORATED @¢ Nashville, Tennesseé 
1107 Merchandise Mart, Chicago, Illinois © Pacific Coast: 105 E. Lexington Drive, Glendale, California 
Available in Canada from Aladdin Industries, Incorporated, 1401 The Queensway, Toronto, Ontario 
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NEW stevens 


Pump Gun Value 


1 $90-SC 


complete with... 


What a combination for more pump gun 
sales . . . more customer satisfaction! Now, 
the low priced, fast-selling Stevens Model 
§20slide action repeater is fitted with the 
newly designed and perfected Savace 


° 
SAVAGE 


--- SUPER CHOKE 


Adjustable Choke Collar... 


gives instant, £" er-twist selection of any degree of 
choke from “full” to “cylinder.” 
























Ventilated Gas Dispersing Sleeve... 
gives maximum recoil reduction — 


Super CHOKE. N in one gun u hei 
So oe oe eliminates “blown” patterns. 


can offer your customers six-shot fire- 
power, plus instant selection of the Other Sales-Building Features 
tight choke for upland game— 


Exclusive Click Adjustment Choke Settings 
water fowl—skeet—whatever e 


the target. Clear, Highly Visible Readings 
Uniform Patterns 
No Tools or Extra Tubes Needed 


Built for Life of Gun 


Savage Arms Corporation 
Firearms Division 
Chicopee Falls, Mass. 


$6975 


retail 


RECOIL PAD 
Newly designed, well 
proportioned walnut 
stock of the 820-SC is 
fitted with ventilated 


rubber recoil pad. An- ; é P 
other selling feature. Receiver and barrel are precisely aligned 


and joined as an integral unit. This fea- 
ture means solid, positive lock-up (and 
assures perfect performance) for the life 





INTERLOCKED BARREL 





4 





















re . of the gun. 
First in the Field 

Model 820 (Standard - 

same specifications—same 

high quality and sales fea- 

tures, but without Savage 

SuperChoke or Recoil Pad. 

$5900 |. SAVAGE STEVENS = FOX Rifle d 
SAVAGE © WORCESTER Power and Hend Lown Mowers 
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Where on this map 4) 
do your sales come from 3 









The shaded areas are where Country Gentleman from—the Post will sell your best city customers 
carries advertising into more homes than The . .. you need advertising in Country Gentleman to 
Saturday Evening Post . . . 2,162 counties (of the sell your best rural customers. | 


3,071 U. S. total) where Country Gentleman cir- 


rere: ‘ i SO REMEMBER: When a manufacturer says “‘It’s advertised 
culation is greater than Post circulation. 


in Country Gentleman”, he is giving you important sell- 





In fact, in nearly 2 out of 3 counties, Country ing support in a lot of homes no other kind of magazine 
Gentleman has more circulation than any weekly, reaches—the prosperous rural homes right in your own IT’S 
women’s or home service magazine! local trading area! 

In all counties—wherever your business comes A CURTIS PUBLICATION 


Sle your bei nud cublontt... _— 


e Line C 





CIRCULATION NOW OVER 2,500,000 


“A” and, 


38 
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: 
omer IT'S NEW! | 
( 


IT’S ALL-PURPOSE! , 
IT’S FOR SALT WATER! 
IT’S FOR FRESH WATER! | 


e Level Wind 


e Removable Line Guide and Worm *940 OCEAN CITY 
e Self-lubricating Bearing “TOPSAIL GENERAL” 


e Gear Ratio 3 to 1 
¢ Line Capacity: 100 yds. 27 lb. test line 


e Retail Price: $12.00 


OCEAN CITY MFG. COMPANY 


‘‘A”’ and Somerset Sts., Philadelphia 34, Pa. Qa” = Write for free catalog pages 
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thoroughbreds! 


Every MANN Axe has a background of good 
breeding. The fifth-generation craftsmanship endows 
each with a special “character” of its own. 


Each is unsurpassed for balance, for keenness, for 
durability, and for value! 


There is a MANN Axe for every purpose .. . 
formed, tempered and edged in the tradition of the 
region that gave it it’s name. 


Have your secretary send for our illustrated catalog, 
Dept. 820. 


AN 


EDGE TOOL COMPANY 


LEWISTOWN, PENNSYLVANIA 
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; NO.13 OF A SERIES 





NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT DIS- 
TRIBUTORS AND THEIR SALESMEN 





HE L. S. STARRETT COMPANY e 


| Spot, Gose i, SN 





mm No. 224-A 
Micrometer with 
interchangeable anvils. 





Cylinder / C7 








No. 452- B Inside Micrometer 
No. 823-A 
You'll find excellent prospects for a 
goodly number of Starrett precision 
measuring tools among the many 
shops and individual mechanics who 


service boats, ships, cats, trucks, air- 


> 






SINCE 1880 WORLD'S GREATEST TOOLMAKERS e 


SELL THESE STARRETT TOOLS 
TO SERVICE MECHANICS 


craft, diesels and farm equipment. 


Service mechanics have a special 
need for thickness gages, feeler stock, 
cylinder gages etc., but they also use 
micrometers, both inside and outside, 
dial indicators and the many other 
tools described in Starrett Precision 
Tools Catalog A. They use lots of 
hacksaw blades, too. 


Get to know the service mechanics 
in your area. Keep in touch with 
them by sales calls, advertising or 
mail. Let them know you are local 
headquarters for Starrett Tools. It’s 


good business. 





Here Are The Features That Sell 
STARRETT BAND KNIVES 


Starrett FAST-KUT Band Knives are 
used for all stack cutting, trimming, 
slicing and cut-apart operations 

especially for cutting leather, paper, 
cardboard, bread, cake, pie, meat, fish, 
cloth, tissue, insulation materials, etc. 
Made of the finest steel, scientifically 
heat treated and precision ground, 
they are available in a complete range 
of sizes in straight-edge, scallop-edge 
and wavy-edge types. They make an 
excellent companion to the complete 
line of Starrett Hacksaws and Band 
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SMOOTH FINISH 


| 


NO RAGGED EDGES 


FAST CUTTING 


NO DUST 


NO WASTE 


LOWER COST 





MORE PRODUCTION | 


Saws — and have the same profitable, 


repeat sales possibilities. Talk them 


up at every opportunity. 























MECHANICS’ HAND MEASURING TOOLS AND 
PRECISION INSTRUMENTS ~- DIAL INDICATORS 
STEEL TAPES + PRECISION GROUND FLAT STOCK 
HACKSAWS, BAND SAWS end BAND KNIVES 





ATHOL, MASS., 





WHEREVER YOU SEE 
PARTS LIKE THESE... 
Sell Starrett Precision Ground 
Die and Flat Stock 
With Starrett Precision Ground Flat 
Stock and Die Stock now available in 
four types and 295 sizes, you are bet- 
ter than ever prepared to sell this prof- 
itable item. It’s a volume seller to all 
metalworking, tool and die shops 
making punches, dies, machine parts, 
tools and precision pieces. Don't for- 
get our slogan “‘just lay it out — and 
saw it out.” It’s your cue to sell 

Starrett Band Saws, too. 





or a Starrett Feeler cin 50 
I showed him a few related items 


pestis came in 











NEW 
Home Workshop 








Stores easi 
trunk of 


Quickly ChangesE 
to Vertical 


power tools in ONE! 


— entire unit powered by the famous 
CUMMINS BALL°RITE 44 DRILL 


A complete, compact home workshop, precision-engi- 
neered to do professional work, that you can sell to 
every small home-owner and apartment-dweller in your 
area, like no power tool ever sold before. What’s more, 
it will sell many other tools and shelf items that can be 
used with it. 

Think of it! Seven, yes 7 power tools in ong, at the 
unheard of low price of $79.95. And look what goes 
with it besides the husky, industrial-type Ball-Rite 44 
Drill, which powers the unit: “Pro”-table, with miter 


1. It’s a Lathe 2. a Horizontal Drill 


at a terrific money- 
saving price! 


79°: 


COMPLETE 


gauge and rip fence; 
tool rest, cup and spur 
centers for lathe; screw center for disc sanding and 
face-plate turning; 4” saw blade; arbor and extension 
rest for bench saw; wrench and hanger bolts. 

The do-it Shop functions as any of 7 tools with unbe- 
lievable power and accuracy. It’s only 4514” long, 734” 
wide. There’s nothing like it for quality and perform- 
ance anywhere below $240.00. At $79.95, you’ll sell ’em 
by the carLoap! Everyone’s a sales prospect. 


3. a Dise Sander 4. a Bench Saw 
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Cum 


5. a Vertice 


HARDWA 


Cummins 


Everyone who has a kitchen table is 


a sales prospect for the do-it Shop! 


do-it Shop weighs only 20 pounds, sets changes position from horizontal to 
up quickly anywhere—on a work- _ vertical—in just seconds. The compact 
bench, work table, kitchen table. size and convenience of do-it Shop will 
Stores easily in a closet, rides in the delight the army of small-home-owners 
trunk of a car. It changes tools— and apartment-dwellers in your area. 


Cummins backs your do-it Shop sales with a 


POWERFUL ADVERTISING PROGRAM 


A tremendous national promotion 

program starts in September 19 

SATURDAY EVENING POST with a big 

money-saving Introductory Offer 

for early do-it Shop buyers. Fre- 

quent, large-space color ads sell- 

ing the do-it Shop will appear in: 

SATURDAY EVENING POST—September 19, October 3 
and 31, November 28, December 5. 

BETTER HOMES & GARDENS— November 

MECHANIX ILLUSTRATED—August, November, December 

PROGRESSIVE FARMER—September, December 

SUCCESSFUL FARMING—September, December 








In addition, millions more will see and hear about the do-it Shop in newspapers, 
on television and radio. Mats, electros and outstanding point-of-sale pieces are 
yours FREE for local tie-ins. 


Cash In! Get the do-it Shop in Stock—Now! 
“Mail Coupon for Illustrated Folder 


/ Cummins 


CUMMINS-CHICAGO CORPORATION 
4740 N. RAVENSWOOD AVENUE, CHICAGO 40, ILLINOIS 





\S 
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5. a Vertical Drill Press 6. a Router-Shaper 7. a Portable Electric Drill 





Easily converts into a 


JIG SAW 


do-it Shop quickly converts into 
8-tools-in-one with addition of the 
Cummins Jig Saw. This is the only 
Jig Saw with “Recipro-Flo” action 
exclusively engineered to operate 
with a portable electric drill. 

The blade can be turned 90° in the 
chuck for long cuts; cuts wood 2” 
thick; cuts to center of 26” circle. 
Over-arm is removable for saber 
blades and files. 

Cummins Jig Saw sells separately 
at $24.95. Specially priced at $22.95 
when bought in combination with 
do-it Shop. Can also be powered by 
any standard industrial-quality drill 
or electric motor. 


Mail Coupon Today! 


l 
Mail to Cummins-Chicago Corp. eo. | 
4740 N. Ravenswood, Chicago 40 Loaniar lovhohep | 


Gentlemen: Please send me a free | 
copy of the illustrated do-it Shop 
Folder.- 











WARREN TOOL CORPORATION 


Export Division . 


at 


.....-What’s A Sledge Without A 


WARREN-TEED 


trade mark 


Manufacturers of Warren-Teed and Devil railway track tools 


General Offices . . . Warren, Ohio 


30 Church St., New York 7, N. Y. 
WORLD'S LARGEST MAKERS OF HEAVY HAND TOOLS 


Handle? 


























A sledge without a handle is only half a sale, 
You make the complete sale by stocking and 
selling famous Warren-Teed sledges with tough 
Hickory handles already inserted. They're 
packed four to an attractive, eye-catching carton, 
because that’s the smart and profitable way for 
you to sell them! 

The tough Hickory handles are pneumatically 
driven to insure lifetime fit... waxed and 


grain-stained to resist weather and vermin.., 


machine wedged for perfect eye contact. 

Warren Tool sledges are carefully forged from 
special open hearth steel and deep heat treated 
to give a uniform hardness of greater depth over 
a greater working surface. 

And here’s another profit angle! You cut in- 
ventory costs when you stock complete Warren 
Tool sledges in compact cartons that can be 
stored easily or placed right out front where 
they'll help sell themselves! 

Warren Tool sledges and handles belong to- 
gether. Stock them and sell them that way. It 
means more sales and increased profits for you! 











exclusively 
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LOOK AHEAD ty Chuistmos Buying aud Fhopits 


SEY. ower AUGER BIT SETS No. W726) HANK WOOD BIT SETS No. H-23 
aa wight Retail 6 sets | $19.68 


Retai : 
etail 6 sets | $33.00 _ Your cost} 13.12 


Your cost | 22.00 “Prog $6.56 























Retail 
12 sets 


Your cost | 16.64 


Progit| $8.32 








YOUR CUSTOMERS 

WILL LIKE THESE 

DOUBLE-CIRCLE 
TOOLS... 


they build 
Christmas 
sales 


$24.96 


































STRAIGHT SHANK DRILL SETS 
IN FOLDING METAL CASES No. H-HE-26 


Retail 3 sets | $22.38 
Your cost 14.92 


" Prepit $7.46 
























@ Whether your customers are 
home workshop enthusiasts or tradesmen, 
they will prefer professional type DOUBLE CIRCLE 
Tools as gifts. 
DOUBLE CIRCLE TOOLS are merchandised with smart packaging to 
help move off your shelves. Their quality is unsurpassed . . . they build 
repeat sales. 
GIFT PACKAGING in the form of removable sleeves printed in bright 
Christmas colors are provided with these DOUBLE CIRCLE TOOL sets. 


Suggesting DOUBLE CIRCLE TOOLS as gift items will meet with ready 
trade acceptance... you'll sell more... order a stock today... 
display them. . . they'll sell themselves. 

















VY" SHANK METAL HIGH SPEED 
DRILL SETS No. H-39 


Retail 3 sets | $21.84 
Your cost| 14.56 


“Frogit $7.28 


















AVAILABLE AT YOUR 
HARDWARE 
JOBBERS 











CHICAGO-LATROBE 


DOUBLE CIRCLE 
TOOLS 






ORILLS © REAMERS e COUNTERSINKS ¢ COUNTERBORES © CARBIDE TOOLS © SPECIAL TOOLS 
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‘What we like most 


is the money we make” 





 L APAR OMS RE | 


aerasiienee 168% 





lors Harduare 


MASS. 
27 STUART STREET BOSTON 16, 


June 1, 1955 


Vice-President 
a ay Proven 
Porter-Cable Machine Compan’ 
1108 North Salina - 
Syracuse 8, Mew Yo 


Dear Mr. Proven? 


answer your recent letter, we've had the 
To 





1942. 
porter-Cable franchiee #inse oir sizeable 
Ae you now fron our orders, we're SS en 
business in this area. nese the 
rranchise is the money we make Next comes 





'¢ have to sell 

ave, We don 

tection we rece 

we Gable tools in competition with the store 

Porter on the next 
cross the street or the jewelry shop 

a 

block. Yours truly, 


Manager, Tool Dept- 


@ Porter-Cable’s “Direct-to-Dealer” Policy offers cer- 
tain profitable advantages not found in other 
electric tool franchises. Write for full details. 


PORTER-CABLE Machine Co. | orter-Cable 
1108 N. Salina Street, Syracuse 8, N. Y. 
In Canada write: Strongridge, Ltd., London, Ont. 
Saws * Belt Sanders * Orbital Sanders * Routers * Planes * Hedgshear Qualily Cleclric Toots. 
Combination Drill-Sander * Shaper * Chain Saw ® Drills * Bench Grinders - LL 
e®@eeeeeoceoeoeaeaneeeeeeeeeee eee ®@ 
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Ouly CHAMPION DEARMENT 
CHAN je, LOCK | 





Here’s a complete line of finest 
quality pliers spearheaded by the 
famous redesigned No. 420 
Channellock plier. A really 
effective year ‘round promotion 
campaign in consumer magazines 
maintains a constant demand for 
the Channellock plier line . . . the 
’ finest you can buy orsell. When 
you think of pliers, think of 
Channellock—made only by 
Champion DeArment Tool Co., 
Meadville, Pa. 
















The New No. 420 
Channellock plier with 
exclusive patented fea- 
tures. It’s the leader in 
the plier field. 





i 
‘) \ 
Skilled artisans, tradesmen, hobbyists . . . in fact, ‘most anyone 
you can think of will find these precision-built tools a joy to 
own and use. They merchandise well . . . are beautifully 
finished . . . neatly packaged . . . a credit to your tool depart- 
ment. For additional profits for YOU . . . put in a stock of fine 
Champion DeArment and Channellock tools NOW! 





CHAMPION DEARMENT TOOL CO. 





MEADVILLE, PENNSYLVANIA 
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NEW CRESCENT DISPLAY MOUNTS|(/C 


Illustration shows 
double mounted 
boards placed back 
. . doing 
double duty in cen- 
ter of general tool 
display table. 


to back . 











SINGLE 


7 





Crescent Display 


Boards 


Single Mounts are rab- 
beted tosupport board 
at a Slight angle to 


compensate for weight 

of tools. 

Double Mounts admit 

two boards and sup. 

port them vertically- 
_ Attaching screws are 

supplied with Mounts. 
* 















Toots ~ 


bling = 











DOUBLE 




















Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL 
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COMPANY, 

















(CRESCENT Toots 


Ce bby sk lbigny = 


2 


















@ These new Display Mounts add to the ver- 
satility of the nine Tool Merchandising Boards , 
now available to Crescent dealers. These self- 
supporting displays now can be used anywhere 
on counter, shelf, table or in your windows. 
Your jobber will supply these Mounts with- 





out charge with any new Displays ordered. 
If you already have the Crescent Displays, 
order separate Mounts direct from the factory. 
And remember ...there are no slow movers on 
any Crescent Displays— all tools are popular, 
high-turnover items! 





CRESCENT TOOLS 
Cive Vinge lo Work 














ag 












JAMESTOWN, NEW YORK 
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Onder COIUMBIAN VISES 0W/ 
FOR THE ifAa LIFE 


“DO IT YOURSELF” PROGRAM 












D432 and D44 Columbian 


workshop vises are advertised in [IJ74 











SPECIFICATIONS 


























a 
Vise Jaw Jaws Pipe Vises 
No. Width Open Capacity Per Case 
D432 3Y4// 4’! Ye—iVs"! 6 
D44 4// 3s” Y%—2" 3 
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Ord El ow trom your wholesaler! 






COLUMBIAN 


V4 (dG We Columbian Vise & Mfg. Co. 






CLEVELAND 4, OH?EO 


49 





THESE WIZARDS WITH W00D 
Get a well deserved Trophy 


For boosting the Business 
Of Browning & Brophy 





YHIOAY 3 DUIUWOAE 
rn 


<= 2 2 


SATINLAC ; | 
|| yA rus 


?> i 






























































bi 


\ 


~~ 





WwELOwoeD 
FIRZITE 
SATINLAC 








ot 

— 
~ Dealers say it’s almost magical the way all three on 
of these United States Plywood Products are gaining 
in popularity. The first is Weldwood Glue... America’s largest selling 
wood glue. The second is Firzite...a MUST for finishing fir plywood. 
The third is Satinlac, which helps you cash in on the big demand 


for natural wood finishes. Each brings people into your store... 
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and each pays you handsome profits. 
p UNITED STATES PLYWOOD CORPORATION = 
: of Dt 
U Dept. 250 55 West 44th Street - New York 36, N. Y. tip th 
Order from your Wholesaler 
Largest Selling Wood Glue — Blond or pickled effects call for Big demand for natural wood finishes, sells SMO 
& 0 1) ® ® ® throu 
f 4 — 
| WELDWOOD)| wnHFIRZITE | SATINLAC : 
on Recommend WHITE — The big modern style ; RIGE 
puasTicRSING LUE | & Pescies for magical trend ‘is for light 
IRZ TE ¥% woodsy effects on q SATINLAC z natural wood fin- nylor 
gaa} For making things hardwood or soft, vy’ ishes—on furniture, casei 
5 or fixing things, plywood or solid & wood panelling and 
i recommend Weld- lumber. For light woodwork. When EAS 
ie \ wood Glue—for all pastel tones, recom- Pa customers ask you * 
wood - to- wood mend WHITE Firzite <= 'g what to use, you'll easil 
sie ‘bonds and many pe tinted with Colors- make friends by re- 
other uses. Makes joints stronger than in-Oil. For soft wood and fir plywood commending SATINLAC. It brings BRIS 
the wood itself. Mixes easily with paint jobs, recommend WHITE out and preserves the natural grain and c 
water. Stain-free, rot-proof, highly Firzite as an undercoat, to help pre- and color-beauty of any plywood or 
water-resistant! For hobbyists, home vent grain raise or checking. (For soft solid wood. Water-clear Satinlac 
owners, contractors, carpenters! In wood or fir plywood stain jobs, recom- avoids that “built-up” lock. Easy to LON 
self-selling display cartons! 10c, 15c, ment CLEAR Firzite, to tame wild, brush or spray; dries “dust-free” in 3 to 
35c, 65c, 95c; 5 lbs.. 10 Ibs.. 25 Ibs. unsightly grain. Over 40 million feet 20 minutes, ready for next coat in 3 and { 
of fir plywood sold every week — what or 4 hours. 
a market for Firzite! ) In pints, quarts, gallons, drums. 
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are SIX Ways better 











LONG, FINE TIPS. Each properly sanded filament 
of Du Pont nylon has a long, thin, slightly curled 
tip that means excellent paint pick-up and flow. 


Se 





SMOOTH PAINTING. Nylon bristles won't cut 
through paint film. They flow the paint smoothly 
...lay down a smooth, even coat. 


RIGHT FOR ALL PAINTS. Brushes with Du Pont 
nylon bristles are ideal for all paints — including 
caseins and the new rubber-base paints. 


EASY TO CLEAN. Nylon brushes are cleaned 
easily with any commercial cleaner. 


BRISTLES WON’T BREAK OFF. Nylon is tough 
and durable. Bristles won’t break off to mar work. 


LONG-LASTING. Nylon outlasts other bristles 
3 to 5 times. And nylon resists moths, vermin 
and fungi. 
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Emphasize this point when you sell... 


Brushes with Du Pont Nylon Bristles 


\ 


Brushes with bristles of Du Pont nylon give six 
big advantages to your customers. These advan- 
tages help you close sales—keep your customers 
coming back for more brushes. Always have a good 
stock of nylon-bristled brushes on hand. And always 
remember that brushes with bristles of Du Pont 
nylon are better for six big reasons. 


Point out the name 










——_ 


on the handle. 


DU PONT NYLON BRISTLES 


QU POND 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 




















from DUBLIN, GA. => 


LOVETT & THORPE HARDWARE CO. 

tell us that the Dublin Country Club was 
done in Kay-Tite four years ago and [& 
“would make a good advertisement.” 








fro 










from MARION, S. C.—W. LEE FLOWERS & CO. write: 


“We handle this item strictly on a jobbing basis and have only sold Kay-Tite to building 
material, hardware and general merchandise stores for resale. 

“The largest account we have on Kay-Tite is Pee Dee Building Industries, Marion, S. C. The 
writer has just talked with their Mr. Jones and finds that they have two (2) large buildings painted 
with Kay-Tite over concrete block. They also sold Clark’s Tobacco Warehouse, Mullins, S. C., and 
six (6) houses in a row on Jacee Terrace here in Marion.” 


< from HOLYOKE, MASS. 


J. RUSSELL & COMPANY reports: 

“We have had nothing but good reports on its use 
and we find an increase in sales for it all the time. 

“We used some here in our own plant in our boiler 
room where there was a seepage and it has worked very, 
very well.” 








KAY-TITE applied in boiler room Neu-T 
woody 

from MAPLEWOOD, N. J. oe with 
MAPLEWOOD STONE & SLATE CO. sells to some out- ’ dries e 
standing home builders and developers: = Amaz 
BRUNARD HOMES, Pearl River, N. J. Just si 

ELMER HARRING & CO., Chatham, N. J. three s 

SHORE MANOR HOMES, Spring Lake Heights, N. J. —no « 

KAY-TITE applied to inside of cellar walls costly 

—anyo 


YOU, TOO, ARE INVITED TO GET A PROFITABLE SHARE OF KAY-TITE... 
WRITE FOR FACTS and PRICES 
KAY-TITE PROTECTS MASONRY (ry a eal 
AGAINST WATER SEEPAGE--. | 
for 
BRICK . STUCCO 
CINDER BLOCK 
ROUGH MASONRY 
UNGLAZED TILE 
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from America’s Color Leaders! 
MARTIN-SENOUR 


NEU-TONE ALKYD FLAT ENAMEL 






Neu-Tone Alkyd Flat is the perfect finish for walls and 
woodwork. Glides on smooth as butter. Fast drying 
with no painty odor—and it’s guaranteed washable, 
dries enamel hard! 

“= Amazing new system is the simplest ever devised! 
Just sixteen colors in stock, plus sixteen tubes of color in 
three standard sizes produce 144 colors. No measuring 
—no chance of error! No expensive equipment—no 
costly training program—and best of all, it’s foolproof 
—anyone who can read can work it—FAST! 


Find out about n—Tod ay! — — 


Martin-Senour, 2520 South Quarry, Chicago, Illinois 


Please send me FREE information about the new Martin-Senour 
Neu-Tone Customized System. 


MARTIN-SENOUR | — 


No short-filled packages—no gray bases—no obsoles- 
cence—no mess—no trouble! And you can offer exact 
color choice in the price range of packaged Alkyd Flats. 
























America’s Color Leader Company 
2520 South Quarry, Chicago 8, Illinols Address 
City. State. 
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Better Results 
for Your Customers 


Rez Sealer and Primer is easy to 
apply with brush or cloth. Won’t 
blotch, won’t streak. 


Rez gives customers the modern 
natural-wood finishes they want— 
on furniture, siding, paneling— 
indoors or out. 


Rez brings out the natural beauty of 
the grain of wood. 


Rez protects the wood. Seals pores 
against grain-raise and moisture. 
Controls warping, swelling, twisting. 


Also the best possible primer for 
paints and enamels. 








Greater Profits 


for You 


Big profits go to dealer who’s ready 
with answers on finishing natural 
wood. New trend toward “ranch- 
house”’ styling increases demand for 
Rez. 


Rez gives you a healthy 3343% mar- 
gin of profit. 


Rez carries minimum inventory 
expense. Only seven varieties needed 
for complete stock: Clear, White, 
Cedar, Driftwood, Redwood, Sage, 
Mahogany. 


For displays, sales helps, actual “on the 
wood” color samples, write Monsanto 
Chemical Company, Merchandising Division, 
St. Louis 4, Missouri. taux Rez: Reg. U. S. Pat. Off. 
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WEEK-END DECORATOR Mgyp 
ROLLS ACROSS THE wq “ f 





SENSATIONAL NEW PAINT MERCHANDISING MACHINE. The Week-End Decorator 
Corner displays and sells paint and paint accessories. It's sure fire! 


1 Tey Pun! 
fs Tes PROFTIABLE! 


to sell paint to 


WEEK-END DECORATORS 
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187 paint and paint accessory manufacturers, 
eight paint clubs, thousands of retailers, 
dealer organizations, consumer magazines, 
trade journals unite in industry-wide program 
to sell more paint. 


@ As this goes to press, the Week-End Decorator 
Campaign is two weeks young. Yet, in this short 
time, it has caught the fancy of the paint industry 
because it promises to sell more paint the year 
around. 
- How? Because paint clubs and paint dealers 
throughout the Nation are planning community 
movements to launch this cooperative program 
August 30. Manufacturers of scores of paint 
accessories are labeling their products with the 
official Week-End Decorator trademark—all to 
create a paint conscious public. 
/ If you’re interested in selling more paint, be 
sure to get on the Week-End Decorator band- 
wagon. It’s a complete promotion program that 
can easily be adapted to your brand of paint or 
to your store. Sales helps include the Week-End 
Decorator Corner, banners, streamers, how-to- 
paint booklet, clever Aprons, caps, bandannas, 
newspaper mats, radio commercials. Everything 
is ready to help boom your paint sales. 

Ask your paint supplier about this exciting 
new industry-wide promotion, or- mail the cou- 
pon today. : 














en 5 
ARCHER-DANIELS-MIDLAND CO. 
600 Roanoke Bidg., Minneapolis, Minn. | 
Gentlemen: Tell me more about how the Week- | 
End Decorator program can build my paint sales. 

| 

Name | 

Address 

City State 

My leading brand of paint is 

Gane GED GED GEES GHED GHED GHED GHED GED GED GED GEES GED GED GED GED aD aoe oe oe oe ee oe = | 
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) Why is this 
the mark of a 
BETTER BRUSH? 












CROSS-SECTION of Pittsburgh- 
developed feather-tip Neoceta bristle 
—chowing molded-in grooves for 
superior paint carrying copacity. 


























Mister, that RED STRIPE on your brush is your assurance 
of quality! It means that the feel of the handle, the flex of 
the bristles make any painting job easier for you. It means 
that whether you choose Red Stripe’s all - Neoceta brush or 
Red Stripe’s combination of hogs’ bristle and Neoceta, you’re 
getting a brush that paints smoother, faster, better. Why? 
Because Neoceta, Pittsburgh’s feather-tip wonder-bristle is 
designed especially for painting. And, in hogs’ bristle- 
Neoceta combinations, both bristles wear at the same rate 
—for better performance and longer life. Next time you 
need a brush, ask your supplier to show you Red Stripe! 


There’s a Pittsburgh brush for every home and industrial use 
Wall and 
Floor 





Sash Maintenance 


Brushes 












And here’s your newest sales booster—the all new 
HOME PAINTING KIT featuring the 


It’s easy to sell Pittsburgh’s new Home ING 
Painting Kit, containing all the tools Uf 
the homeowner needs for room paint- 


ing! It includes the 7-inch wide Fleet- 


Wing WALL COATER; a 12-inch WALL 
Neoceta brush for trim; a KLIP-ON 
pan for attaching to ladder; and a book- COATER 


let describing the care and use of the 
FleetWing and Neoceta. 


Suggested retail price: $3-59 for complete kit! 


For the address of the Pittsburgh supplier nearest you, write: PITTSBURGH PLATE GLASS 


PITTSB URGH COMPANY, Brush Division, Dept. A-6, 3221 Frederick Ave., Baltimore 29, Maryland. 


Kad Stipe wasn 


BRUSHES ° PAINTS ° GLASS °¢ CHEMICALS ° PLASTICS ° FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 





















IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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the sensational spray paint 
in aluminum, gold, clear and 
colored enamels... 


now introduces... 














WUC y) 


Te 


{ with the GOOD 
Fi PING SEAL OF APPROVAL! A 
full range of colors...and NOW WITH APPLIANCE 
WHITE! It’s for spraying on white appliances 


: o 
‘> Guaranteed by 
Good Houscheeping 


an S245 coveensee WAT 
| AOVERTISED im 
“y 


including refrigerators, stoves, washers, ironers...to ~ Mec? al L | F J 
\ << — 5 Mle 


maintain original beauty and glistening finish! 
NOW...MORE THAN EVER...QUIK SPRAY ig’ . P <> ei 
the BEST DEAL for YOU ... and your custome 


EVERY CAN GUARANTEED AGAINST CLOGGING 
OR YOUR MONEY BACK 
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“somebody's gotta spring us—let’s call 


WICKWIRE” 


Sorry, boys, that’s one kind of spring problem we 
don’t handle. 


Any other spring need, however, is right up our alley. We 
can supply you with springs in any size, shape or 
design, including standard and specialized types. If your 
particular requirements call for any new or 

individual type of spring, our engineers will be glad 

to assist in its design and development. 

Write to Sales and Engineering, 2 New Bond Street, 
Worcester, Mass. 


THE COLORADO FUEL AND IRON CORPORATION — Denver, Colorado 
PACIFIC COAST DIVISION — Oakland, California 
WICKWIRE SPENCER STEEL DIVISION — Atlanta * Boston * Buffalo 
Chicago * Detroit * New Orleans * New York * Philadelphia 


WICKWIRE SPRINGS 


AND oe indices: | | (FJ 


R w ‘Ww 


| 
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There are no “ifs” or “ands” about selling 

Griffin products. You can recommend them with complete 

confidence. The Griffin line of fine builders’ hardware has been 

known for over 50 years as a “quality” line. The finest steel, 

carefully rolled, finished by expert craftsmen makes Griffin 
a fast moving line—more sales—more profit for you. 

Sell with complete confidence. Sell the Best . . . Sell Griffin. 


if 
uae 
s-_e le 
OH A 
HEL cay 
PLA) Euerw vOOR NEEDS THREE 
? 
rr MANUFACTURING COMPANY 
Ss _ 
ERIE © PENNSYLVANIA 
REPRESENTATIVES 
WILBUR H. DAVIS CHARLES L. LEWIS R. F. BEVERS H. C. GLOVER 
1639 W. Farge Avenue 2450 '7th Street 4524 East 60th Street 2611 Garrison Bivd. 
Chicago 26, Illinois San Francisco 10, Calif. Seattle, Washington Baltimore 16, Maryland 
GEORGE A. GREGG WALTER S. JOHNSON & SONS L. G. FULLER, JR. ROY L. ROGERS 
17134-6 Wyoming Avenue 917 St. Charles Avenue 644 Wellington Road 1620 Garfield Street 
Detroit 21, Michigan Atlanta, Georgia Jackson 6, Mississippi Denver 6, Colorado 
THE B. S. ALDER COMPANY AUSTIN & EDDY INC. E. H. FARRAR HARVEY D. RUSH & SONS W. C. MEIBAUM & CO. 
45 Warren Street 115 Broad Street 6637 Golf Drive 4638 Nichols Parkway 6954 Oleatha Avenue 
New York 7, N.Y. Boston, Massachusetts Dollas 5, Texas Kansas City, Missouri St. Louis 9, Missouri 
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WOODBURY, N. J. 





Wallace M. Warner, Warner Paint & 
Wallpaper Co., says: “Brand ‘D’ felt 
softer to cut and easier to break off.” 





“DPD”? was one of four unidentified, but well-known, 
brands of single-strength window glass test-cut by Mr. 
Warner. Brand “D” was L-O-F. 93°% of the dealers 
taking the “Blindfold Test” picked L-O-F immediately. 

L-O-F Window Glass is easier to cut into big pieces 
or little pieces. It’s easier to cut into angled or curved 
pieces. You can cut narrow strips with a light, easy 
stroke. 

L-O-F cuts easier because it is annealed more slowly, 
more patiently. That makes it less brittle—so it’s a 
safer buy for your customers, too. 





LO-F FELT SOFTER’ 
IN BLINDFOLD TE 


= one eee oe eee eee eee eee ee ee ee ee ee eee ee eee ee ee ee 


TRY THE “BLINDFOLD TEST” 
YOURSELF! 


Cut L-O-F first, last, or in between the other 
brands. Run any kind of a cut yeu want. You'll 
see why you have fewer bad cuts, less waste 
and more profit with L-O-F. 

Call your nearest L-O-F Distributor. These 
local businessmen are listed under “‘Glass”’ in 
the yellow pages of phone books in many prin- 
cipal cities throughout the country. And send 
for your free booklet—‘*For Greater Profits in 
Window Glass”. 

Write Libbey-Owens-Ford Glass Company, 
6783 Nicholas Building, Toledo 3, Ohio. 
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Smooth, easy operation and simple in- 
stallation make Coburn Sliding Door 
Hardware a popular and easy-to-sell 
item with home owners and farmers. 
You get the advantage of broader cus- 
tomer coverage, too, because Coburn 
Sliding Door Hardware is available for 
doors of all the following types: garage, 
barn, overhead, straight-sliding, sliding- 
folding, around-the-corner, roundhouse, 
folding partition and fire doors. 
Typical of the sales opportunities 





to operate...easy to sell 


offered by the Coburn line is the new 
#5916 Sliding Door Set—easy to stock 
and handle because it comes complete 
in One convenient package—easy to sell 
because its moderate price appeals to 
economy-minded buyers. 

Why not get the full story on 
Coburn Sliding Door Hardware. Write 
for catalog and price list to Coburn 
Products Department, Sales and Engi- 
neering, 56 Sterling Street, Clinton, 
Massachusetts. 


THE COLORADO FUEL AND IRON CORPORATION — Denver, Colorado 
PACIFIC COAST DIVISION—Oakiand, California 
WICKWIRE SPENCER STEEL DIVISION—Atlanta © Boston Buffalo 
Chicago * Detroit * New Orleans * New York * Philadelphia 


COBURN PRODUCTS 


CF 











Demaud 
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‘| NATIONAL METAL PRODUCTS 


National Metal's 


Popular 
PACKAGED 


WEATHERSTRIP 


Is All Dressed Up 
And Ready To 


GO! 
In Its Smart 
NEW CARTON 


Because the home maker 
sees savings in time and 
money at a glance, Na- 
tional's Packaged Weather- 
strip for doors and windows 
has been a_ fast-moving 
item for years. 

Now, in its dapper new 
carton, it appeals to the 
eye as much as the pocket- 
book. 

It's the same high quality 
bronze, measured to fit one 
door or window [ample 
stock of standard sizes) 
without trimming. Com- 
plete with nail and screw 
supply and simple installa- 
tion directions. 


ARCHITECTURAL 
FILE 





Send for Catalog 
Page A24a 


NATIONAL METAL 
PRODUCTS COMPANY 


MANUFACTURERS OF 
i 
* Zinc and Bronze Weatherstripping 
* Bronze and * Aluminum Awnings 
Aluminum Thresholds * Zinc Products 
* Window Guard Units * Quonset Hut Window 


for Mobile Machine Units 
Mouldings Shop * Industrial Polishing 





* Stampings 
* Metal Frame Screens 
* Special Rolled 
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SEE WHAT PLIOTRON GIVES YOUR CUSTOMERS! 





CLEAN UP 
with 


CLEAN AIR 


Sell the revolutionary PLIOTRON 


Filter by Goodyear for homes, stores, Fits all standard size filter holders in furnaces, air 


conditioning equipment—to bring the cleanest air ever! 


every air conditioning installation 


7HEREVER there’s a home or factory forced-air 
W heating plant or an air conditioning installation, 
you can sell the revolutionary new PLIOTRON air 
cleaner. PLIOTRON gives a supply of air free of fine 
dirt similar to that achieved by costly electronic units 
—and it’s ready NOW as replacement equipment for all 
standard size filters. 


Here’s how PLiotRoN works: this filter is made with 
a material with a natural charge of static electricity 
that attracts and captures five times as many tiny dust 
particles as standard filters. This means PLIOTRON 
removes more fine dust — more fine dirt — makes any Easily cleanable whenever needed — simply wash it, 
4 ge ° . drain it, and put it back—without waiting for it to dry. 
building cleaner and healthier by supplying cleanest 
air ever! 





PLIOTRON cost? Its original cost per unit is higher than 
ordinary replacement filters. But PLIoTRON can be 
quickly cleaned—gives years and years of service with- 
out replacement. Be ready for the demand—by getting 
the whole story today. Write for your free copy of the 
PLioTRON booklet to Goodyear, Pliotron Sales Dept. 
HA, Akron 16, Ohio. 


GET THE WHOLE STORY TODAY! 


Send for your FREE copy of this booklet on the revo- 
lutionary PLiotRON Air Cleaner. See how it will sell 
to your customers—and build your profits. Write 
Goodyear, Pliotron Sales Dept. HA, Akron 16, Ohio. 





Homes, stores, shops, factories — all 
save on decorating and cleaning bills 
with PLIOTRON on the job to clean 
the air. 


Dp R N We think you'll like 
: THE GOODYEAR TELEVISION PLAYHOUSE 


other Sunday— NBC TV Network 
AIR CLEANER by om . = 


GOOD, YEAR 


Plictron-T.M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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3 NEW REASONS WHY 
EASTERN DRAPERY HARDWARE 


Is he LINE FOR YOU! 


Meet the Latest Additions to America’s Newest 


Curtain and Drapery Hardware Line! 











FLAT EXTENSION SASH ROD (BRACKET TYPE) 


**New Design” closed back construction for added strength—no snag instal- 
lation. ‘New Design” universal bracket for inside and outside installations. 
12 to 50 inch extensions. Bulk packed with brackets and nails. 
















FLAT EXTENSION SASH RODS (FORMED ENDS) 


‘New Design”’ closed back construction for added strength—no snag in- 
stallation. Mounts with twoscrews. Lustrous, DuPont baked enamel finish 
—standard on all Eastern Curtain and Drapery rods. 


‘ 


EASTERN’S NEW SPRING SASH AND DOOR ROD —now available with 
"New Design” tension grip brackets. Extends from 20 to 32 inches. 


EXCLUSIVE EASTERN FEATURES 


“New Design” closed back construction gives extra support, added 
strength. Heavier, too, because there’s 20% more metal than in 
competitive rods, with Eastern’s ‘New Design’ construction. 
Remember, all Eastern rods, from sash to custom traverse, are 
galvanized to provide resistance to rust, bonderized and finished 
with baked DuPont enamels. 





SEE THE FULL EASTERN LINE—Write, wire, or phone 
the office nearest you for full information and prices. 


THE EASTERN VENETIAN BLIND CO. 


1601 Wicomico St., Baltimore 30, Md. 1486 Lakewood Ave., S.E., Atlanta, Go. 
1130-36 W. 37th St., Chicago, Ilinois 771 3rd Ave., Brooklyn 32, N. Y. 
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WANT ACTION? 
ak 
ACCURATE 


Friction, Rubber 
and Plastic Tapes 


@ 


ape profits 


INCREASE TAPE SALES with the two 
@ nationally advertised electrical tapes that 
i enjoy a reputation for quality nationwide. 
ACCURATE tapes sell on sight 
because tape users everywhere recognize 
their superior taping qualities. Display 
ACCURATE TAPES prominently and 
watch your tape sales grow! Both 
Friction and Rubber are available in 
attractive display boxes. 
























4 OCKS AND AGENTS STRATEGICALLY 

Fy = SERVICE. For name of the representative in your 
catalog, write Accurate Mfg. Company, Garfield, N. J. 

//4 

iy; 


ORDER YOURS TODAY — 
LOCATED NATIONWIDE 
territory, and a copy of the n 
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Now..-- another great sales-maker 


by NATIONAL LOCK 


STOVE BOLT 


ASSORTMENT NO. 26 


A complete stove bolt department... 
in |] compact automatic dispenser 


National Lock No. 26 assortment includes Flat 

Head and Round Head bolts (zinc plated) in 

the 16 most-called-for sizes and types. Unique 

“Select-a-Pak” dispenser serves your customers 

automatically . . . encourages self-service. 

Dispenser requires only a small 

amount of counter area. Merchandise is 

in full view at all times. This fast- 

moving bolt assortment, with nuts, 

will answer a majority of your customer 

requirements. Nominal investment. 

Order NOW. Prompt Delivery. te . 

« a Me YY ee ee ae 

metal Selecta Pak unit 1s M0 ecg ie 


(you pay only for 


assortment merchandise) BUY IT FROM 


YOUR WHOLESALER 


Visual display of bolts in 16 most popular types and sizes. 
Handy PAK has clear acetate slide cover. Convenient. Practical. 


PAKS are shipped in sturdy, easy-to-identify cartons. 
RETAIL 


PRICE 
20c 


DISPENSER DESIGNED AS COMPANION UNIT 
TO DISPLAY WITH NO. 24 “SELECT-A-PAK” 
WOOD SCREW ASSORTMENT 


distinctive hardware... ALL FROM 1] SOURCE 


INf Ss oe OR Pe See ol OR On Ga On ORE 7 UD 4 


ROCKFORD, ILLINOIS w MERCHANT SALES DIVISION 


Replacement merchandise can be ordered from open stock. 
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We Modernized! 


Emil Joens What is it like to go through a store mod- 
ernization program? How, where do you 
start? What do you do about the re-opening 
sale? Here is a detailed report on the ex- 
periences of an Iowa store that recently 


went through a complete modernization 
Jim Parr 


NS 





The situation faced by Joens Hardware in the middle of 1952 was 
not very much different from that faced by hundreds of other hard- 
ware dealers. 
The store owners, Emil Joens, Jim Parr and Dick Orris, were study- 
ing their mid-year statement. Like hundreds of other dealers, they 
Dick Orris 3 found a very heavy volume of carry-overs from the war time years. 
They found a high inventory and a low turnover; they found cus- 
tomers constantly asking for items the store did not have. They found 


The store during the reopening sale. 
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that even when items were in stock, customers usually 
had to ask for them for the store display equipment 
did not lend itself to display of enough merchandise. 

The study of that mid-year financial statement of 
this Jefferson, Iowa, store caused the owners to de- 
cide; it was time to correct the situations. 

But then they ran up against a new problem. They 
found that to put the store on a modern basis, with 
streamlined operations, would require the service of 
technical specialists. The fees for this service were 
too high for a store in a town of 4500 people. 

The owners turned to one of their wholesale sup- 
pliers for advice and found that the wholesaler could 
make available the assistance and guidance the store 
needed, and without charge to the store. 

The owners accepted this assistance and the first 
step the wholesaler, Janney-Semple-Hill & Co. of 
Minneapolis, took, was to make a detailed survey of 
the town and the store. 


A The store BEFORE modernization. 
: 


24 of 


*.* 


< Giamatealli giao 
: 


A report of this survey, together with recommen. 
dations of steps that could be taken to modernize the 
store’s physical appearance as well as its selling 
methods, was given to Joens for their consideration, 

The original store was housed in a 42x80 building. 
The large appliance volume done by the store had 
forced them to rent an adjoining 25x80 building for 
the display of major items. The two stores were con- 
nected by an archway. 

The survey made by Janney indicated that many 
appliance sales were being lost because normal store 
traffic was not exposed to the appliance display in the 
adjoining room. There was also the matter of addi- 
tional rental expense for the other building. 


Adequate for All Merchandise 


The report showed that by replacing the cbsolete 
fixtures being used by the store with modern space 
saving islands and wall units, the origina! 42x80 
building would be more than adequate for all the 
merchandise being carried in both buildings. 

Displaying appliances along with the other hard- 
ware merchandise would assure better traffic through 
the appliance section. The savings in rent, by elimi- 
nating the second building, would soon pay for the 
remodeling. 

The survey also reported that valuable sales floor 
space was being taken up for an office. Having the 
office on the sales floor encouraged unnecessary con- 
versation. 

Moving the office to a back room, the report sug- 
gested, would release space for selling purposes and 
give more privacy for office work. 


and AFTER modernization. 
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The original store had high and deep window back- 
grounds; street traffic could not see into the store. 

Wood and glass panels, 8-ft. high, formed a small 
10x12 room at the front of the store used as a TV and 
radio display area. Customers had to be led through 
asmall doorway to get into this room to see the sets. 

The wholesaler’s survey recommended that a wide 
open alcove at the rear of the store be used for TV 
and radio, to permit the sets to be displayed in a more 
home-like atmosphere. 


Made Interior More Visible 


The survey also recommended that a portion of the 
window bulkheads be removed and a 1-ft window 
ledge installed. Removing the window backgrounds 
was suggested to make the entire store more open and 
visible to passing shoppers. 

Another factor stressed by the survey was that the 
groupings of merchandise in the store did not lend 
themselves to impulse or step-up sales. It was rec- 
ommended that all merchandise be grouped by re- 
lated families. 

A traffic floor survey indicated that most women 
shoppers approached the store from one direction 
and men from another. The original layout of the 
store was such that this odd traffic situation exposed 
men customers largely to goods of interest to women, 
while the women saw only tools and builders’ hard- 
ware. It was recommended that the male and female 
sides of the store be reversed so that customers would 
be exposed to items of natural buying interest. 

Other recommendations made in the survey report 
were to develop a wide open store and to use cheerful 
colors selected to suit each department or line of 





goods. The colors to be used, the report said, should 
be selected to show off the merchandise rather than 
simply as decoration. The existing fluorescent light- 
ing was found to be adequate, with the addition of 
strip lighting on the new fixtures. 

The wholesaler’s survey of the store operations 
confirmed the owners’ opinion that inventory was too 
high. It also showed that even though the store was 
overstocked, it was actually out of more than 45 pct 
of the most wanted items in some lines. It was a case 
of too much of the wrong merchandise. 

A simple merchandising guide, developed by the 
wholesaler, was recommended to insure the store hav- 
ing popular items on hand at all times and to aid in 
reducing the overall inventory. 

A uniform pricing and marking system was sug- 
gested to enable customers to shop more easily and to 


(Continued on page 122) 





A How fixtures are merchandised 
after the modernization. . 4 




















When the opening of a new hard- 
ware store in a town of 1300 peo- 
ple attracts 2200 visitors the day 
it opens that is news. 

Such news was made by C. G. 
Gochnauer & Sons in E. Petersburg, 
Pa., with its 40x76 ft visual front 
drive-in store. Built of concrete 
with a sidewalk running the full 
length of the canopied front the 


70 


Front of the store with its off-the-highway parkin 
and some of its lines are clearly marked above and below the canopy. 














~~ 


eT ht ae, CSI E gh Y eS Oe 
BSN ETT ONS pe Vaarntc® 





area. Firm name 


a 


Drive-In Store 


Attracts 2,200 to Opening 


in a town of L300 population 


light pull traffic into store 


store is a real eye-catcher and traf- 
fic-stopper. 

The background of the hardware 
and related line displays is green, 
that of the appliance section is 
persimmon. A high level of fluores- 
cent illumination and the colorful 
backgrounds serve to attract the at- 
tention of many motorists. 

The three-day opening—Feb. 12- 


Half of new hardware store is devoted to 
appliance sales and service. Color and 


14—-was announced with a full-page 
ad in a Lancaster newspaper. It 
offered free souvenirs and the priv- 
ilege of participating in drawings 
for a variety of merchandise. No 
purchases were required for pal 
ticipation in the drawing and the 
firm built a mailing list of 1500 
mames and addresses during the 
three-day event. Monthly mailings 
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a seamless 








on a variety of lines are sent to the 
entire list. 

C. G. Gochnauer and his sons, 
Barrett and E. Harvey, are owners 
of the attractive store. 

One corner of the appliance sec- 
tion is given over to a display of 
operating appliances for constant 
use in demonstrations. Units ready 
for show-how demonstration in- 
clude an electric range, home 
freezer, washing machine, clothes 
dryer and several electric house- 
wares items. Complete repair and 
maintenance service backs up these 
fine displays. 

“Live displays are extremely im- 
portant in promoting appliance 
sales,’ says Barrett Gochnauer. 
“One live display can save more 
words and time than all the discus- 
sion of an appliance not hooked up 
for use.” 

Ample stocks of frozen foods— 
steaks, poultry and other perishable 
items—are always on hand. Fry- 
ing and roasting demonstrations 
are frequently given on an electric 
range. 


Constant Demonstrations 


Other appliances are constantly 
demonstrated. Dishes are soiled in 
front of a customer, then put in the 
dish washer so that the prospect 
can see how easily and quickly they 
are cleaned. 

At the same time the salesman 
may take some soiled scraps of 
cloth, place them in a washing ma- 
chine and later transfer them to the 
dryer. These demonstrations lead 
to many quick sales. 

And attention is called to all pros- 
pects that the firm has complete 
facilities for repair and service 
work. 

When a major appliance is de- 
livered to a customer, the delivery 
man suggests that the user wait for 
a home demonstration. One of the 
Gochnauer brothers or a store sales- 
man will visit the home shortly 
after installation. 

The three partners call this post- 
selling. “We try to sell the cus- 
tomer on the appliance in his own 
home. By giving a post-selling 
demonstration, we show the cus- 
tomer how to get the most out of 
the new appliance. This gives the 
customer a friendly feeling toward 
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A prospect re- 
ceives a demon- 
stration of a dish 
washer in the 
store's model 
kitchen. 


Fig. A— Repair 

card used by the 

firm. Lower por- 

tion is for office 
use. 


E. Harvey Goch- 
nauer, manager 
of the service de- 
partment, repair- 
ing an electric 
iron in its well 


equipped shop. 
v 








C. G. GOCHNAUER & SONS 


EAST PETERSBURG, PA. 
APPLIANCE 


REPAIRS AND PARTS 


SERVICE 
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our store and sometimes paves the 
way for additional sales.” 

As for the firm’s appliance ser- 
vice department, all prospects look- 
ing at any type of appliance are im- 
mediately told of this phase of the 





Barrett Goch- 
nauer shows a 
‘itm as a tur- 

ey frozen in the 
store's demon- 
stration unit. He 
sometimes _pre- 
sents a package 
of frozen food to 

a prospect. 


firm’s operation. Eight service men 
are employed by the firm. 

The Gochnauers serve a rural 
trade. Barrett Gochnauer says, 
“Farmers will tinker with a tractor, 
but will seldom do so with a water 





pump, refrigerator, washer or 
other electrical appliance.” 

Illustrated in Fig. A is the two- 
piece tag used for all repair jobs, 
In its original form it is 8%x4% 
in., the detachable lower portion be- 
ing 2% in. high. Space is provided 
on each portion of the tag for cus- 
tomer name, address, type of appli- 
ance and model number. Parts used 
in repair work and their price are 
indicated on both sections. The 
lower portion of the tag is retained 
for an office copy, the upper portion 
staying with the equipment when it 
is returned to the owner. 

Office copies are retained in 
alphabetical order for the length of 
the guarantee period. Salesmen 
refer to the office file as a prospect 
list. 

The firm also uses sell-control 
cards for recording the names and 
addresses of appliance prospects. 
These cards record the types of ap- 
pliances possessed by the prospect, 
the types of appliances for which 
they may later be good prospects 
and the age and condition of each 
unit. 

Says Barrett Gochnauer, “We 
have so many leads for appliance 
sales that we seldom do any cold 
canvassing. We find that satisfied 
users are our very best source of 
leads.” 


Compact Fishing Tackle Display 


Devoted chiefly to fishing tackle 
is this staff-built, four-level step-up 
unit at Suburban Pump & Appli- 
ance Co., a hardware store in Elm 
Grove, Wis. Moved close to the 
store’s visual front windows—in 
the warmer months—this unit helps 
attract many passers-by. Many 
store visitors stop and make im- 
puise purchases. 

Made of plywood, the unit is 
6x3-ft. An upright section of pipe 
on one end is used to display fish- 
ing reels where they may be easily 
examined and freely turned. Clamps 
on the second from the top shelf 
hold fishing rods at an angle which 
keeps them free of the aisles. Top 
shelf is used for a few fishing items 
as well as other outdoor items in- 
cluding small lawn and garden 
tools. 

The unit is used at other seasons 
to show other types of merchandise. 
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Store-built, plywood step-unit shows a variety of fishing items in a 





limited space. 
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Traffic Builders 





For a new way to stage a sale 


TRY an AUCTION! 


It’s an old-fashioned auction 
sale that brings an overflow crowd 
to the Taflin Brothers Hardware 
in Fosston, Minn., and that has 
attracted many women shoppers, 
and increased the store’s sales 
volume. 

The plan for conducting the 
auction is simple. The four broth- 
ers, Gust, Carl, Axel, and Oscar 
Taflin, who operate the business, 
had a local printer make a supply 
of “Taflin Bucks,” each with a 
value of $1.00. 

Then a large ad was run in the 
local newspaper, inviting people 
to come to the store on a certain 
day to receive, without charge or 
obligation to purchase merchan- 
dise, 10 of the Taflin Bucks. 

But thereafter, whenever a cus- 
tomer bought any merchandise, he 
was given two Taflin Bucks for 
every dollar spent. Next, at ad- 
vertised intervals, an auction sale 
of merchandise was held in the 
store, and the only money used to 
bid in the merchandise was the 
Taflin Bucks! 

At first there were scoffers who 
declared that it was a clever 
scheme to auction off the store’s 
slow sellers. Nevertheless, a large 
crowd showed up at the store for 
the first auction, and stayed to be 
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This store gives customers the money to bid 
at its auction sales. It’s not real money, of 


course—but read how it’s done. 





















The auctioneer 
getting bids ona 
fishing rod at the 
Taflin Brothers 
Hardware while 
Axel Taflin, stand- 
ing behind the 
counter, records 
sales. 


These “Taflin 
Bucks” are given 
free with pur- 
chases and are 
the only money 
used in the auc- 


TAFLIN BROTHERS, FOSSTON, MINN. 
Trade Money 


ONE TAFLIN BUCK 


Not Negotiable 
Redeemable Only In Trade At Auction Sale 
At Taflin Brothers At Designated Dates 


TAFLIN BROTHERS, FOSSTON, MINN. 
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COME IN 


For Ten FREE Taflin Bucks 


No One Obligated to buy anything 
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TAFLIN BROTHERS, FOSSTON, MINN. 
Trade Money 


ONE = BUCK 


a Redeomst ° tone Yin Fede A 
' ‘Ai Tatun Brothers At Desig sed Dota 


‘ TAFLIN BROTHERS, FOSSTON, MINN. 


$1 





sensationally new. They are auction 


Taftin Bucks are something 
for which you can boy kitchen applionsce end other mer- 
eatin es absolutely no price to you. 


We'll be glad to explain the plan to you when you come in for 
your ten free Taflin Bucks. 


TAFLIN BROTHERS 


Sat., Dec. 15 th } 


Santa Claus Day ' 
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The advertisement announcing the 

promotion. As a starter "10 Bucks” 

were given to all who came to the 
store. 


convinced that good, seasonal 
merchandise was included. 

Hardware items, of course, were 
auctioned off, but so were grocer- 
ies and dry govuds; something to 
tempt every man and woman pres- 
ent. All the merchandise was of 
the best quality for the brothers 
are convinced that it’s good busi- 
ness to give customers the best in 
goods and services, or refund their 
money. 

The auction promotion was taken 
up so enthusiastically by consum- 
ers that those who did not have 
enough Taflin Bucks for the first 
sale, soon began to increase their 
purchases in order to hoard a good 
supply for the next auction. 


Auctions Are Popular 


And so popular have these auc- 
tions become, that apart from the 
first display ad announcing the 
unique promotion, the brothers 
have not needed to increase their 
efforts in that direction. 

A brief notice in the classified 
section of the local newspaper, 
and a spot announcement over the 
local radio station now suffices to 
start the word going around. It’s 
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the farmers and townspeople who 
do the rest, passing the news from 
one to the other. And they are 
there, at the store, waiting to bid 
when the auctioneer mounts the 
counter to begin his sales talk. 

To keep interest running high, 
the Taflins vary the method of dis- 
tributing their own “currency.” 
For instance, when the town 
celebrated the installation of new 
street lights, newly-surfaced 
streets, and other civic improve- 
ments with a “Hi Light Day”. for 
the community, the hardware store 
saw an additional promotional op- 
portunity. 

For the event, the brothers dou- 
bled the amount of Taflin Bucks 
given with merchandise sold that 
day. In addition, the Bucks were 
thrown from the store’s float as it 
moved along in the civic parade. 

As a result of these auctions, 
the store has really earned the 
community’s good will. For now, 


whenever someone deliberates 
about buying a range, or some 
other items, it’s Taflin Brothers 
who are foremost in the publiec’s 
mind. 

And it’s not uncommon to see a 
customer leaving the hardware 
store stuffing a lot of its Bucks in 
his billfold. He’s probably just 
bought a new milker, or a wash- 
ing machine, and is saving up for 
the next auction sale. 


How It Started 


The Taflin Brothers first got the 
idea in January, 1952. They had 
heard of a man, Mr. Ed Raney of 
Dayton, N. D., who had had the 
idea of printing paper money and 
calling them “Raney Bucks.” How- 
ever, since the idea was copy- 
righted, the Taflins had first to se- 
cure his permission before they 
could use the idea in promoting 
traffic for their hardware store. 





Unusual Sign Draws Traffic 


Color and light are blended to- 
gether in an unusual sign above 
the Whitney Hardware store at 
18019 Aurora Ave. in Seattle, 
Wash. A large saw outlined in 
neon lighting appears.to be cutting 
through a triangular shaped piece 
supported at a right angle to the 
building. It in turn has an insert 








not unlike a theatre marquee sign 
for easily changed messages when- 
ever desired. 

The big sign is in use each night 
until midnight when it is automati- 
cally turned off. Messages on the 
sign are changed about twice a 
month, being used chiefly for sea- 
sonal items. 


Saw shaped figure cutting through a triangle identifies the store. 
Changeable copy section features seasonal goods. 
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Store Modernization 





Five-Fold Increase Results 


from store modernization 


Several changes in eight years have given Washington 
store more floor space and better display facilities. 
Latest changes give 30 pct more display space with no 

further expansion in floor area 


Improvement in layout and dis- 
play is a continuing process at 
Smith’s Sixth Ave. Paint & Hard- 
ware in Tacoma, Wash. Each 
change has been the direct cause of 
greater volume and higher profits. 
In eight years this program has 
been a prime factor in a five-time 
sales increase. 


Mr. and Mrs. Clarence W. Smith 
and their son Warren purchased a 
30-year old business in 1945 and 
immediately began a moderniza- 
tion program on a pay-as-you-go 
basis. To date all improvements 
have been paid out of profits. 

The first big change was acquisi- 
tion of an adjoining store several 


years ago to double floor space. Cur- 
rent display floor space is 50x50 ft 
plus 1500 sq ft of storage space in 
the rear. 

Most recent change was the in- 
stallation of a number of gondola- 
type display units running from the 
front to the rear with but one cross 
aisle. Of the new units Mr. Smith 





Gondola units help solve problem of narrow store. 


HARDWARE AGE, AUGUST 20, 1953 


75 








~ ih j 
EH 


c 
E 
* 
R 
i 
L 
i 
4 
if 
R 
& 
’ 


Garden supplies display sign centers attention on department. A 
former painter, now a salesman for the firm, made the sign. 





Warren Smith and his mother, Mrs. Clarence Smith, jn the store's 
color center. 





Electric housewares get prominent spec in gondola units. In the 


background is the colorful paint department. 
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says, “They are not quite as attrac. 
tive as some other types of fixtures 
we considered, but they have en- 
abled us to put 30 pct more mer- 
chandise in the same floor area.” 

In addition to providing better 
display the new units permit the 
Smiths to keep less merchandise in 
their stock room. This means that 
full stocks of smaller items, in par- 
ticular, are kept right in the sales 
room. 

With the new units more custom- 
ers are serving themselves. 

When the Smiths acquired their 
store they embarked on a continv- 
ing program of expansion but with 
concentration on those types of 
lines for which they could carry full 
stocks to meet the needs of all buy- 
ers of such goods. Those lines on 
which they could not offer complete 
assortments were promptly elimi- 
nated. Emphasis was, at the same 
time, placed on merchandise lead- 
ing to related sales. 


For Do-It-Yourself Fans 


To attract do-it-yourself fans the 
plumbing department carries fit- 
tings, faucets and galvanized and 
soil pipe and has a power threader. 
It is estimated that the firm’s 
stocks of electrical sundries is such 
that fully 98 pct of all requests for 
this merchandise can be filled from 
stocks. 

Paint and related lines account 
for 40 pct of the firm’s sales vol- 
ume. One policy which helps cut 
down on customer complaints and 
leads to numerous related sales is 
inquiry of all customers as to how 
and for what they want to use the 
paint and ether finishes they seek. 
Paint merchandising at Smith’s is 
based on the idea of selling color 
first and materials second. 

Extensive use is made of manu- 
facturers’ color guides to help cus- 
tomers select a good color scheme 
for their homes. In effect the store 
offers its services as a decorating 
consultant. It is not unusual for 
customers to bring samples of 
fabrics and other materials to the 
store to receive advice as to supple- 
mental materials they may acquire 
at Smith’s. 

Wallpaper sales tie in very well 
with activities in the paint section. 
Patterns of one line of wallpaper 


(Continued on page 110) 
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12-Month Toy Display 


Toy sales have boomed in the 52- 
week toy department of Grayson- 
Brown Hardware & Furniture at 
4860 Rainier Ave., Seattle, Wash., 
since the firm moved that section to 
an upstairs display room. The 
change in location, made in 1946, 
gave toys a complete department 
with 900 sq ft of display area. 

Now the department competes 
with the downtown department 
stores and specialty toy shops, be- 
cause of its wide selection and well 
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Second-floor toyland attracts young and old every business day of the year. 





competes with down-town stores 


, 


Second floor department enables firm to 
compete with other year ’round toy outlets 


rounded stocks. Departmentiza- 
tion has helped toy sales through- 
out the year and has also been the 
means of the firm’s doubling its 
holiday season sales in this section. 

Henry F. Peterson and Arthur 
G. Anderson, partners in the busi- 
ness, believe that merchants in 
smaller towns and in districts away 
from downtown shopping areas can 
keep toy customers in their own dis- 
tricts with sufficiently varied stock. 

Departmentization gave the store 


“something to talk about’ in local 
newspaper advertising says Mr. 
Anderson. Sales of toys are given 
further impetus by its willingness 
to order and pick up items not regu- 
larly carried in stock. 

Two-thirds of the firm’s annual 
volume and profits in toys are made 
during the five weeks prior to 
Christmas. Post-Christmas dis- 
plays of toys are contracted to 
share display space with baby and 
juvenile furniture lines. 











... design for merchandising 


30 Years Experience Leads 
To Hand-Tailored Store 


California couple forced to move from their 
old store create new quarters to help them 
sell more merchandise with better display. 
More comfortable working conditions also 
an aid in building better employee morale. 
The Hardware Age Camera shows you why... 


Below—Giftwares displays on modern home style dining Below—Mr. and Mrs. Woody in their hardware section 
room tables. Shadow boxes show other gifts in rear. with its perforated panel background display unit. 
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Mr. and Mrs. Samuel J. Woody 
started their Van Nuys (Calif.) 
hardware store in 1922 and have 
since built a profitable business 
for themselves. Some months ago 
they were forced, because of a 
street widening project, io leave 
their old quarters and so built 
their own store. In it they incor- 
porated ideas they often thought 
about while in the old store, plus 
suggestions of many friends in the 
hardware business. 

Many a conversation between 
the owners and their friends in- 
cluded the words, “If I were build- 
ing a new store I would” do such 
and such a thing. When the new 
store was planned they used many 
ideas which had previously been 
just so much conversation. 


Improved Display 

The present store at 6510 Van 
Nuys Blvd. is two blocks from the 
previous quarters and has numer- 
ous ideas for better display, ser- 
vice, storage and general comfort 
and convenience of the public and 
the store’s staff. 

The new store has sales space 
130 ft long, with the first part of 
the show room 60x37 ft end the 
balance 50 ft wide. In addition 
there is a main floor 1214x70-ft 


Above—Compact paint bar gives front place to large 
cans. Joe Starrett and Mrs. Ina Rogers at counter. 
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stock room area and a 40x50-ft 
balcony stock area. The visual 
front store has an entrarce con- 
necting it to a good sized parking 
lot. 

An 11-ft ceiling in the front 
portion of the store slopes up to 
16% ft at the 90-ft mark providing 
space for three shadow boxes be- 
hind which are balcony storage 
facilities. With this sloping ceil- 
ing the front of the show room 
appears to be just as wide as the 
rear portion of it, thus creating a 


Right — Insets 
in office par- 
tition provide 
display for 
bulky items. 











general appearance of spacious- 
ness. 

Except for housewares and gift- 
wares displays, all gondolas and 
wall sections are of perforated 


metal. There are 60 ft of perfo- 
rated metal panels on the hard- 
ware side to reach a height of 87 


in. above the table tops. Another 
60-ft panel of the same material 
runs along the housewares side of 
the store. These panels permit 
quick and easy change of displays. 

Wooden fixtures with perfo- 
























ws 


Above—Cooking utensils get neat display on glass 
shelving mounted on perforated panel backgrounds. 
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rated metal panels, commoaly used 
for wall display purposes, are uti- 
lized in the middle of the store to 
provide greater display facilities 
and serve as partitions between 
the hardware and housewares sec- 
tions. Each of these units is 72 in. 
long, 57 in. high and 35 in. wide 
at the base. 

Color plays an important part 
in adding to the attractive appear- 
ance of this show room. The as- 
phalt tile floor covering is light 
buff and dark brown. Walls and 
ceiling are finished in a _ pale 
aqua. Perforated metal panels be- 
hind the giftwares section are 
rose. A sea-foam green finish is 
used behind the milk glass dis- 
plays and a blue finish with the 
crystal section. 


Panels Match Walls 


The perforated metal panel be- 
hind tools is a blue-gray with yel- 
low for the paint department and 
apple green for household sup- 
plies and garden tools. Wooden 
fixtures are blonde oak and per- 
forated metal panels are painted 
in colors to match the related wall 
section. 

Mr. and Mrs. Woody planned 
their own store, designed their fix- 
tures and hired a local cabinet 
maker to make those fixtures to 
their own specifications. 

The firm’s office area with its 
glass topped, recessed counters 
has special display space for show- 
ing bulky items such as hampers. 

A feature of the paint depart- 
ment is a 6x12-ft paint bar with 
36-in. high top, display shelves on 
front and stools for customers. 

David Woody, son of the pro- 
prietors, is in charge of the build- 
ers’ hardware department located 
toward the rear of the store for 
greater privacy for home owners 
and contractors. It is close to the 
rear entrance to provide ease in 
loading and unloading merchan- 
dise in the parking lot. 

An unusual feature of the store 
is a small electric kitchen in the 
balcony used for demonstration 
purposes and to test new electrical 
merchandise. It is also used for 
preparing a quick cup of coffee 
for the staff and as a convenient 
place for luncheons. 
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Right—David, 
son of the own- 
ers in compact 
builders’ hard- 


ware section. 
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Above — Use of plate 
glass shelf and S-shaped 
plastic riser let customers 
see crystalware better. 


Right—Wrapping tables 
have built-in concealed 
receptacles for shredded 
paper for fragile goods. 








Above—Visibility from all angles is the keynote of 
this small table located just inside store entrance. 


Below—Mr. Woody 
in store's storage 
room with window 
for natural light. 
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Above—Miss_ All- 
ington in the firm's 
mode! kitchen dem- 
onstration room. 


Above—Miss Mabel Allington and Fred Thompson of 
the store staff dine in the comfortable store balcony. 
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Display. Ideas 


_ 


What is the 


Best Display Location? 


A mid-west dealer says, “‘try them all until 
you find the best location for a specific sec- 
tion.” Gift sales were increased 35 pct by 


this type of experimenting 


Front-of-store gift section with merchandise for all ages. In 
foreground is part of the open area just inside the entrance. 
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Hand tool section was given extra display value with knotty pine background. 


When C. G. Bowen and his son, John, bought a 
hardware store in Arlington Heights, IIl., several 
years ago, they decided to experiment with the re- 
location of various departments to find which were 
the best spots for different lines. Some displays were 
shifted several times in the process. 

One firm display policy at the store is that up-front 
there will be a wide open space except for seasonal 
use such as for lawn mower showings. This is to give 
people entering the store ample space to stand so 
that they can easily select which of the three aisles 
they will use to move toward the wrapping counter in 
rear of the store. 

Use of the up-front open area encourages people to 
start a leisurely period of browsing during which 
many buy considerable merchandise on impulse. 

Appliance displays were moved toward the rear of 
the store and a larger and better arrangement of gift- 
wares was placed just inside the visual front win- 
dows. Giftware seekers find lamps, brassware, pot- 
tery, serving carts up to $25, electric housewares, 
figurines, and some juvenile goods in this section. 

Use of both wall and island displays for sporting 
goods has been one of the reasons for a good increase 
in that department. Balls and bats shown on tables 
for youngsters have proven a real magnet to those 
children who visit the store without their parents to 
buy such items. 

Baits, lures and other small fishing items are now 
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shown on tilted panels along one aisle. Rods zre sup- 
ported on a tilted panel with a groove in the bottom, 
with the upper end of the rods resting against a cross 
piece. 

Although most merchandise is on open display, 
easily pilfered items in the cutlery section are shown 
under glass. Two manufacturers’ display units are 
set atop a locked glass case with sliding front panels 
and glass shelving in which are shown other cutlery 





Compact, but well stocked fishing department with 
most of its items shown at an angle for easy selection. 
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items, plus thermometers, fishing reels, target pistols 
and electric shavers. 

Knotty pine backgrounds were placed in the tool 
section. 

Circulars and seasonal circular matter with the 
firm’s imprint are furnished by Cotter & Co., Chicago, 
with which the store is affiliated. About 4500 circu- 
lars are distributed three times a year and a like num- 
ber of catalogs twice a year. Some are distributed by 
carriers, others on a boxholders’ permit. 

Located within the Chicago commuting area the 
store is owned by a former baker, who left that busi- 
ness to get in one without the hazards of baking. Mr. 
Bowen has found that a neatly arranged store, with 
good merchandise can and will pull good traffic each 




















































Juvenile customers outfitting themselves for a ball game. business day. 





Galvanized Ware Window Attracts Farmers 


Galvanized ware, including household and farm- cans, poultry watering pans and a variety of other 
yard items, was featured in this window of Schanck items. 
Hardware Co. in Libertyville, Ill. The display helped As an extra bid for sales, filter disks were displayed 
to increase sales of garbage cans, mailboxes, cream in one corner of the window. 








Utility goods for the farm family were emphasized in this display. 
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One Service Call 


Sells 450 Disposal Units 


A Wisconsin dealer’s serviceman reports 
on nearby village’s decision that all homes 
shall be equipped with individual garbage 


A serviceman from C. C. Collins 
& Son, Inc., of Madison, Wis., was 
making a relatively minor repair 
on a washing machine in nearby 
Shorewood Hills. That call gave 
him a lead which enabled his em- 
ployer—a hardware and building 
materials firm—to sell individual 
electric garbage disposal units for 
many of the 450 homes in Shore- 
wood Hills. 





Acted on Report 


The Collins serviceman was told 
by a housewife, whose husband is 
a village official, that the village 
board of that community of 1,700 
Was considering the purchase of 
individual home garbage disposal 
units for each of the 450 homes 
in the community. 

Upon completion of his service 
job he returned to the Collins 
offices to report that news to 
Richard Hintz, manager cf the 
firm’s appliance division, known 
and widely advertised as Electric 
City. 

Mr. Hintz immediately contactec 
the divisional manager of Genera) 
Electric Co. for his assistance in 
presenting facts and figures as to 
the use of garbage disposal units 
in private homes. Tests by an in- 
dependent laboratory were used to 
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disposal units. 


His report leads to studies 


resulting in sale of one unit for each home 


Richard _ Hintz, 
seated, talks over 
appliance _pros- 
pect reports with 
two of his sales- 


Fig. 1—One of 
the check sheets 
used in the ap- 
pliance survey 
made at time 
village - owned 
garbage disposal 
units were install- 
ed in private 
homes. 











Gece Ser 
BEPRIGERATOR: __ 5 yrs. —_ Frigidaire —_ Sears —_ Prilco 
, 
—_— yrs. _ Westinghouse one —_. Norge 
— over _. Kelvinator —_ Tosley —_— Other 
—_— Ceneral Electric _ Bot Point 
FREEZER: _—_— None — Sears ax» 8 B- = 16 ft, 
— General Electric NW axe 27 &. —_ larger 
BASE: —_ oes ~— Pre War 
—_ Electric — Fost War 
WASHER: —_— wringer —_— Mew 
—_ Spinner —_ 4 
_. Automatic —_— Very G4 
DRYER: __. Sone 
— OF 
—_— Electric 
KXIOHEN: — Modern 
NAME: ADDRESS : Dare, 




















Home show exhibit of Electric City, the firm's appliance section. 


help the Collins firm secure the 
order. 

As the Collins company has no 
plumbing division it made ar- 
rangements with a Madison firm, 
the E. R. Welch Plumbing Co., to 
handle the installation. Both 
firms found that the contract 
paved the way for many other 
sales in Shorewood Hills. 


Problems Overcome 


There were problems to be over- 
come before the individual gar- 
bage units could be _ installed. 
Some homes were already equipped 
with garbage disposal units, these 
being purchased by the village. 
This meant that the village then 
owned all garbage disposal units 
in the community—whether new 
or old. Cost of the units will be 
amortized in the same manner as 
any other improvement. 

Paper and metal continue to be 
collected by the village. 

Richard Hintz says that follow- 
ing installation of each disposal 
unit, his firm—as part of the sales 
contract—sent a man to each home 
in the village of Shorewood Hills 
to explain operation of the unit to 
the housewife. While the village 
board had been sold on the units, 
and a public meeting had been 
held on the subject, it was felt 
that each home owner needed a 
full explanation of how the vil- 
lage-owned units operate. 

Alert to their extra sales oppor- 
tunities from such visits to homes 
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in Shorewood Hills, Collins’ sales- 
men carried with them a special 
survey form, see Fig. 1. On it 
they checked as to other types of 
kitchen and home laundry appli- 
ances and the general condition 
of the entire kitchen. 

This survey gave the Collins 
organization a very complete pros- 
pect list of the entire village. 

There is, says Mr. Hintz, as yet 
no high saturation of the garbage 
disposal unit market. He and his 
staff sold five of these units as 
Christmas gifts, each being 
wrapped as a Yuletide gift and 


Richard Hintz 
shows a_house- 
wife visiting the 
firm's appliance 


section how a 
disposal unit op- 
erates. 








placed under the trees in private 
homes. The units were installed 
during the following week. 

“We are able to sell many of 
these units to homeowners wish- 
ing to improve their homes on the 
FHA Title I Home Improvement 
Loan plan. Since garbage disposal 
units are attached to homes, they 
qualify under this plan.” 


Features Units at Shows 


The Collins firm displays gar- 
bage disposal units at local home 
and appliance shows and in the 
store’s model kitchen. 

C. C. Collins & Son employ four 
salesmen and one sales supervisor 
for the appliance division. Sales- 
men work on a salary and com- 
mission plan and each spends time 
outside in following-up store de- 
veloped leads. 

“On all appliance sales, we call 
back at the customer’s home one 
week after installation,” says Mr. 
Hintz. “The customer sometimes 


has a few minor questions she | 


wants answered. During that first 
week, too, she has invited neigh- 
bors to see the new appliance. 
She usually gives us names of 
those who seem especially in- 
terested. Following these leads 
results in many sales.” 
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The Future of Fair Trade 


“|. . the McGuire Fair Trade Act restored 


effectiveness to state fair trade laws’’ 





by Maurice Mermey 
Director, 
Bureau of Education 
on Fair Trade 
New York City 


Today is the first anniversary 
of the McGuire Fair Trade Act. It 
is an anniversary of great import 
to those millions of Americans 
who believe, as you and I do, that 
freedom of opportunity for the 
little fellow as well as for the 
giant is basic to our democracy. 

The McGuire Act restored the 
effectiveness of state fair trade 
laws. No less than five committees 
of Congress had probed deeply 
into fair trade. The House voted 
“yes” by the overwhelming ma- 
jority of 196 to 10, the Senate by 
64 to 16. This was a social deci- 





This address was presented at 
the July 14 session of the NRHA 
Congress at Miami Beach. 
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sion by our representatives whicn 
was a major consequence to our 
democracy. 

It reaffirmed the social] decisions 
taken by 45 state legislatures that 
the “I’ll-do-as-I-please-and-ihe- 
public-be-damned” tactics of un- 
fair competition should not be per- 
mitted to destroy small business 
and freedom of opportunity. This 
social decision reflected the public 
attitude that has been growing 
since the enactment of the anti- 
trust laws, namely, that savage, 
unbridled competition ultimately 
destroys real competition and 
leads to monopoly. 

Fair trade laws, made effective 
by the McGuire Act, recognize 
that American mass production 


can only thrive by reaching a 
mass market through mass distri- 
bution which channels goods from 
factory to consumer through a 
network of all sizes of distribu- 
tors. 

Americans are still buying 
plenty of our mass-produced goods 
from the small and medium-sized 
retailers, as well as from the 
chains and the larger independent 
retailers. Statistics show that the 
not-so-big independent retailer 
does $119 billion in business out 
of the $150 billion which Ameri- 
cans are spending in retail stores. 


Aided Distribution 


In safeguarding fair competi- 
tion at the retail level, fair trade 
has made a major contribution to 
the growth and stability of mass 
distribution in our brand-name 
economy. Ihe function that fair 
trade serves is not expendable any 
more than business is. 

This was grimly and graphically 
demonstrated during the price 
wars which swept the land follow- 
ing the U. S. Supreme Court’s 
Schwegmann decision which weak- 
ened the effectiveness of the state 
fair trade laws. 

These price wars posed the 
greatest threat to the survival of 
small business and the stability of 
the marketplace since the pre-fair 
trade depression days. The alarm- 
ing scope of this threat was indi- 
cated by the U. S. Senate’s Small 
Business Committee which re- 
ported early in 1952 that “20,000 
of the approximately 105,000 small 
retailers in the New York area 
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would have been forced into bank- 
ruptcy if the price war had con- 
tinued for six months... .” 

The record of fair trade during 
the first year under the McGuire 
Act is an impressively good one, 
and the gains more than offset the 
setbacks. Fair trade in the past 
12 months has been put to the tesi 
in courts all over the country and 
it has passed these judicial tests 
with flying colors. Fair trade has 
won a substantial number of sig- 
nificant court victories in this 
period and has drawn only one 
unfavorable decision of major 
consequence, namely from the 
Georgia State Supreme Court, in 
the case of Oneida, Ltd. vs. Gray- 
son-Robinson Stores, Inc. This de- 
cision, however, leaves the gate 
open for new fair trade legislation 
in that state. An appeal to the 
U. S. Supreme Court has been 
taken by Oneida on _ technical 
questions of law relating to the 
Georgia Fair Trade Acts. 


Not Losing in Courts 

You may well have had the im- 
pression that fair trade was losing 
in the courts which is simply not 
the case. The Bureau of Education 
on Fair Trade has been working 
tirelessly to get across the truth 
that fair trade is standing up in 
the courts. I hope we may have 
helped to turn the tide, to build 
up a public awareness that fair 
trade, far from being on the verge 
of extinction, is doing very nicely. 

Court victories have rolled 
across the country. The most re- 
cent and significant victory has 
been in the U. S. Court of Appeals 
for the Fifth Circuit in New Or- 
leans. In a 2-to-1 decision, the 
Court on July 1 upheld the con- 
stitutionality of the Louisiana fair 
trade law and the McGuire Act in 
the case of Eli Lilly & Co. vs. 
Schwegmann Bros. This is the first 
Federal circuit court decision up- 
holding the McGuire Act. 

The decision came on an appeal 
brought by Schwegmann Bros., the 
New Orleans super-market which 
is leading the fight against fair 
trade. Schwegmann appealed the 
decision of the U. S. District Court 
of New Orleans, the first signifi- 
cant court decision upholding fair 
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trade under the McGuire Act. The 
defendant has stated that he will 
appeal to the U. S. Supreme Court. 
Legal experts believe that if the 
highest court in the land accepts 
the case for review, the ruling of 
the Supreme Court on the consti- 
tutionality of the McGuire Act 
should come in late 1954. 

The majority decision of the 
Fifth U. S. Circuit Court of Ap- 
peals says clearly, “We find noth- 
ing in the Louisiana Fair Trade 
Law or in the McGuire Act self- 
defeating or violative of the Con- 
stitution of the United States.” 
The majority decision points out 
that the U. S. Supreme Court’s 
unanimous decision upholding fair 
trade in the Old Dearborn case in 
1936 “considered and rejected” 
the charge that the fair trade laws 
violate the due process clause of 
the 14th Amendment to the Fed- 
eral Constitution. 

This decision says that the Su- 
preme Court’s Schwegmann deci- 
sion in 1951 did not render obso- 
lete the earlier Old Dearborn 
decision which was the only Su- 
preme Court decision on fair trade 
to deal with the question of con- 
stitutionality. 


This Fifth Circuit Court of Ap- 
peals decision also says, “We have 
no judicial concern with the eco- 
nomic and social wisdom of any 
feature of the law, but solely with 
its constitutionality.” 

California, where fair trade was 
born in 1931, became the first state 
to have its high court rule favor- 
ably on the McGuire Act. In Mareh 
of this year, the California State 
Supreme Court held, in the case of 
Cal-Dak Co. vs. Sav-On Drugs, 
that the McGuire Act “nullified 
the Schwegmann case,” and that 
non-signers are now bound by the 
California Fair Trade Act. 


Upheld a Second Time 

This is the second time the Cali- 
fornia State Supreme Court has 
upheld fair trade. In 1936, its fa- 
vorable ruling on fair trade placed 
it among the 15 high state courts 
upholding fair trade prior to the 
U. S. Supreme Court’s Schweg- 
mann decision in 1951. 

The New Jersey State Supreme 
Court has also upheld the consti- 
tutionality of that state’s fair 
trade law during the past year. 


(Continued on page 116) 





Sells Color for the Home 





? EE Fo, 


Splashes of color just inside a display window at B. F. Kinder's Sons, 

Inc., in Des Plaines, Ill., sold many housewives on the idea that these 

utility items could be used to “Brighten your home.'* Old rubber 

mats painted in attractive colors were attached to a black cloth 

background. New rubber sink mats were displayed on a white frame. 

A variety of other kitchen and bathroom items—white and colored 
was also featured at various levels. 


HARDWARE AGE, AUGUST 20, 1953 

























gui 
tha 
giv 


Pet 
lar} 





HARDWARI 











irt of Ap- 
“We have 
1 the eco- 
m of any 
olely with 


trade was 
first state 
ile favor- 
In Maren 
nia State 
ne case of 
n Drugs, 
“nullified 
and that 
nd by the 
t. 


Time 
the Cali- 
‘ourt has 
16, its fa- 
de placed 
te courts 
or to the 
Schweg- 


Supreme 
le consti- 
te’s fair 
ast year. 


16) 





ONS, 
hese 
ber 
sloth 


me. 
red 




















¢ 
Re 


PETE RS packs t 


HARDWARE AGE, AUGUST 20, 1953 





All over the country... 


these well-known shooters, guides 
and hunters help you sell Peters 


Max Shellabarger 
Skwentna 
ALASKA 


ee 


Jerry Wilson 
Sisseton F 


DAKOTA 





Lon Imeson 
Jackson 


WYOMING 


Humnoke 
Don Westwater 
San Francisco 
CALI 


Houston 
TEXAS 


Alice 
TEXAS 


Pictured above are a few of the many leading 
guides, hunters and shooters who know 
that Peters “High Velocity” ammunition 
gives the power and accuracy hunters want 
...and who are telling your customers about 
Peters through the pages of the nation’s 
largest outdoor and farm magazines. 

The biggest advertising program in Peters 


GU PONY 


Herman Lokey 


ARKANSAS 


Mr. and Mrs. 
Charles B. Greer 


“High Velocity” ammunition 


fsa) 


Frank Niemuth 
Fremont 


WISCONSIN 


N. M. ‘‘Newt"' Ault 
Charleston 
MISSOURI 













Bob Alexander 
Brunswick 
MAINE 







H. C. *‘Bill’’ Fisher 
Findlay 
OHIO 








Arthur K. Spicer 
Chesapeake Bay 
MARYLAND 





Carlos Vinson 
Daylight 
TENNESSEE 





George Redding 
Palm Bay 
FLORIDA 


od 


Clyde B. Kitchens 
Homer 


LOUISIANA 


history is now reaching more and more of 
your customers. So take advantage of this 
selling help. Recommend Peters ‘‘High 
Velocity”’ for every kind of game... for 
every type of modern American gun. 

Remember...there’s no more powerful or 
accurate ammunition in the world than 
Peters ‘““High Velocity.” 


haley 





he, power 





PETERS CARTRIDGE DIVISION, BRIDGEPORT 2,CONN. 
“High Velocity’’ is a trademark of Peters Cartridge Division, Remington Arms Company, Inc. 










Displayed as they are used are 

door pulls, latches, grilles, 

house numbers, spring and mail 
boxes. 


The novel screen door display unit pictured 
on this page, which is a self-contained, com- 
pact department for all kinds of screen and 
storm door hardware, is in use in Jenkins 
Hardware at 1714 Wyoming Ave. in Exeter, 
re 

“The whole thing started with a warped 
door,” explains L. M. LaBar, manager. “Mr. 
Jenkins, the owner, suggested that we mount 
it in some fashion so that we could use it as a 
demonstrator for a door closer. 

“Others in the store contributed suggestions 
and finally we developed this shelved booth ar- 
rangement which, in addition to displaying 
hinges, pulls, springs, closers and grille 
guards, also shows to good advantage such 
allied items as mailboxes, house numbers and 
chimes. 

Later in the year, when cooler weather 
begins, the door will be weather-stripped. Dur- 
ing the Christmas season a bright wreath will 
be hung on the door. 

The cabinet was constructed in spare mo- 
ments from their other duties by Charles 
Smith and Wesley Stout, two of the store’s 
employees. 

The steadily increasing volume of business 
done by Jenkins Hardware, which was: started 
only seven years ago, is attributed in large 
measure, by Mr. LaBar, to its unlimited park- 
ing facilities. Other factors are that the store 
is on a main highway, remains open every 
evening until 9:30 o’clock, has ample stocks 
and, “far from least, makes a genuine effort 
to serve customers in the best manner.” 

The one-story, cinder block building has 
about 10,000 sq. ft. of floor space. 
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Homemade Screen Door Display 
Builds Related Sales 














Compact display fixture contains 
store’s complete stock of door 
hardware and accessories 








ADVISOR 


—— 
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Five styles of door latches, a chime and a door closer are ASK YOUR | 
mounted on the inside of the screen door which opens to —_—_a, 
reveal the complete stock of door hardware. 
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Advertised j 
n full 
HOMES AND Gapne 8e® full color j 
G olor in B 
EVENING POST NS, Sept T ETTER 


-; THE SA 
Sept. 12; LIFE, Ocy TURDAY 


Telechron *15.000.00 


ELECTRIC CLOCK consumer CONTEST 


Extra traffic for you! 





Customers must come to your store 


EXCIT EMENT for entry blanks! 
Brings new CUSTOMERS to your clock department 


| Extra sales, extra profit for you! 
NTep, ST $18.26 profit on every assortment ! 


Get into this money-making deal right now! Here’s all you do! 








1. Order this “contest” assortment—display well 








DORM 
_ Suggested Retail 
Name Medel Dealer Price Price* 
DORM 7H211 $2.59 $ 3.98 
ADVISOR 2H27 3.69 5.95 
BUTLER 2H41 4.93 7.95 
TIARA 7H185-L 4.93 7.95 
TRIBUTE 7H179 7.17 11.95 
ILLUMINETTE 7H197 6.19 9.98 











Totals $29.50 $47.76 








YOUR PROFIT $18.26 

















2. Set FREE colorful display card 
(containing entry blanks) right by your 
Telechron clock contest models! 











ASK YOUR DISTRIBUTOR TODAY for free display card, new catalog, new price list, tie-in mats, and complete contest details! 


* SUGGESTED OR FAIR TRADE RETAIL PRICES PLUS TAX. PRICES AND SPECIFICATIONS SUBJECT TO CHANGE WITHOUT NOTIC €. 





TELECHRON IS A TRADEMARK FOR PRODUCTS OF TELECHRON DEPARTMENT, GENERAL ELECTRIC COMPANY, ASHLAND, MASS. 
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Rooting Materials 


Display for building materials 
and supplies is just as important 
as for any other hardware line. 
For the hardware dealer who feels 
his display facilities are too lim- 
ited properly to merchandise these 
items, here is a display fixture 
which can be contracted, or ex- 
panded, to fit any space. 

Basically this fixture enables the 
display of a maximum number of 
building material items in a mini- 
mum of space. The main feature of 
this fixture is that it will display 
lines of roofing, siding, insulation, 
in the manner in which they ap- 
pear in actual use. 

The fixture can be built and in- 
stalled by any good carpenter, and 
any one of the four sections (A, B, 
C, D) can be expanded or contract- 


how to effectively display 


ed to fit the available wall area in 
the store. 

The base platform should be 
about 4 in. high by 30 in. wide. The 
rear wall can be faced with 14-in. 
plywood on 2x3 in. studs, and a 
sloping roof section installed as 
shown. 

The roof itself will make a func- 
tional selling display for various 
roofing materials. Note how a 
length of gutter can be installed 
along the edge of the roof if this 
line is carried in stock. 

Refer to (A) in the diagram. 
Two or more of these units can 
easily be built out of plywood ona 
1x2-in. frame, complete with a 
pine board base and cap so that 
fluorescent tube fixtures can be in- 
stalled to cast light upward and 








downward on the items displayed. 

These panels may be used to dis- 
play shingles, siding, etc., and 
these can be shown in many dif- 
ferent color and style combina- 
tions, the display being enhanced 
by the concealed lighting. 

Section (B) of the diagram 
shows how to create a display of 
insulation materials by construct- 
ing a frame out of lengths of 2x4- 
in. lumber as shown. This type of 
display simulates actual installa- 
tion conditions in the home. 

For this insulation materials 
































th ay, 


th ay, i 














































































































HARDWARE AGE, AUGUST 20, 1953 




































Solid B 
Cylind 
to appl 
and Sc 




























































































; Folks will soon be 
starting to Winterize 
their homes. They will 
need Storm Door Sets, 

aS Closers, Locks and 
Latches. 
eplanat 2 Don’t let them 
d to dis- 
te., and find you out of stock 
any dif- 
:ombina- 
nhanced ~ Leese 
oly KE 
splay of E a 
nstruct- ae 
} of 2x4- ® 
type of 5 ° 
installa- KEIL carries a line of 
ie. 
aterials aye dependable Storm Door 
Solid Brass Trim and Bolt, Five Disc Tumbler. sets and closers, priced 
ae Cylinder Locks or Unlocks from Outside. Easy ‘ 
caeahr to Storm Doors or combination Storm at a Profit to YOU I 
and Screen Doors. 
7 
{ LO 
—_ | : 
| No. SC 2 of KEIL 
a Seamless Steel, 1!/,” dia. Dull Brass Finish. Heavy o 
Duty Special Tempered, Adjustable Spring. Revers- ° LOCK CO. 
ible for Right or Left Hand Doors. Pi he 
P 4 , 
| Contact your jobber, or of Charlestown, N.H. 
, 7 o Please send us full informa- 
< tion regarding styles available and 
@ prices. 
A 
| ¢ Name 
| oe” Street address 
e 
ui o City. State 
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(Sarbecur Ol 04 Wt U 
TRADER VIC'S 


Old South Sea Sslandy 
=F -W sd - 3 en 6 = 
OVEN 


Here's a portable barbecue that 
no outdoor cooking enthusiast 
Can resist 


Designed by Trader Vic Bergeron, 
whose San Francisco and Oak 
land Trading Post Restaurants 
ally famous for 

Trader Vic’s 


c 


barbecue 


are internatior 














Company 

@ Combination thermometer -cooking 
guide converts every amateur cook 
into a skilled chef. 


@ Attractive design makes Trader Vic's 
Oven a welcome addition to every 
lawn or patio. 


e Extra large oven capacity. 


© Nationally advertised...Saturday 

Evening Post, Esquire, Town and 

Country, House Beautiful... plus 

counter displays, stuffers, mats and 

cuts, direct mail, radio and television. 
RETAIL PRICE 


$99,500 


FAGEOL Co. 


5725 Mt. Elliott Ave. + Detroit Il, Michigan 
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display, sheets of double thickness 
window glass can be set in posi- 
tion with lengths of wood molding 
in the upper section so that quan- 
tities of the insulation can be 
poured in. Both sections of this 
unit should have a metal tack-on 
card holder to hold selling signs 
giving information and prices on 
the materials shown. 

A bag or carton of the brand of 
insulation you carry in your store 
can also be displayed in front of 
unit (B) on the base platform as 
indicated by the dotted outline. 

Unit (C) shows how roll roofing 
can be displayed in a step-up ar- 
rangement and in mass. Each roll 
is priced and signed with a small 
card held in position by a length 
of metal strapping as shown. 

Lengths of bright finish metal 
strapping can also be used in the 
middle and base sections of each 
roll. This will prevent any cus- 
tomer from trying to tear off a 
sample piece, and will also keep 
the display neat and attractive in 
appearance. 

If the panels shown in unit (D) 
are made 30 in. wide by 7 ft high, 
each one would provide 1714 sq ft 


of display area. In this unit, there 
are six of these swinging panels, 
providing a total of 105 sq ft of 
display. 

Lines of plastic or metal wall 
tile, or samples of various floor 
tiles can be displayed on these 
panels in a wide variety of color 
schemes and arrangements. Each 
tile display section can be signed 
with a small, metal tack-on card 
holder. 

The distance between the two 
lengths of 2x4’s in which the metal 
pegs are inserted should be about 
1 in. wider than the height of the 
swinging panels so that they may 
be easily removed by lifting them 
up and out. 

Many stores also sample com- 
bination doors, screen doors, etc., 
on a peg rack (shown in D). 

All of the units (A, B, C, D) can 
easily be removed from this dis- 
play section when it is necessary 
to make any seasonal changes. 

For instance, the two (A) units 
can be set back-to-back in any 
other available floor area, and the 
(B) unit can be used as a window 
unit to make an effective display 
center-piece. 














‘GLAMOUR PANS’... 


NBS 


Gome wives resent these ‘well-groomed’ gals, 
Go, if they're the type you go for.... 
Bide ‘em away in your office, friend, 
Just don't put ‘em on your show floor! 













© Hardware Age 1955 
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Every Box of Ammunition You Sell 
can WINor LOSEa Future Cu 


WHEN THEY ASK FOR AMMUNITION 
ak EN SELL THE EASY WESTERN WAY/ 


"What Caliber Rifle Do You Shoot ?” 


“What kind of Game are you going After ?" 


"We Recommend Sivertips for Big Game’ 


Write Topay FOR: 
THIS FREE ILLUSTRATED 


136 PAGES OF HELPFUL FACTS TO 
HELP YOU HELP YOUR CUSTOMERS 
CHOOSE THE RIGHT AMMUNITION, 





ONE OUT OF EVERY THREE MEN SHOOT / Chances are, 
one out of every three men who come into your store own and 
shoot a gun. It’s mighty important to them what the man 
behind your counter knows about ammunition. Sports-minded 
men often judge your knowledge of everything you sell by 
what you know about ammunition. ; 










When a man comes to your store for ammu- 
nition, it’s a good idea to make certain he 
knows the caliber of his rifle. Not all gun 
owners are experts, and your special interest 
in getting the caliber right will win customer 
confidence fast. 


Your customer may or may not know that the same 
caliber bullet usually comes in different weights. If 
he’s going after deer, he’ll get best results with, say, 
a 150 to 170 grain bullet...for larger game, a 
heavier weight. Recommended weights for all types 
of game are shown in the Western Ammunition 
Handbook. This information will be appreciated 
by your customer if he’s at all in doubt. 


You show your customer you’re “‘on your toes’”’ when 
you suggest WESTERN SILVERTIP. It’s the 


\~— modern big-game bullet made by the makers of World- 


b Famous Super-X, greatest name in sporting 

~, ammunition. Your customer may not know that 

SILVERTIPS, unlike previous “‘mushrooming”’ type 

L bullets, control expansion at any Meson range. It’s 
the No. 1 choice of expert hunters. 


Suiper- 


ANOTHER 


@lin) e HERE'S A SPECIAL TIP/ Many owners of 

big game rifles don’t know that most big caliber 

PRODUCT cartridges are available in light weight loads for 
varmint shooting... remind ’em. 


CENTER 
FIRE 


Dept. 152, Arms and Ammunition Division 
Olin industries, Inc., New Haven 4, Conn. 


YOUR NAME 
STORE NAME 








ADDRESS 


CARTRIDGES 





r 
I 
| 
; Please send Western Ammunition Handbook 
| 
| 
| 
| 
| 
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Robots can’t sell everything... 


by William J. Pilat 


President, 
Russell W. Allen Co., 
New York City 


Editor’s note—This ig the second 
part of an address at the July 14 
session of the NRHA Congress at 
Miami Beach. Part I appeared in 
the Aug. 6, 1958, issue of HARD- 
WARE AGE on page 72. 


Don’t believe all you hear or read 
about the elimination of showcases 
and salespeople in department 
stores. You’ll see both all over the 
store. While you’re at it—look, too, 
at the many demonstrators who are 
clearly assigned to specific products 
in drug, cosmetic and housewares 
sections. Odd, isn’t it, that the big- 
gest and most profitable of the de- 
partment stores go in for show- 
cases, regular salespeople and 
demonstrators in a big way? 

Or, isn’t personal service a logi- 
cal development of having full as- 
sortments of many products, large 
traffic in peak hours and simply 
being forced to employ the best 
known methods for giving the 
proper service to represent invest- 
ments and to sell them? 

You can find a store, here and 
there, experimenting with an auto- 
matic vending system of one kind 
or another. But, there’s always a 
reason for it. 

In one case it may be that the 
thousands of people per hour crowd- 
ing a top department at Christmas 
time actually make it impossible to 
give personal service within the 
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A penetrating analysis of the pros 


and cons of self-service as it relates 


to hardware store merchandise 


existing physical limitations. If 
you, too, had thousands of people 
crowding your store for a few days 
a year and couldn’t WMke any bet- 
ter plans to take care of them, you 
might be excused for selling on 
a self-service basis, merchandise 
which normally demands and bene- 
fits from personal selling. 

It is true, however, that some 
large chain stores whose business 
has been built on the idea of saving 
everybody money on limited assort- 
ments, limited service and private 
brands have first eliminated show- 
cases or selling counters and then 
found their narrow aisles too full 
of customers jn peak hours to en- 
able their salespeople to wait on 
them. 


No Evidence of Saving 


So, faced with a real problem of 
walk-out dollars, they have been 
experimenting with quick service 
cashiers. Their customers never 
expected much in the way of ser- 
vice from them. However, there 
has been no evidence that they 
have either saved any significant 
amount of expense or that they 
have sold more goods. 

The quick service cashiering 
function may cost as much or more 
than the saleshelp for which it at- 
tempts to be a substitute. This 
would be particularly true in a 


hardware store with two or three 
salespeople in normal or peak peri- 
ods. Then, too, every unit of goods 
has to be price-marked and re-price 
marked after a promotion. 

Even more important is the ques- 
tion of whether they are really in- 
creasing volume by this method. 
They know they are getting a little 
over a dollar apiece in sales from 
some customers who might have 
walked out in peak periods if they 
hadn’t been able to wait on them- 
selves. But, they also know that 
the normal average sale, when 
salespeople are employed, is at least 
twice as large. When they have 
peak hours they make some extra 
sales, and if they stick to self-ser- 
vice at any time that it isn’t neces- 
sary they lose sales. 

The results are not conclusive to 

this date. But, whether it’s good 
or not, it looks as though they have 
been forced to do it. Representa 
tives of the biggest of these chains 
have stated, “We do not contem- 
plate extending this system to items 
that require selling, but rather to 
limit it to little pick-up items where 
there is little or no opportunity to 
trade up.” 
Question: What are the significant 
differences between supermarket 
operations and hardware stores af- 
fecting the desirability or the 
necessity of robot methods? 

Answer: If you are a supermar- 
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Do You Sell as Many 
Center Fire Rifles as You Ought to Sell? 


— s (Fe es 


HERE ARE SOME TIPS 
ON SELLING EM EASIER 





Puta Rifle in his hands 


As soon as a man indicates he’s “thinking about buying 
a rifle’... hand him one. Get him in the mood to buy 
right off the bat... then go into your sales talk, 










/ a 
we REN 
ey 4 (Sek oN 
524 * Ask him what he wants to shoot | —** 
| y je 3 
Get him talking about the game he wants to go after... he'll | of A Ui 
create his own urge to buy. It will also tip you off on what to: recom- AY, 
mend. If you know the basic information in the Winchester Gun > —“ ar 
Salesman’s Handbook (see coupon below), you’ll be able to make ( 
suggestions: ‘“‘...a rifle in 30-30 Winchester or 308 Winchester ae ae 


caliber for all-’round big game hunting”’. .”.“‘300 or 375 H&H 
Magnum for hunting the biggest of big game’’. . . and so on. 


Find Out which action he prefers 


As you hand him the different rifles, you can talk about bolt-action for long 
range accuracy, lever-action for woods shooting ... how good design makes a 
gun feel lighter, balance perfectly .. . how details of stock, finish and lines add 
pleasure to gun handling. (Incidentally, give a small map a lightweight rifle; 
sell a big man all he can handle.) 


EVERYBODY SHOOTS BETTER WITH 


WINCHESTER © 


PRODUCT 
Show him What Quality Means TRADE-MARK 
. CENTER FIRE RIFLES es 


Gis) HER 








If he isn’t an expert, he may not realize the 




















importance of owning a good rifle. Explain 9 
the value of pride of ownership, fewer repairs, | a x e r WINCHESTER GUN 
longer life. On a Winchester, for instance, ! SALESMAN’S HANDBOOK 
point out the WP mark .. . visible proof that 1 Wade especially to make your job easier. 
it has been test-fired with loads far more Tells which guns for which kind of — 
i . 22's, center fire rifles, shotguns. Beaut! 
powerful than ordinary. | fully lustrated. Dept. 372, Arms and 
| Ammunition Division, Olin Industries, Inc., 
| New Haven 4, Connecticut. 
Get Ready for Hunting Season! | Please send GUN Salesman’s Handbook 
SEND FOR THIS Free BOOK NOW! | YOUR NAME 
(and in the meantime, practice handling the rifles | STORE NAME Se 
in your rack... get to know ‘em!) | ADDRESS 
! CITY and STATE 
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AMERICA’S MOST SUCCESSFUL 


Rubber 





I Noiseless! 
Dx Shock Absorbing! 
XP Outlasts Steel! 


No question about it! The SILENT 
FLASH is America’s top performing 
roller skate! Jumbo rubber tires outlast 
steel ... absorb shock . . . and skate with 
magic ease and effortless speed. Noiseless 
skating—indoors on rainy days or on side- 
walks. It's like putting wings on your feet! 





SPECIAL COMPOSITION 
RUBBER found only on 
CHICAGO’s SILENT FLASH 
outwears steel! Bigger wheels 
moke skating faster. Noise- 
less! Shock absorbing! 











The SILENT FLASH is made only by the 
great name in skates for over 40 years 


“CHICAGGC: 


Roller Skate Company 
4456 West Lake St., Chicago 24, Illinois | 
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| non-food products. 


| ket, maybe you should do as super- 
| markets do. 


People have to eat 
regularly and they go into the same 
supermarket week after week. 


_ They get to know where every- 


thing is. Hardware store customers 
do not come in as regularly, and 
it’s a much more difficult job for 
most of them to find what they 


| want no matter what you do. Hard- 
| ware store customers can be inter- 


ested generally in many things, but 
are much more likely to want in- 
formation to weigh relative values. 

Then, there’s the fact that super- 
markets are going into non-food 
products. And, there’s no doubt 
they are selling a high volume of 
But, what hap- 


pens? They find they can’t sell 


non-food products the same way. 


A hardware store has to do about 
$1 million a year volume or $250,- 


000 a year in check-out type items 


to get on the same basis as a super- 
market in the sense of averaging 
$5,000 per week for check-out 
counter. 
Question: Isn’t it obvious that if 
your hardware store does over a 
million dollars annually you will 
benefit from a check-out self-ser- 
vice system? 

Answer: No. Even these big op- 
erations must first be sure that a 


| complete lack of personal salesman- 


ship or service to aid in selection 
doesn’t hurt rather than help 
whatever part of their business 
they intend to operate on the im- 
pre check-out system and their 


| business as a whole. Let’s consider 


that for a moment. 


Looks Good, But Is It? 


Suppose you’ve got a $1 million 


| hardware store and figure you’ve 


got about a $200,000 volume in 
small items such as seeds, fuses, 
cup hooks, electric plugs, house- 
hold gadgets, rat poison, mouse- 
traps, and miscellaneous house- 
wares and home furnishings. You 
could theoretically have a check-out 
counter and expect it to average 
$4,000 a week, $200 per peak hour 
and $80 per average hour. It looks 
good, but is it? 

You’ve got at least two types of 


| customers—those who start look- 


ing for the robot stuff and those 





who start off looking for plumbing, 
hardware, paint, glass, wallpaper, 
farm equipment, machinery, major 
appliances, heating, air condition- 
ing and lighting equipment. Let’s 
call one of the service customer, 
the other a non-service customer. 

When you are waiting on a ser- 
vice customer, who wants some 
self-service merchandise—what are 
you going to do? 

Will you say, “Don’t bother me 
for that stuff—go pick it out your- 
self”? 


What About Service Items? 


Reverse the procedure. A cus- 
tomer starts looking at what you 
choose to call inconsequential stuff 
she can select by herself—then she 
happens to get interested in ser- 
vice items. What do you do? You 
will undoubtedly take care of the 
entire sale in both cases, and the 
total of sales of theoretical robot 
stuff that will be handled by per- 
sonal attention can be considerable. 

But, that’s still only part of the 
problem. Suppose you had a 
salesperson who was useless, even 
though operating with good layout 
and display conditions. Suppose 
such a salesperson committed the 
following sins as indicated by For- 
tune Magazine surveys and other 
appraisals of the negative qualities 
of the complete misfit: 

1. Gave customers no advice. 

2. Made no effort to trade-up. 

3. Didn’t help to locate the items 
the customer wanted because he 
didn’t know where they were. 

4. Made no suggestions to get 
customers interested in _ other 
items. 

5. Over-emphasized price. 

6. Failed to emphasize benefits. 

7. Couldn’t close. 

8. Dismissed customer’s ques- 
tions with an attitude of, “Look, | 
haven’t got all day—make up your 
mind, please!” 

9. Gave no impression of inter- 
est in the customer — a complete 
lack of warmth or even friendli- 
ness. 

You’d fire such a salesperson. 
That’s exactly what you get with 
complete self-service. You will be 
unquestionably standardized on just 
about the poorest service you can 
possibly give. And, unfortunately, 


HARDWARE AGE, AUGUST 20, 1953 




















SEND 
AMMUl 


112 pag 
puts all 
at you 
comme! 
of shoo 





HARDWAI 







plumbing, 
wallpaper, 
ry, major 
-ondition- 
mt. Let’s 
customer, 
customer, 
on a ser- 
its some 
What are 


other me 
out your- 


Items? 


A cus- 
vhat you 
tial stuff 
then she 
in ser- 
lo? You 
e of the 
and the 
al robot 
by per- 
iderable. 
t of the 
had a 
3S, even 
d layout 
Suppose 
tted the 
by For- 
id other 
jualities 


dvice. 

de-up. 

1e items 

ause he 

re. 

to get 
other 


benefits. 


ques- 
‘Look, I 
up your 


f inter- 
omplete 
riendli- 


sperson. 
et with 
will be 
on just 
rou can 
nately, 


0, 1953 











Knowing Your Ammunition 


Sells Your Whole Store Line / 


One Out of every three men shoot! 


Sports-minded customers may judge your 
knowledge of everything you sell by your 
knowledge of ammunition. Show them you 
“know your stuff”. 





Be sure of the Caliber of His Rifle 


When a customer asks for center fire ammunition, he’ll 
appreciate extra attention to those all-important details. 
So make a point of being sure of the caliber of his rifle. 
Remember, people who own guns sometimes confuse model 
designation with caliber. For instance, the Winchester Model 
70 comes in 8 different calibers: 22 Hornet, 220 Swift, 257 
Roberts, 270 Winchester, 308 Winchester, 30-06 Springfield, 
300 H&H Magnum, 375 Magnum. They are not inter- 
changeable. 


Ask him what He wants to shoot 


For peak performance, he’ll need a heavier bullet weight for 
grizzly bear than for moose or deer. Let’s say he needs a 30-06 
Springfield Silvertip cartridge. This cartridge is available in a 
150-grain bullet (for deér), 180-grain bullet (for moose), or \ 
220-grain (for bear). A little ‘““know-how”’ here goes a long way 

to win the confidence of sports-minded customers. 1 


Recommend Siuvertips for Big Game Hunting ( 


If your customer isn’t too sure about bullet types, you can be of real ‘ 
service to him by recommending Winchester SILVERTIPS, made by 
the people who make the famous Winchester rifles. There are other 
“mushrooming” bullets for big game, but SILVERTIPS control ex- 
pansion at all hunting ranges. It’s the greatest big-game bullet made. 


Available in all popular calibers. 








SEND FOR THIS 7%Ee 


AMMUNITION HANDBOOK 7oday 


112 pages... easy to understand... 
puts all important ammunition facts 
at your fingertips... including re- 
commended ammunition for all types 
of shooting. 
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Bt READY FOR BIG GAME HUNTING SEASON/ 


WINCHESTER 


TRAOE-MARK 


CENTER FIRE CARTRIDGES 


PS. Remind him of the NEW Varmint Loads! 


Before your customer goes after the big ones, he might like to do a 
little practicing using his same big game rifle with lighter weight 
varmint loads. If he owns a 270 Winchester, for example, you can 
recommend practice on “‘pests” with 100-grain Soft Point bullets. 


Dept. 592, Arms and Ammunition Division 
Send Olin Industries, Inc., New Haven 4, Connecticut 


Please send Winchester Ammunition Handbook. 


Coupon NAME 
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Announcing the new... 


for easier “outdoor” sweeping 


pecs 





TERRACES 


- 
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CARPORTS 
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a big new market with 
this new Oxco broom! 


Here’s a new tough-fibred broom for sweeping all 
outdoor surfaces. It’s ‘‘push-broom”’ style 
(preferred by maintenance men for years) for 
easy, non-tiring sweeping. Ranch House quickly 
removes cut grass, weeds, litter and dirt— / 
keeps the “‘outdvors’’ as neat and clean as the 
indoors. Outdoor living is climbing fast in f 
popularity ... surveys show 44.8% of 
America’s new homes are Ranch Style, with f 
large areas of outdoor living space. Hun- ¢ 
dreds of thousands of ranch style homes, 
plus millions of home-owners with hard- 
surfaced walks, garages and basements, / j ’ 
spell a big new market for you.Amar- / 
ket you can sell in volume, at a profit, ; | 
with Oxco’s Ranch House broom. sk # 


Contact your nearest jobber today / j 
fa 
ie 


Reaching over 
8,400,000 
home-owners 
with outdoor 


’ surfaces to op tek 
to place your order. If he’s not yet déan, end the RD (||) F i] > 
supplied, send us his name and money to buy ae Dine 
receive colorful Catalog Sheet I ; re 

Sk] MNS 


in return. ¢ 


“Ranch House” [/ia@ 
in volume .. - 
from your store. 


\ PHONE YOUR 
JOBBER 
TODAY 


Sandy yellow 14” hardwood block, 
firmly stapled with long-wearing brown 
and white fibre mixture. 54” red 
lacquered wood handle with threaded 
metal “‘screw on” cap, hanging ring on 
end. Brush-head in individual 3-color 
box, for counter or window display. 


OX FIBRE BRUSH COMPANY, INC. 
rreoenicx Seleblshed /§§4 maRnvi.anod 
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you run the risk of giving slower 
rather than quicker overall service. 
You may not save any money and 
you may wind up making it more 
difficult for people to shop in your 
store and sell much less per cus- 
tomer—if indeed—you even keep 
your customers, 
Question: Does your hardware 
store handle any significant amount 
of merchandise pre-sold by adver- 
tising to a point where personal 
selling assistance is unnecessary? 
Answer: Some few brands have 
achieved a high degree of recog- 
nition and acceptance. But, most 
hardware store customers do not 
come in with a request for a brand 
as much as for “something they 
want.”’ Competitive branded or un- 
branded items, price and quality 
differences and the influence of the 
salesclerk combine to make up the 
customer’s mind. 


Need Personal Touch 


Most major brands represented 
in hardware stores welcome the 
force of personal representation as 
a most effective and essential means 
of getting over the story of the 
values in back of their products. 
The idea of pre-selling is intrigu- 
ing. The reality of pre-selling is 
that very little of it exists to such 
a degree that hardware stores can 
rely on it. 

The big job is to have the right 
items, properly represent their dif- 
ferent values and to sell continu- 
ously. 

An illustration of the extent of 
brand name recognition (not to be 
confused with pre-sold) is found 
in a recent check we made of all of 
the 136 brand names featured in 
one edition of the New York Times. 
Fifty-four of them could not even 
be associated with the product by 
any of the people interviewed. Only 
21 were clearly identified by most 
of the people interviewed. 

If you don’t sell the so-called pre- 
sold merchandise, most of it won’t 
be bought. 

The idea of robot selling or self- 
service check-out systems may be 
fine for the other fellow and it may 
have a limited application in some 
large hardware stores. But, hard- 

(Continued on page 104) 
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adver- 
NOW is the time 


to look at the future™ 


As a retailer, you are one of the first to feel 

the effects of changing business conditions. 

That’s why it’s important for you to think of 

tomorrow as well as today. Right now you 

can begin to protect yourself against tougher 

competition and tighter profits in the months 
quality to come. You can begin to sell Tapatco — the 
2 of the line designed for the future. The Tapatco line 
is complete. It’s nationally-advertised and 
fast-moving. Tie-in those things with always- 
high quality and good discounts. You’ll see 
why thousands of successful retailers feature 
Tapatco. Ask your jobber, or write us for 
full-color literature. 


up the 


THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio 

New Orleans, La. 

Fairfield, Calif. 


to such 
res can 


e right 
eir dif- 
ontinu- 


tent of 


When profits get short and merchandise is harder to 
move ... that’s when its doubly important to sell fhe 
leader. Good times or bad, you can get set for the future 


by featuring Tapatco — the line that outsells all others. 


Ta patdo 


You camt bay Geel 
a tp sauve your Oe 


Plaid Sport Shirt Sportster Vest Motor Cover Woodstock Cushion 
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Harry Lusk, owner of the Mc- 
Millen Hardware in Grays Lake, 
Ill., had formerly operated in a 
location close to the center of the 
town. He reasoned that his re- 


moval to an area with lighter 
traffic would present problems he 
could overcome by offering extra 
services. 

His first step, in the new loca- 
tion, was to let old and new cus- 
tomers know that he was willing 


The do-it-yourself commuter finds 
a variety of equipment in this 
section. 


this display area. 


Women find items for their own 
homes and for gifts for friends in 


How Services Build Volume 


A mid-west dealer attracts do-it-yourself 
trade with special in-store service. Visits 
customers’ homes to help solve maintenance, 
repair, lawn and garden problems 


to order merchandise he did not 
regularly carry in stock. Upon 
arrival of these items he tele- 
phoned to his customers that they 
could come in to pick them up, 
unless they desired delivery. He 
also told them that he would be 
happy to visit their homes to help 
them with painting, lawn and 
garden problems. 

This offer of Mr. Lusk to give 
on-the-job advice did not result 












in many home visits, but it did 
attract many customers to his 
store for “do-it-yourself” advice. 

The McMillen store caters to 
many people who commute to Chi- 
cago, 35 miles distant. They ap- 
preciate the advice that is freely 
and cheerfully given by Mr. Lusk 
and his staff. 

Recently a visitor inquired for 
advice as to lawn seeding. After 
getting answers to his problems 
he bought a spreader, a rake and 


good quantities of lime, fertilizer’ 


and lawn seed. Another visitor 
discussed a lawn problem and pur- 
chased a bushel of peat moss when 
told why and how to use it. 

To reach new customers and 
encourage long-time patrons of 
the store to continue buying from 
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IF A REAL HOT ITEM 
YOU'D LIKE TO SELL 


SAV-A-LIFE 


WILL RING THE BELL! 


= NEW 


Ray-O-Vac pre-sells your customers with ads like this 
which feature the new SAV-A-LIFE 


SAV-A-LIFE, the flashlight every 
motorist should own. It does a 
dual safety job. Red glow is warn- 
ing light visible for long distance 
... and there’s a strong white flash- 
light beam too. Every motorist 
should have one in the glove or 
trunk compartment. 


This full-color ad in Saturday Eve- 
ning Post, Oct. 3; Progressive Farmer, 
Oct.; Pathfinder, Nov. Ray-O-Vac 
sells the need for this new SAV-A- 
LIFE and features Ray-O-Vac 
LEAK PROOF Brand flashlight bat- 
teries—the only batteries FULLY 
“SEALED IN STEEL.” 


RAY-O-VAC COMPANY 


Madison, Wisconsin « Ray-O-Vac, Canada, Ltd., Winnipeg, Manitoba 
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Ray-0-Vacs, SAV-A-LIFE flashlight 
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Extra 


SAFETY 
FEATURES 


* Yes — Metaloid Step Stools are 
safer! Move ‘em around without 
bumping shins or ankles. “Swing 
Ezy” rubber-tread steps lock in 
position, in or out. Metaloid fea- 
tures rigid steel construction, 
rounded corners and turned-under 
flanges — no snagging clothes or 
scratching hands. See the com- 
plete line of nationally advertised 
Metaloid stools and utility tables. 
For sales-sparking literature, low 
prices and free mat service contact 
your jobber or write direct. 





CLEVELAND 4, OHIO 
Opening soon! Metaloid’s new $1,000,000 
plant — new facilities for greater production! 





him, Mr. Lusk distributes cir- 
culars and catalogs with his im- 
print several times a year to 1500 
homes in his trading area. He 
obtains his direct mail material 
from wholesalers. The value of 
these circulars and catalogs is 
illustrated by the fact that many 
customers bring them to the store 
when making purchases of fea- 
tured articles. 

Outdoor displays in seasonable 
weather attract considerable traffic 
to the store. The sidewalk in front 
of the store and a vacant lot next 
to it are utilized for these show- 
ings of steel goods, galvanized 
ware, power and hand mowers and 
fencing. 

Another important step in at- 
tracting more traffic was the re- 
cent remodeling project in the 


present quarters. Some new fix- 
tures were purchased from Hib- 
bard, Spencer, Bartlett & Co, 
Evanston, Ill., hardware whole- 
salers. Walls of the store were 
finished in knotty pine to which 
a light stain was added. 

The store’s housewares wall 
section is now equipped with glass 
shelving to make displays more 
attractive. Many married couples 
visit the store, the men looking 
at do-it-yourself displays and the 
women browsing in the house- 
wares sections. 

In the spring and summer two 
front-of-the-store islands are used 
for fertilizer, seeds, insecticides 
and related merchandise. Toys 
and housewares are featured on 
these units at other times of the 
year. 


Robots Can't Sell Everything 


(Continued from page 100) 


ware stores exist because of the 
personal service they give in their 
communities. 

Most of what is sold in most 
hardware stores require personal 
selling attention and the entire 
business normally benefits from it. 
Even if self-service check-out oper- 
ations can be operated on a prac- 
tical basis in some large hardware 
stores, it is an extremely dangerous 
policy because overall service may 
be slower rather than quicker. 
Sales per customer may decrease 
rather than increase and the lack 
of personal attention may persuade 
many customers to buy in the pro- 
fessional robot outlets. In addition, 
hidden expenses (such as price 
marking and pilferage) may add 
another burden to the total busi- 
ness. 

Continued efforts to lay out the 
store and design fixtures for the 
better display of the items carried 
in stock will be clearly productive 
by making it both easier for cus- 
tomers to buy and for salespeople 
to sell. This still seems to be the 
soundest direction for efforts to 
bring about both quicker and better 
service. Before you convert your 
hardware store to a miniature 
supermarket, it would seem very 
advisable to ask yourself these 


| questions: 


1. Have you really gone as far 
as you can in planning your layout, 
fixtures and displays to obtain the 
greatest and most attractive repre- 
sentation of your entire investment 
for the maximum convenience of 
your customers and 
alike? 

2. How much of your business is 
even eligible for check-out service? 
Is this enough, even at peak hours, 
to justify its problems and dangers? 
Do you have enough transactions 
per day and per hour to justify 
tying up an employee behind a 
check-out register who could other- 
wise be on the floor selling? 

3. In your operation will 4 
check-out counter mean quicker or 
slower service? Is it possible that 
the total time to search, find, se 
lect and check-out will be greater 
than with personal service and 
more exasperating to customers? 

4. Do you jeopardize your entire 
business by dabbling in part-time 
self-service for a small part of your 
total business? Is a system of 
check-out self-service right for 
your business even if you have 
enough volume to theoretically 
warrant its consideration? 

5. Is it possible that in your store 
there is nothing that check-out self- 
service can do for you that personal 
service can’t do better in terms of 
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“In first 45 days...sales of 
GOLD SEAL LINOLEUM TILE 


Pe U-O0-IT 


xiTt 


& 


Bill Levy shows how easy it is to display and sell 24 erns of 
tile in only 5 sq. ft. of oor space with the Gold Seal Tile-O-Matic, 
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—says Mr. William Levy 
of Jacob Levy and 
Brothers, Inc., Louisville, 
Kentucky 


Here’s how it all started. In a nut- 
Shell, Bill Levy was fed up with 
selling tile on price alone. He had 
an idea he could trade his cus- 
tomers up to linoleum, from less 
expensive asphalt tile, IF he could 
find the right kind of linoleum tile. 
He chose the 9 “Fashion-Floor” 
patterns in Gold Seal Linoleum 
Tile—put them right up front in 
this Gold Seal Tile-O-Matic where 
his customers could see a complete 
color range. 

Did it pay off? From the opening 
gong, it started averaging 300 sq. 
t.a day—at full mark-up! \t quickly 
threw his asphalt tile in the shade, 
proving once again that people 
will pay more for a demonstrably 
better product. Bill Levy says that 
“the Gold Seal name is well- 
known everywhere, and the beauty 
of the tile sells it over other names 
and other makes.” He is building 
up a full stock of the tile to be able 
to fill orders promptly. 

Mr. Levy apologizes for only be- 
ing able to supply us with this one 
picture. He would have taken 
more, hé says, but customers were 
waiting to buy the product. 

Are you interested in increasing 
your sales? 


Congoleum-Nairn Inc. ‘ 

Customer Service Dept. 

Kearny, N. J. 

Yes, 1 am interested in increasing my 


sales of Gold Seal Tiles with the Tile- 
O-Matic. Please send details. 


Trape-marx @ 
FLOORS AND WALLS 
CONGOLEUM-NAIRN INC., Kearny, N. J. © 1953 
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SINCE 1912 
Protection for Masonry 


STOPS THE LEAKS 


In every type usable below-grade room, 
tunnel, dam, water-supply system and 
cellar, Ask for Circular No. 14, 


THOROSEAL 


SEALS THE SURFACE 


Against entrance of moisture into masonry, | 


prevents mildew, «which causes sour odors 
in interior rooms. Ask for Circular No. 16 


QUICKSEAL | 


FOR BEAUTIFUL FINISH 


| 


| 
| 
| 


| 


In paste! shades for finish coat over THORO- | 


SEAL base applications. Ask for Circular 
No. 15 and Color Card 32-8. 


Write for Pictorially 


described literature 
"HOW TO DO IT” 


greater sales volume, less expense 
and greater profit? 

Now, and in any future time that 
requires selling, it is not likely that 
any store whose existence really 
depends on service will succeed by 
reducing part of its business to the 
standardized mediocrity of self- 


service—no matter what name is 
given to it. 

Let’s all recognize that robots 
and self-service check-out systems 
can’t sell. Then, it’s a question of 
how much selling can you hardware 
dealers afford to do without—or 
must you stop selling? 


Large Signs Attract Traffic 


Cee : 


ACME 
pf) HARDWane 
FRE baru) 


Signs at the ends and front of the store serve to identify it at three 
different levels. 


New and colorful signs atop and 
at one end of the Acme Hardware 
Co. at 150 S. La Brea Ave. in Los 
Angeles, Calif. now supplement the 
raised letter sign across the front 
of the store to attract traffic. The 


Hunting 


This window dis- 
play of guns, 
ammunition, and 
hunting clothing 
and equipment 
bagged third 
prize of $25 for 
the Blair & 
Hampson Hard- 
ware, Waynes- 
burg, Pa. The 
display was pick- 
ed as a winner 
from among hun- 
dreds entered in 
a national win- 
dow display con- 
test sponsored by 
True Magazine. 


pylon sign on one end of the store 
is in two tones of green with white 
lettering and its size, shape and de- 
sign are approximated with a new 
sign on the opposite end next to 
free parking space. 
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Triple Benefits From Rentals 


That operation of a rental equip- 
ment department is a first-class 
way to build greater store traffic 
has long been appreciated by many 
hardware dealers. 

At Utility Hardware at 12823 
Venice Blvd. in Venice, Calif., three 
benefits are noted: 

1. Creates traffic. 

2. Produces clean sales of large 
and higher priced tools and other 
home repair and maintenance equip- 
ment. 

3. Gives revenue sufficient to pay 
lighting bill costs for entire busi- 
ness. 


Offers Wide Variety 

Simon Fradin and Bernard Glick- 
stein, co-owners of the business, 
offer a wide variety of tools and 
equipment in their rental section. 
The firm offers: three post-hole 
diggers, one floor sander and edger, 
one disc hand-sander, one vibrator 
hand sander, one belt hand sander 
and three floor polishers. Other 
items are a fertilizer spreader, two 
lawn rollers, one electric drill and 
an extension ladder. 

Each rental customer is informed 
that Utility Hardware will apply 
the cost of a week’s rental toward 
the purchase of the rented item or 
toward a new unit of the same type. 
The partners find that many people 
using a rental item for a short time 
decide that they would like to own 
that unit or a new one like ii. 

In effect many rental items are 
demonstration units for the firm. 
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Triple benefits of rental equipment at 
western store are increased sales, more 
traffic and partial payment of expenses 


Rental equipment is scheduled 
out on a daily rental basis, with the 
customer getting the greatest ad- 
vantage by picking up a unit early 
in the day. Tools are returnable the 
following morning. If return is not 
made at an early hour, the customer 
is required to pay the rentul fee for 
the full extra day. 

Floor polishers are in circulation 
more than other rental tools and 





account for the major portion of 
the firm’s rental receipts. The fee 
for a polisher is $1.25 per day, each 
of the firm’s polishers being rented 
four or five days of each week. Wax 
sales are always made with rental 
of a polisher. 

The firm reports that it never 
takes longer than 18 months for 
the polishers to pay for themselves 
in rental revenue, One polisher has 


Simon Fradin with some of the firm's rental units as displayed 
next to the wax section and near the paint department. 
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Bruce Cleaning Wax gives your customers the 
best for less with a top mark-up for you! 


It’s always good business to give your customers the finest quality for less 
money. Every Bruce Cleaning Wax sale does that and more. 

Bruce is the leader in the fast-growing “clean-as-you-wax”’ floor care market. 
Independent laboratory tests prove it’s the finest product of its kind money can 
buy. Yet Bruce retails at 21 cents a quart less than the next competing brand. 

Bruce Cleaning Wax is made and fully guaranteed by Bruce, the world’s 
largest maker of hardwood floors. This Fall, it is being backed by the biggest 
newspaper, magazine and TV advertising drive in Bruce history. 

Thousands of practical retailers know it’s both good business and good sense 
to feature Bruce. Let your Bruce representative show you all the good reasons why. 


Sells for only 


y 


~~) a 


— 
~ pane 


Made by the makers of famous Bruce Floor Cleaner for linoleum 
E. L. Bruce Co., Memphis, Tennessee. 











CUTTER * 
FOR FAS 


SCRAPPY iG 


curren *3 
gon FAST SCRAPS 


A CUTUNS EDGES 






—) FOUR CUTTING EDGES 
—b EASY GRIP, HAND CONTOURED HANDLES 
—+ COLORFUL MARKINGS 

—} FAST CUTTING, TOOL STEEL BLADE 

— TWO SIZES, No. 1 and No. 2 





The rugged BIG HAND Scraper is the ideal scraper 
for all around use because each blade has 4 cut- 
ting edges—2 are corrugated for quick removal of 
thick finishes, 2 are smooth for fine work. Blades 
are replaceable. 


BIG HAND Scrapers are available in standard stock 
boxes or in the new merchandising display. Ask 
your jobber about the BIG HAND LINE. ‘ 


New No. | BIG HAND DISPLAY 


BIG SALES © BIG PROFIT 
with the BIG HAND LINE! 


VA T. LL #3425 


HOOK SCRAPER MFG. CO. | 








eTrTTr we Alilelel-eaa (homme Mola 





Sales Representatives 


JOHN H. GRAHAM & CO. INC. 
105 Duane Street, New York 8, N. Y. 
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been used for rental users for four 
years, two of the units have been 
used for five full years. Polisher 
brushes have been replaced on an 
average of once in two years. 

Rental of the floor sander and 
edger brings the highest sales of 
related merchandise — sandpaper, 
filler, shellac or varnish. 

Floor maintenance equipment 
reaches its rental peak in the 
spring, with fall rentals running 
a very close second. 

In addition to the clean-up of 
floors in the spring there is much 
activity among the firm’s customers 
in painting jobs—inside and out. 

With garden equipment in de- 
mand throughout the year in Cali- 
fornia there is a springtime peak 
in rental of post-hole diggers, fer- 
tilizer spreaders and the firm’s lawn 
rollers. 





Five-Fold Increase 
(Continued from page 76) 
are color keyed to the store’s paint 
line. Another complete line of wall- 
paper is also offered to provide even 
greater variety. 

Although a few rolls of the fast- 
est selling wallpaper patterns are 
kept in stock most sales require 
drawing from distributors’ stocks. 
Pattern books are kept in a decorat- 
ing center in the front of the store. 

Many customers ask highly tech- 
nical questions of the Smiths. The 
three of them make it a practice to 
talk with skilled craftsmen visiting 
the store to obtain as much addi- 
tional information as possible. 





HARDWARE HUMOR 
By Hardware Age 
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DUTCH 
BRAND 


Caulking AND 
Sealing 
Compound 






A Steady Demand Item Smartly Packaged in 
Attractive Windowed Displays that Show Merchandise 


DUTCH BRAND Caulking and Sealing Compound meets customer 
Will not Crack needs for a product that can be used inside or out-of-doors for fill- 

or Dry out ing cracks, plugging holes, stopping drafts, sealing around windows 
and caulking masonry. It is light in color . . . will not stain. . . will 
not crack or dry out but remain§ plastic . . . it has no odor and is 
non-toxic . . . weatherproof and waterproof. An all purpose com- 
pound that is handy and easy to use... no caulking gun necessary 

. it comes in plastic cords that can be applied by hand... it 
makes permanent repairs. 


Display holds four 5 ounce boxes each containing 16 lineal feet of 
¥%" cord. Also available in larger cartons containing 80 lineal feet 
of %" cord. Put several displays to work in your store. 


A FEW OF THE MANY HOUSEHOLD USES 


® Caulking masonry ® Sealing lavatories 

® Sealing around windows ® Caulking base of toilets 
® Sealing around doors ® Caulking between tiles 

® Caulking concrete steps ® Caulking around showers 


® Sealing tubs ® Sealing around sinks 


CAatr  seicies a eg VANCLEEF BROS. [NC. 
locate ot ap ae 


7800 WOODLAWN AVE. 7 CHICAGO 19, ILLINOIS 
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Profit Margins 


Did it ever occur to you just why 
you and I are called retailers? Who 
started calling us retailers? And 
why ? 

Mr. Webster gives this definition 
of a retailer: “to cut, clip, pare. 
Pare coming from the Latin—re 
meaning again, and tail from the 
French word, ‘to cut.’ ” 

We have had traders with us 
since civilization was in its infancy. 
One cave man would trade his 
special club for an animal skin. 
Traders have remained with us to 
this day. At a later date some of 
these traders turned into hawkers 
and hucksters and were found at 
fairs. Then came the merchants 
whom we find recorded in the Bible 
as early as Genesis, in which Joseph 
was sold by his brethren to mer- 
chants who took him to Egypt. 

Many centuries later we find an 
Italian word for retailers which 
also meant “an indication to cheat,” 
probably from the practice of sail- 
ors to steal and sell goods at the 
next port. 

In the Middle Ages royal decrees 
placed soldiers and churchmen 
ahead of merchants in the social or- 
der. Only money lenders (bankers, 
if you please) and serfs were lower. 
Now even though you and I pat 
ourselves on the back, take our 
places in the community, share our 
livelihood with others, uphold 
Chamber of Commerce activities, 
support our churches, schools and 
An address presented at the July 
14 session of the NRHA Congress 
at Miami Beach. 
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‘“‘The thing we need in our stores is to increase 


both our volume and stock turnover” 





by Edgar W. Brasch 
Levelland, Tex. 
NRHA Director 


every phase of civic activity, al- 
most all of these groups resent the 
fact of necessary profit margins. I 
suppose resentment of the other 
person to profit is universal. 

Therefore you see the royal de- 
cree of the Middle Ages, in placing 
retailers next to the lowest type of 
people, seems to linger in the minds 
of many today. 

Retailers are parasites, leeches, 
sucking the life blood from people 
who wish there would be provided 
a way to exterminate them. 

How many customers trade with 
you simply because you are you? 
Certainly there are a few of these 
but not nearly enough to keep your 
business going on a_ profitable 


basis. Too many of us have reached 
the point where we think just be- 
cause we are members of the civic 
clubs, members of school boards, 
active church members, active di- 
rectors of the Chamber of Com- 
merece, and other groups, that cus- 
tomers will beat a path to our door 
and give us their much coveted 
business. It is high time we awoke 
to the fact that people are not built 
this way. At least Texas people are 
not that way toward our firm. 

In Texas people spend their 
money where they think they can 
get the best results and best re- 
turns on their money. I have said 
quite a lot about retailers and peo- 
ple, but I hope you will at least re- 
member a part of what I have said. 
Some one has said, “What you say 
usually interests people less than 
the cut of your coat and the fit of 
your teeth.” 

We have no more right to con- 
sume happiness without producing 
it than to consume wealth without 
producing it. By the same token 
we cannot be on the receiving end 
of good business without meriting 
it. And even though the lonely 
Galilean, Jesus of Nazareth, said 
“Man does not live by bread alone,” 
there has been no one who has told 
us how we can live without it. 

It behooves us to be the wise 


man who makes more opportunities | 


than he finds. Thomas Paine said, 
“Those who expect to reap the 
blessings of freedom must, like 
men, undergo the fatigues of sup- 
porting it,” and I say that those 
of us who expect to reap the re- 
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,we’ve collected the sales experiences of scores of top pro- 


You could sell a lot more paint if your painting contractor 
customers were better salesmen of paint jobs. 
To help the contractor sell his services more effectively, 


fessional painters. And we’re passing on 
these selling aids in two forms. 

FIRST . . . an illustrated booklet, “101 
Sure-Fire Ways To Sell More Paint Jobs.” 
A brief and breezy, cartoon-style, easy- 
to-read handbook that includes tips on 
locating prospects, presenting the story, 
and closing orders. This valuable 24-page 













Y}\ selling guide is being made available for 
‘4 your distribution to painters. Check with 
your paint supplier or use coupon below. 
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SECOND .. . a fifteen-minute sound-and-color slide-film 
available for group showings. A “natural’’ for your 
painter meetings! 




















r _ 7 
| 

| Archer-Daniels-Midland Co. 1 

| 684 Roanoke Bidg. i 

Minneapolis, Minn. | 

C Please send free copy of the booklet, "101 Sure-Fire Ways | 

af To Sell More Paint Jobs.” Additional copies at cost. | 

C1 Please send me information regarding the availability of | 

the film ‘101 Sure-Fire Ways To Sell More Paint Jobs.” { 

Send to: 

i 

, i 

! 

! 

{ 
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The Great New Name 
in Housewares 
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CAL-DAK TRAY 


High Profit! Fast Turnover! 


Cat-Dak tray tables pull in customers! 
Dealers testify they’re a sell-on-sight 
item. Price, construction and dozens of 
convenient uses combine to make 
Cat-Dak tray tables a must for build- 
ing profits. Sturdy and steady tubular 
steel frame topped with a beautiful 
full-color, clip-on tray...choice of 8 
floral and scroll patterns. Fits comfort- 
ably over the knees...folds flat for 
easy storage. Your customers will want 
several handy, inexpensive CaL-Dak 
tray tables for TV dining, buffets, bed- 
side stands, patio, etc. 

saree Only Cal-Dak Makes 
the “Cal-Dak Tray” 


Fair Trade $2 95 


1 
| Price 
7  #####| A Growing Line of 
' | Fine Housewares 






Advertised 


Cat-Dak specializes in products that make 
living easier for your customer and selling 
easier for you. Join the ever-increasing 
number of stores that are adding this profit- 
able, fast-selling line. 


Wrife for Full-Color Catalog Sheets on Complete Line 


CAL-DAK fries. eae" 
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wards of good business must merit 
it. Iron rusts from disuse, stag- 
nant water loses its purity and in 
cold weather becomes frozen; even 
so does inaction sap the mind. I 
think the one big trouble with 
many of us is that we have reached 
the mineral state of life—silver in 
our hair, gold in our teeth and lead 
in the seat of our pants. 

Work is something we wish we 
didn’t have to do. When we don’t 
have it we wish we did. The objec- 
tive of most of us is to be able to 
quit working some day. I am afraid 
most of us have reached the age in 
which our “get-up-and-go” has 
gone. 


It's Time We Awakened 


Isn’t it time we awakened and 
lifted ourselves from the 3.5 pct 
profit to 8 or 10 pct as it should be? 

Harry Harlan says “narrower 
and narrower grows the gap be- 
tween profit and loss on hardware 
store operations.” He gives us the 
definition of margin—“What’s left 
between the dollar received for 
goods and and the costs of goods 
sold.” 

Some have advanced the theory 
that we would perhaps be better off 
if we could eliminate the whole- 
saler. That I think is not the solu- 
tion. 

According to history, the Phoe- 
nicians were the first wholesalers, 
and they have played a most impor- 
tant part in the lives of business 
retailers since that time. We could 
have not progressed to where we 
are without the wholesalers. They 
are vitally necessary for the con- 
tinuance of small retailers. In most 
cases the wholesaler is the best 
friend of the retailer and will go 
all-out for him. Without the re- 
tailer and his purchases, the whole- 
saler cannot exist. There are, of 
course, some wholesalers who are 
careless about how they operate 
their business. 

T have a letter in my file from a 
writer in Irving, Tex., who, even 
though he agrees with me, makes 
this observation, “It is only neces- 
sary to find one small under-fed 
‘cockroach’ in the dessert to com- 
pletely spoil the finest dinner hu- 
manly possible to prepare.” He is 
and has been concerned about the 
jobbers or wholesalers who will sell 


to any customer that approaches 
them, at prices the regular retailer 
pays for the same articles. 

This is not off-brand merchan- 
dise, but is standard nationally- 
known brands. 

When manufacturers were pre- 
sented with a complaint, we were 
told frankly that it is none of our 
business what they do. They were 
interested in distribution and not 
the welfare of the retailer. I think 
the manufacturers owe the retail- 
ers in this country quite a debt, 
and that they could give us quite 
a lot of protection in price struc- 
ture and disregard favored groups. 

We have no fight with chains, co- 
ops, mail order stores, drug stores, 
super markets or what have you. 
We think they have the same right 
to be in business as we have. What 
I do deplore is the manufacturers, 
wholesalers, or jobbers who make 
price concessions to these outlets 
whereby any one of these can sell 
to the consumer at prices about 
our cost and still show a nice 
profit. 

An old Chinese proverb says, “He 
who sacrifices his conscience to am- 
bition, burns a picture to obtain 
the ashes.” So I think some of our 
manufacturers could get a lesson 
from this old proverb. 

Why hasn’t there been some con- 
centrated action of these prac- 
tices? 


Profit Margins Essential 


Profit margins are absolutely es- 
sential. We can only go for a very 
short time without them. We can- 
not count on too much help from 
either the manufacturers or the 
wholesalers. It is simply but defi- 
nitely up to us. We can no longer 
rely on flimsy excuses. 

Let’s throw away all flimsy ex- 
cuses and try to see where we can 
expand the gap between profit and 
loss. 

Our customers are going where 
they will get the most for their 
dollars. It is up to us. I think we 
can put the talk by Mr. Weiss on 
quick service and that by Mr. Pilat 
on robot selling in a kettle, place 
them over a refiner’s fire, scrape off 
the dross and pour the pure metal 
into a mold that will fill our own 
individual needs. 

I think there are many good 
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Amarillo Hardware Company —Amarillo, Texas 

American Hardware Supply Co.— Pittsburgh, Pa. 

Baird Hardware Company—Gainesville, Fla. 

Baker & Hamilton—San Francisco, Cal. 

Bay Cities Wholesale Hardware Co.—San Francisco, Calit. 
Beckley Hardware & Supply Co.—Beckley, W. Va. 
Belknap Hdwe & Mfg. Co.—Louisville, Ky. 

Benson, L. A. Co.—Baltimore, Md. 

Berman, A.—Beston, Mass. 

Billings Hardware Co.—Billings, Mont. 

Bluefield Hardware Co.—Bluefield, W. Va. 

Bluefield Supply Co.—Biuefield W. Va. 

Bostwick-Braun Company—Toledo, Ohie, 

Boyer-Campbell Company—Detreit, Mich. 

Bruce-Regers Company—Fort Smith, Ark. 

Buchanan- Williamson Supply Ce.—Grundy, Va. 

Budrew & Company—Les Angeles, Cal. 

Buhrman-Pharr Hardware Company —Texarkana, Ark.-Tex. 
Buyrn, Old & Eaton, inc.—Norfolk, Va. 


California Hardware Ce.—Los Angeles, Cai. 
Carlisle Hardware Co.—Springfield, Mass. 
Central Hardware Company—St. Louis, Missouri 
Central Wholesale Co.—Boise, Idaho 
Charleston Hardware Co.—Charleston, W. Va. 
Clark Hardware Company—Nashville, Tenn. 
Cleveland Hardware Co.—Shelby, N.C. 

Cotter & Company—Chicage 11, Iilineis 
Crisman Hardware Co.—Chattaneoga, Tenn. 
Cullum & Beren Company—Dallas, Texas 


Danser Hardware & Supply Company— Weston, W. Va. 
Dawson, G. R. & Son—Chester, S. Carolina 

Drumheller Company—Walla Walla, Wash. 

Dunham, Carrigan & Hayden Co.—San Francisco, Cal. 


Emmons-Hawkins Hdwe Co.—Huntingten, W. Va. 
Erb Hardware Co.—Lewisten, Idahe 
Ernst Hardware Co.—Seattle, Wash. 


Famport Hardware Co.—New York, N. Y. 
Farwell-Ozmun-Kirk & Ce.—St. Paul, Minn. 
Findlater Hardware Co.—San Angele, Texas 
Fester-Thornburg Hardware Co.—Huntington, W. Va. 
Fox Brothers Hardware Co.—Pine Bluff, Ark. 
Fries, Beall & Sharp Co.— Washington, D.C. 
General Hardware & Supply—Philipsburg, Pa. 
Goodkin Hardware Company—Hollywood, Califernia 
Geshorn Hardware Company—Charieston, W. Va. 
Hall & Company—Spartanburg, S. Carolina 
Hardsocg, Martin The, Cempany— Pittsburgh, Pa. 


JUDSEN knee pads 
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Hardware Distributing Company— Seattle, Washington 

Harper & Reynolds Corp.,—Los Angeles, California 

Hibbard, Spencer, Bartlett & Co.—Chicago, Illinois 

Holmes Hardware Company—Pueblo, Colorado 

House-Hasson Hardware Co.—Knoxville, Tenn. 

Hubbard, Geo. W. Hardware Co.—Flint, Mich. 

Hubby-Reese Co., inc.—Wace, Texas 

Huilfish, Worth & Sons—Alexandria, Va. 

Hunt & Mottet Co.—Tacoma, Washington 

Janney-Semple-Hill & Co.— Minneapolis, Minn. 

Jellico Hardware Co., inc.—Jellico, Tenn. 

Jensen-Byrd Company—Spokane, Wash. 

Kane & Keyser Hardware Co.—Belington, W. Va. 

Keith- Simmons Co.— Nashville, Tenn. 

Kelley-How-Thomson Co.— Duluth, Minnesota 

Kruse Hardware Company—Cincinnati, Ohio 


Leonard, Chas. Hardware Co.—Petersburg, Va. 
Loewenstein & Sons—Charleston, W. Va. 

Logan Hardware & Supply—Logan, W. Va. 
Long-Lewis Hardware Company—Birmingham, Alabama 
Lovett & Company, inc.—Wrightsville, Ga. 

McCarty, H. J. & Company—Detroit, Michigan 
McClung, C. J. & Company—Knoxville, Tenn, 
McComb Supply Cempany —Harlan, Ky. 
McMaster-Carr Supply Co.—Chicago, Ill. 

Marshall- Wells Company— Duluth, Minn. 

Maxwell Wholesale Hdwe Co.—Oakiand, Cal. 
Miller, C. H., Hardware Company—Huntingdon, Pa. 
Missoula Mercantile Company—Missoula, Montana 
Momsen-Dunnigan-Ryan Co.—Ei Paso, Tex. 
Monree Hardware Co.— Monroe, N.C. 
Moore-Handley Hardware Co.—Birmingham, Ala. 
Marton, Chas. E. Company—Les Angeles, Calif. 
Newark Specialty Company — Newark, N. J. 
Northern Wholesale Hdwe Co.—Portiand, Oregon 
Nerton Hardware Company—Norton, Virginia 


Oklahoma City Hardware Co.—Oklahoma City, Okla. 
Orgill Bros. & Company—Memphis, Tenn. 
Ott-Heiskell Company—Wheeling, W. Va. 

Pacific Tent & Awning Company—Fresne, Calif. 
Paxton & Gallagher Co.—Omaha, Neb. 

Persingers, Inc.—Charleston, W. Va. 

Persinger Supply Co.—Williamson, W. Va. 

Phillips Hardware Company—Cambridge, Maryland 
Phillips, 1. W. & Company—Tampa, Fla. 

Pritziaff Hdwe., John—Milwaukee, Wis. 

Prutzman, H. C. Company—Altoona, Pa, 


made by JUDSEN RUBBER WORKS, Inc., 4107 W. Kinzie St., 




































































Railey-Milam Inc.— Miami, Fla. 
Raleigh Hardware Co.—Beckley, W. Va. 
Ravel Bros., inc.—Albuquerque, N. Mexico 


Saginaw Hardware Company—Saginaw, Michigan 
Schelly, C. ¥ .& Bros.—Allentown, Pa. 

Schlatter Hardware Co.—Fort Wayne, Indiana 
Seattle Hardware Co.—Seattle, Wash. 

Seller Bros. & Company—San Francisco, Cal. 
Shapleigh Hardware Co.—St. Louis, Me. 
Sickels-Leder, Inc._—New York, New York 

Simon Hardware Cempany—Oakiand, California 
Somers, Fitler & Todd Co.—Pittsburgh, Pa. 
Southern Hardware Company—Charleston, W. Va. 
Seuthern Hardware Co., inc.—Helena, Ark, 
Southwestern Hardware Co.—Oklahoma City, Okla, 
Sovetts, R. D.—Los Angeles, Calif. 

Speer Hardware Co.—Fort Smith, Ark. 

Stearns, F. C., Hardware, inc.—Hot Springs, Ark. 
Sterling Hardware Company—Hazard, Kentucky 
Strange-Jones Hardware—Clinton, Okla. 

Stratton & Terstegge Co.—Louisville, Ky. 
Stratton-Baldwin Co. Inc.—New Orleans, La. 
Summers Hdwe & Supply Co.—Johnson City, Tena. 
Superior -Sterling Company—Bluefield, W. Va. 
Swank Hardware Ce.—Johnstown, Pa. 


Thomson-Diggs Co.—Sacramente, Cai. 
Townley Metal & Hdwe Co.—Kansas City, Me. 
Tracy- Wells Company —Celumbus, Ohie 
Tryon, Edw. K. Company—Philadeiphia, Pa. 


Union Hardware & Metal Ce.—Los Angeles, Calif. 


Valley Supply Company—Elkins, W. Va. 
Van Camp Hardware & Iren Co.—Indianapolis, ind. 
Virginia Wholesale Company—Appalachia, Virginia 


Watkins-Cottrell Company—Richmond, Va. 

Weed & Company—Buffale, N.Y 

Western Wholesale Hdwe Co.—San Francisco, Cal. 
Williamson, Ben & Co., inc.—Ashiand, Ky. 

Willis, R. F. & Bros., inc.—Penns Grove, N.J. 
Wilmington Whelesale Hardware Co.— Wilmington, Del, 
Wilson-Pugh Company—Cumberland, Md. 
Wimberly-Thomas Hdwe Co.—Birmingham, Ala. 
Weodbury Hardware Company— Portland, Ore. 
Woodward Hardware Co.—Cairo, Illinois 
Woodward, Wight & Company—New Orleans, La. 
Worth Hardware Company—New York, N. Y. 
Worthington, George Co.—Cleveland, Ohig 
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| points in the idea of quick service. our power. What are we planning court of 
The supermarkets have instilled in to do about it? Something has to same day 
the public the help-yourself idea. be done. Mon. Unt 
They sell items which you would You have your copy of the 1952 cision by 
give away—such as a small package Survey of Hardware Experience Supreme 
of wood screws or stove bolts when and it is unnecessary to analyze brought | 
a person only wants three or four this. But a few pertinent points different 
of them. They handle customers may be of value at this time. I do may be e: 
faster. not know what particular item of le New 
Robots certainly cannot sell expense you may think can be low- won the 
»verything — major appliances, ered: salaries, delivery expense, York Ap) 
awn mowers, special bolts, machine rent, insurance, taxes or losses on a lower | 
screws, pocket knives and many accounts. But I definitely see in injunctio: 
other items we sell. our business that we desperately against J 
Again, let me say, let’s put both need more store traffic. Advertising This case 
ideas in the crucible, melt them and helps, modernization helps, com- the disc 
mold them to suit our requirements, plete stocks helps, attractive fix- both the | 
but keeping this paramount in our tures helps, courteous salespeople law and 
minds at all times, we must about helps, and many other items create unconstit 
face and widen the gap between a little more store traffic. yet reacl 
profit and loss. But we do not have enough store York and 
Captain Eddie Rickenbacker says, traffic even though we fight hard to the outco 
“No nation, corporation or individ- get it. We can cut expenses a little, 
ual can long live at the expense of yes, but I don’t think that is the Two 
past efforts. God helps only those answer. 
who are willing to help themselves.” The thing we need in our store There 
GAS CIRCULATORS (vented and Some one has said that “keeping is to increase both our volume and decisions 
unvented) with and without radiants.| Sin out of your life is just like stock turnover. I certainly like the Wentling 
In all popular sizes and designs... . drawing water out of a well; the idea of quick service, and I think a decisio 
Exactly what your customers want...| moment you stop digging, they it will do us much good to explore cuit Coun 
at the price they want to pay. both start seeping in again.” it thoroughly. If I can get more ling deci 
am ™ When you make a mistake don’t volume, more stock turnover, and mail orde 
look back at it very long. Take the hold expenses down, then and then ators to 
reason of the thing into your mind, only will I widen the gap between of their 
and look forward. Mistakes are profit and loss. selling a 
lessons of wisdom. The past can- Remember the key to success also the McG 
not be changed; the future is in locks the door to excess. fore Con 
that it di 
loophole. 
at 2 ‘2 “% bill was ¢ 
GAS LOGS — most beautiful on The Future of Fair Trade the Wen: 
the market. A real sales winner. Oak ; 
in 20" and 24". Birch in 20" and 26”. (Continued from page 88) Overcome 
Schwegm: 
You may be surprised to hear this Schwegmann decision that the there are 
because when the New Jersey high State’s fair trade law did not bind ing that 
court’s action was first announced, non-signers where interstate com- cover the 
it was erroneously interpreted as merce was involved, the Court did The fir 
a funeral for fair trade in New say significantly, “No relief is now handed 4 
Jersey. The Bureau of Education sought under the McGuire Act” U. S. Dis 
on Fair Trade, however, recog- but “this statute (the McGuire in the ca 
nized the real significance of this Act) would seem to include th2 MacMills 
court action and went into high non-signer provisions of the State court dec 
gear to correct the misimpres- fair trade laws within the immu- legislativ 
CLAY BACKWALL HEATERS sions, nity granted by the Miller-Tydings Congress 
Sizes and styles to suit every prefer-| The confusion arose from the Act.” a7, Act to ¢ 
ence and purse. fact that the New Jersey State Since that decision, there have ling looy 
FIREPLACE FURNISHINGS | Supreme Court ruled on a group of been a number of injunctions re- meant th 
Complete line in all price ranges. Write for’ cases that were “ancient history” straining violations of fair trade the non. 
cotelog. | because they were initiated before _ prices issued by the lower courts once aga 
| the passage of the McGuire Act of New Jersey. In the past week, The se 
CHATTANOOGA IMPLEMENT & | when the Supreme Court’s Schweg- —_ however, one judge of a lower New ling loop 
MACOVASTERING Sour | mann decision was still control- Jersey court refused to grant an York Su] 
Ce eee ee ling. While the New Jersey high injunction to restrain a fair trade cally ref 
SPACE 1119-A, Merchandise Mart, Chicago! court, therefore, held under the violator, while another judge in a In the ca 
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court of the same stature on tue 
same day granted such an injunc- 
tion. Until there is a clear-cut de- 
cision by the New Jersey State 
Supreme Court in a fair trade case 
brought under the McGuire Act, 
different rulings by lower courts 
may be expected. 

In New York, toc, fair trade has 
won the day thus far. The New 
York Appellate Court has upheld 
a lower court ruling granting an 
injunction to Genera] Electric Co. 
against Masters, a discount house. 
This case was important because 
the discount house argued that 
both the New York state fair trade 
law and the McGuire Act were 
unconstitutional. This case may 
yet reach the high court in New 
York and we cannot predict what 
the outcome will be. 


Two Excellent Decisions 


There have been two excellent 
decisions on the controversial 
Wentling loophole stemming from 
a decision of the Third U. S. Cir- 
cuit Court of Appeals. This Went- 
ling decision, in effect, permitted 
mail order houses and other oper- 
ators to defy the fair trade laws 
of their own and other states by 
selling across state lines. When 
the McGuire bill was pending: be- 
fore Congress, there were claims 
that it didn’t cover this Wentling 
loophole. Actually, the McGuire 
bill was carefully designed to plug 
the Wentling gap as well as to 
overcome the Supreme Court’s 
Schwegmann decision. And now 
there are two court decisions hold- 
ing that the McGuire Act does 
cover the Wentling problem. 

The first of these decisions was 
handed down in February by the 
U. S. District Court of Maryland, 
in the case of Sunbeam Corp. vs. 
MacMillan & Sons. This Federal 
court decision, in the light of the 
legislative record, concluded thai 
Congress intended the McGuire 
Act to cover the so-called Went- 
ling loophole and that Congress 
meant the McGuire Act to make 
the non-signer clause effective 
once again. 

The second ruling on the Went- 
ling loophole came from the New 
York Supreme Court, and specifi- 
cally refers to direct mail selling 
In the case of Raxor vs. Goody, the 


HARDWARE AGE, AUGUST 20, 1953 











King Colfon 
Clothesline 


in the ‘NEW Plastic 


zip-string Bag 







Don’t pull your punches 
at the point-of-sale! Get 
this NEW King Cotton 
Clothesline put-up and 
watch your clothesline sales 
increase. Product visibility 
is there! And yet, the line is 
protected from dust, dirt and 
handling deterioration. And 
your customer will like the 
“Zip-String” Bag which can be 
re-used as a clothespin bag, beach 
bag, picnic bag, etc. 





1 The 
King Cotfon 
@ Sash Cord 


Ask ycur jobber for © Gwen Cer 


KING COTTON. 7 Mason's Line 


@ Chalk Line 
° Cotton Rope 











JOHN H. GRAHAM & CO. INC. 


105 DUANE STREET, NEW YORK &, N. Y. 
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New, Improved... 

















BILLIONS OF 
BUBBLES 


LONGER LIFE 


EASY TO 
CLEAN 


SAVES SOAP, 
HOT WATER, TIME 


Non-splashing water for 
faster suds, better rinsing. 
Redesigned with an entirely 
new principle of aeration. 
Produces many more bub- 
bles than old style aerators. 
Removable screen for easy 
cleaning, long wear. Fits 
any standard faucet. Made 
of finest quality rubber, 
rust-proof metal. Beautiful 
colors of red, yellow, green, 
blue. 


Same Low Price 50¢ B J 
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Packed one to col- 
orful counter card. 
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Packed 12 in as- 
sorted colors to 
attractive coun- 
ter card. 
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New York Supreme Court held 
that “the explicit intent of Con- 
gress” was to overcome the Went- 


| ling loophole. 


In addition to the court tri- 
umphs for fair trade, there have 
been hopeful developments with 
respect to the Federal Trade Com- 
mission. 

FTC attorneys, following pas- 
sage of the McGuire Act, brough+ 


| an action against Eastman Kodak 


Co. They maintained that East- 


| man could not fair trade the prod- 


ucts of its own manufacture be- 
cause it operated retail stores in 
various parts of the country. FTC 
attorneys took the position that 
the McGuire Act’s prohibition 
against price agreements among 
competitors barred fair-trading by 
manufacturers who also func- 
tioned as retailers or wholesalers. 
A similar case had been brought 
by the U. 8S. Dept. of Justice 
against McKesson & Robbins, Inc., 
prior to the passage of the Mc- 
Guire Act. 


May Drop Position 


It now appears that the new 
Federal Trade Commission may 
drop this position which FTC at- 
torneys sought to press. In March, 
FTC Examiner Frank Hier, in a 
similar case brought against 
Doubleday Doran & Co., said this 
charge that fair-trading manufac- 
turers with distributor functions 
were violating the McGuire Act 
appeared to be “a strained con- 
struction . . . beyond the intent of 
Congress in enacting the McGuire 
Act.” Examiner Hier dismissed the 
charge. 

During the first year of the Mc- 
Guire Act, substantial victories 
were won for fair trade in the 
New York, Tennessee and New 
Mexico state legislatures where 
efforts proved abortive. 
Temporary setbacks were received 
in Vermont which has never had 
a fair trade law and in Michigan 
where the Michigan State Supreme 
Court had previously held that 
State’s law to be invalid. 

The big question mark for fair 
trade in the coming months, how- 
ever, will be what the U. 8S. Su- 
preme Court does. Will it accept 
the Lilly vs. Schwegmann case for 
review? If so, will the Court then 


uphold the constitutionality of the 
McGuire Act? It seems very likely 
that we will have the answers to 
these questions in the coming 
year. 

This time, the Court will exam- 
ine a Federal law passed by an 
overwhelming vote of both houses 
of Congress on its own merits and 
signed by the President. 

If the U. S. Supreme Court up- 
holds the constitutionality of the 
McGuire Act, we will have a new 
era in fair trade. We must face 
frankly the fact that at the pres- 
ent time, price-chiseling is still 
being carried on by retailers of ail 
sizes. Discount houses are still 
thumbing their noses at the fair 
trade laws. 

If the future of fair trade is 
clarified by a favorable Supreme 
Court decision on the McGuire 
Act, the problem of discount 
houses and price-jugglers will 
dwindle to the vanishing point. 
We can never expect 100 pct ob- 
servance of fair trade any more 
than we can expect 100 pct observ- 
ance of any law. 

The opponents of fair trade 
today are working harder and in 
a more organized fashion than 
ever before to sell their point of 
view to consumers, editors and 
legislators. Actually, those of the 
opponents who conduct businesses 
constitute a small handful of oper- 
ators who want to be able to do as 
they please no matter how much 
this harms the economy. 





Advertises on Highway 


ALTHOFF's | 






HARDWARE ae 
eo 
PAINTS - Wai LPAPER PLUMBING SUPPLIES r 






Black, white and red are the colors 
of this highway advertising sign 
used by Althoff's Hardware of 
McHenry, Ill. Several of these 
easily read units are on highways 
leading into the town. 
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GALVANIZES 














| 








Your Customers Know 


and Buy J&L Ware 


Turnover and profit on the sale of galvanized 
ware are yours when you stock and display 
the J&L line. People know the J&L name— 
they have confidence in its reputation for 
quality and sturdy service. They buy it when 
they see it in your store. 






Galvanized 


J&L Ware is priced to cover the big volume 
market ... and yield a healthy profit to every 
hardware dealer. Your local Hardware 
Jobber can give you complete information 
on prices and deliveries. Call him today—get 
those extra proits with J&L Ware now. 


Jae JONES & LAUGHLIN STEEL CORPORATION 


Container Division 


NEW YORK 17, NEW YORK 


Ware Plants: Toledo, Ohio, and Atlanta, Georgia 
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Fall, which ushers in the holi- 
day season, also brings with it a 
renewed interest in home enter- 
taining which in turn centers the 
housewife’s attention on the prep- 
aration of festive meals. 

This idea provided the inspira- 
tion for an attention-arresting win- 
dow display of culinary tools and 
equipment to J. A. Potter, Jr., own- 
er of Potter’s Hardware at 10935 
Weyburn in Los Angeles. 

As the theme of this display Mr. 


tools for the kitchen 


Build Sales to Women 


Kitchen gadgets and utensils from many countries 






were assembled with American products to make an 
interesting window at California store 


Potter did a take-off on the United 
Nations and showed scores of 
kitchen houseware items under a 
sign that read, “Cook-N-Gadgets 
from Around the World.” 

Most of the cooking gadgets 
were imports from all parts of the 
world but the window also included 
domestic merchandise. 

The kitchen tools were individ- 
ually mounted with the names of 
the items hand lettered in color. 
Each of the individual plaques 


Women stopped to study this diversified display of accessories. 
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were painted with vegetables or 
fruits for which the individual 
tool was designed. 

These individual cards, of hex- 
agonal shape, were then mounted 
on three hinged boards, similar to 
bulletin boards. 

The outer two panels, each mea- 
suring 4 x 6 ft., were slanted 
slightly toward the center panel. 
A total of 30 items were featured 
on the three panels. 

The foreground display was 















































Sar 540 Sag $45 


DELUXE sparkling chrome-plated, FAMOUS budget-priced, chrome-plated STANDARD best-seller step stoo! in 
upholstered step stool featuring curved upholstered stool — a sure fire store after store. Chrome frame 
back and rubber-matted promotion leader! Steps fold expertly finished. Comfortable 





Sag~ $75 












non-slip steps. In red, under seat easily, securely plastic upholstery cleans 
blue, yellow, green, In red, blue, yellow, easily, lasts a lifetime. 
black, and white. green, black, and white. In red, blue, yellow, 





List Price $15.45* List Price $8.95* 


#$70 (same without back) 
List Price $10.95* 


green, black, and white. 
List Price $12.45* 
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WAGON TABLE WITH SHELF is a streamlined DROP LEAF WAGON TABLE makes handy breakfast BATH STOOL in gleaming chrome has a one 
chrome utility table on wheels that doubles nook table as wel!. Laminated piece hardwood seat covered in 
as a modern serving wagon. plastic top is heat and stain colorful plastic. In rose, 
In red, yellow, and resistant. In red, peach, blue, yellow, green, 
grey mother of pearl. yellow and grey black, and white. 
List Price $24.95* | mother of pearl. List Price $6.95* 
List Price 

bles or #15 $27.95* 
divi (same without shelf) 

ividual List Price $17.95*| #120 

(same with shelf) 

of hex- List Price $34.95* 
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Sar All 


HOUSE AND LAWN chair is GILTON’S 
answer to the growing demand 

for outstanding aluminum 

summer furniture at 
@ practical price. 
Weather-proof chairs 
stack neatly to save 
space. Heavy duty 
woven plastic web- 
bing comes in 

color combinations 
of red and yellow, 
blue and yellow, or 
green and yellow. 
List Price 
$14.95* 


Sag~ R3 Sag R7 


HIGH CHAIR has plastic upholstered YOUTH CHAIR means volume sales 
built up seat and back. in the ‘‘too big for high chair, 

Chrome-plated tubular steel too small for adult chair’ 

construction means market. Built up, uphol- 

rock-ribbed safety. stered seat and back. 

In red, blue, yellow, In red, blue, yellow, 
green and grey. green, and grey. 

List Price $18.95* List Price $10.95* 










































= -w oF ALL HANDS POINTTO 7*nws 


THE FASTEST SELLING convenience LINE IN HISTORY! 


,ILTON 


ACTURING CORPORATION 


CHROME METAL 
PRODUCTS OF 
DISTINCTION 



















*Prices slightly higher 
west of the Mississippi 





® 
145-58th STREET, BROOKLYN 20, N. Y 





*3-LEG”’ 


Masons’ ane | Plasterers Tools 






Tuck Pointing 
Trowel 


These trowels will stand out when com- 
pared with any brand. Finest English 
steel, blade and tang are forged from 
one piece of steel, blades are spring 
tempered and perfectly balanced. And 
the price . . . good! 


Ask your jobber for these fine ‘'3-Leg’’ 


+ Trowe’ 
ers ‘ 
reson atel Jools pointing 
Or els $ 
Brick row Sow 


JOHN H. GRAHAM & CO. INC. 


105 DUANE ST . NEW YORK 8, N.Y 
Send for Catalog 102 
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made up of housewares that in- 
cluded an electric corn popper, 
toaster, coffeemaker, clock, skil- 
lets, roasting pans, electric irons, 
roasting racks and cookie sheets. 

Among the other displayed 
items, most of which will be found 
in the well-equipped housewares 
department of a hardware store, 
were: A ravioli and pie cutter, 
butter curler, French fry cutter, 
copper jelly mold, egg topper, 
garlic press, fruit and potato ball- 
er, canape and sandwich cutter, 
shrimp deveiner, cake breaker, 
can and jar opener, butter cutter, 
duplex serving fork, vegetable 
chopper, poultry shears, cheese 
slicer, cocktail strainer, salad set, 
apple sectioner and corer, self- 


pulling corkscrew, baking shell, 
jiggers, vegetable and waffle po- 
tato cutter, corn. slitter, tea 
strainer and wall bottle opener. 

There was also Swedish crystal 
as well as domestic glassware and 
both American and imported din- 
nerware. 

The display was completed 
with the following items: cookie 
presses, cookie sheets, baking 
pans, jelly molds, copper ware, 
steak knife sets, paring knives, 
kitchen knife sets, basters, tender- 
izers, kitchen scoops, can openers, 
kitchen thermometets, cookie jars, 
carving sets, carafes, pepper mills, 
canisters, bread boxes, mixing 
bowls, fruit juicers, mixing spoons 
and the like. 





We Modernized! 


(Continued from page 69) 


enable clerks to work more effi- 
ciently. 

Another recommendations made 
in the report was that sales clerks 
be given the responsibility of op- 
erating and managing specific de- 
partments. 

The survey, with the recommen- 
dations and an overall] plan for a 
modernization program, was sub- 
mitted to the store’s owners for 
their consideration and such ac- 
tion as they desired to take. 

A short time later, Joens called 
upon the wholesaler’s dealer ser- 
vice department to assist them in 
negotiating with a local carpenter 
for the construction of new fix- 
tures. 

The store’s owners also decided 
that they would like to have the 
wholesaler’s trained group of pro- 
fessional merchandisers arrange 
the displays. 

While the fixtures were being 
constructed, the personnel of the 
store, together with Lou Opper- 
man, of Janney’s dealer service 
department, and Dale Whitaker, 
Janney’s salesman for the area, 
made an item-by-item analysis of 
stock on hand. Together, they de- 
veloped a list of items that repre- 
sented the most wanted goods in 
the area served by the store. Items 
in stock but not on this list were 
marked for clearance. Items on the 
list but not in stock were ordered. 


The aim of this effort was to in- 
crease store sales and profits on 
the minimum workable inventory 
investment. 

By the time this stock analysis 
was completed, the fixtures had 
been built and the merchandisers 
had arrived to arrange the dis- 
plays. The amount of space alloted 
to an item was in proportion to its 
potential sales. The grouping of 
the displays was arranged in a 
manner to make it easier for a 
sales clerk to make step-up and 
related item sales. 

To complete the displays, price 
tickets were put on each bin iden- 
tifying the item and selling price. 
This step not only makes it easier 
for the customer to shop, but it 
also makes it easier for the clerk 
to keep stock and maintain an or- 
derly department. 

While the merchandisers were 
arranging the displays, the store 
owners and the wholesaler’: dealer 
service men were working out the 
plans for a “Grand Opening” event 
to capitalize on the store’s mod- 
ernization. 

The advertising program for the 
opening centered around an eye 
catching two page spread in @ 
local newspaper. Reprints of this 
ad were run off on colored paper 
and mailed to all box holders. This 
mailing was necessary in order 
that the sale could start on Thurs- 
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| day morning as the newspaper 
does not get to rural boxes until 
late Friday. 

Additional copies of the reprint 
were used at the store and store 
trims supplied by the whclesaler 
provided interior decorations for 

. ‘he event. 
Greenlee Chisels Front page newspaper stories in 
several newspapers focused added 
attention on the new store opening. 
8 Further publicity for the event re- 
make lasting sulted when a newspaper reviewed 
pt Bal be the history of the Joens store in 
some detail. Congratulatory ads 
| were solicited by the newspaper to 
customers or you: add more attention to the store 

opening. 

Two lines of pennants were 
strung across the main street of 
the town in front of the store. Gas- 
filled balloons floated above the 
pennants. 





Features Address System 





When you sell a Greenzex chisel, you are A public address system was in- 
stalled, with a speaker outdoors 
and another in the store. Music 
and announcements were used 
highest quality . . . carefully balanced... . throughout the sale days. 

Two of the store’s windows were 
filled with specially priced mer- 
its fine-cutting edge. Attractive green chandise. The third window was 
devoted to a teaser prozgiam to 
grip. Available in Socket Butt, Socket pf a Fooeod ae 
Firmer, and Tang Butt types. Sell them in with gifts that would be given 
away on a Tag Day hunt the fol- 
lowing Saturday. Samples of the 
by leading wholesalers. Write for tags were posted in a scattered 
manner over the entire window. 

The plans made for the sale 
were intended to increase the 
tempo each day so that as the 
usual sale crowd would disappear, 
a new group would come in. This 
planning tended to keep a heavy 
and steady crowd in the store 
throughout the sale event. 

On the first day of the sale, the 
special bargains in the two-page 


selling the means to fine workmanship and 


sure satisfaction. Each Green ee chisel is of 


blade is selected tool steel that long retains 





plastic handle provides comfortable, sure 


sets shown below for extra volume! Stocked 


complete information. 











Sets of four GREEN- Sets of three chisels Sets of six or nine | ‘ 

LEE chisels in hard- in metal-edge fibre- chisels in attractive newspaper ad, together with the 
ood board bo: lastic rolls. +m ° 

ae — ee | other publicity the store received, 


brought in a large crowd. 

The attendance was ma:ntained 
| the second day by free roses and 
GRE LEE factory demonstrations of appli- 
| ances. 
| The third day saw more roses 
| and more factory representatives; 


GREENLEE TOOL CO., 1808 Herbert Ave., Rockford, Illinois gas-filled balloons were added for 






holelS Mie) Ba tas 13, | 
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HOME DRILL SETS IN METAL STANDS 


Each set contains ten of the most commonly used 
sizes of Jobbers’ drills (Yis", 564”, %42”, Za", Yo", vee $30.60 


$a", Ho", Yo", F2", Va"). Sets are packaged for oom 
- year-round selling, but when dressed up for 
aper to * Christmas in the new easy slip-on sleeves they will Your Cost 20.40 
> store really attract the seasonal trade. YOUR PROFIT $10.20 


were 
reet of 


POWER AUGER BITS 
Packaged in attractive cardboard boxes with clear Retail 
cellulose covers, these units are even more attrac- Value 
tive to Christmas shoppers when inserted in the oem $33.00 
special W & B sleeve wrapper designed for sea- 
Set No. sonal merchandising. Each set contains a ¥%”", 2”, Your Cost 22.00 


oki H-911 =", %", %", and 1” diameter bit. YOUR PROFIT $11.00 


Music 


HIGH SPEED DRILLS WITH 4” SHANKS 


Set No. hese all purpose drills are contained in a very Retail 
H-62 practical and attractive plastic container. The hinged atte $21.84 
. cover is transparent and can be locked. Insert these . 
drill sets in the holiday sleeves to secure greater 


second 
s filled 2 : ; 
attention and increased sales. Each set includes Your Cost 14.56 


given one: %", Ve", Ye", Ae and V2" diameter drills. youn PROFIT $7.28 


CARBON STEEL DRILLS FOR WOOD—1/,” SHANK 


Drills are contained in same type of case described 

above for High Speed Drills. Carbon Steel drills Value 19.68 
will have unusual appeal to your Christmas traffic aos $19. 
when dressed up for the holidays in the new W & B 

sleeve. Each set consists of one each: %4", He”, Your Cost ~~ 13.12 


Ye", Ze” and V2" wood bit. YOUR PROFIT $6.56 


DEALERS— If your Jobbers do not handle Whitman & Barnes 
products, your orders may be sent us direct and invoice will 


be sent you through our Jobber located nearest to you. 


“ Wlakers of Fine Jools Since 1845" 


WHITMAN & BARNES 


PLYMOUTH, MICHIGAN ” 
NEW YORK « CHICAGO e LOS ANGELES « HOUSTON 
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OUTER 
TUBE 


ONLY H-W 
EXTENSION 
CLOSET 
RODS 


HAVE THESE 


Exclusive 
SALES FEATURES 


New, exclusive, welded 
construction ... vastly 
superior strength and 
sag-resistance give un- 
matched value to H-W 
Extension Closet Rods. 
Beautifully made of 
heavy steel tubing; 
bright zine rust-proof 
plated finish. Meets 
every need for capac- 
ity storage; fast and easy installation. Snug 
telescoping and precision assembly assures easy 
expansion and contraction. Outside tube diam- 
eter, one inch. Large end diameters provide 
maximum hanging security. 


4 sizes ide 18” to 120” expansion. Settee 
pudinmed with screws. 6 rods © ewten . 


Hall-Wessel 





COMPANY 


2116-26 W. Nicholas St., Philadelphia 21, Pa, 
Canadian Sales Agents: Geo. S. Hall & Co. 
25 Grenville St., Toronto 1 


FREE CATALOG WaNteD By: 


NAME 
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Joens Hardware Officially Re-Open for thins 














this 
day opening sale period is now in 
progress. 
Personnel at the store is pictured 
here as follows, from left: 





Art Minnihan, who handles gas/ Greene county 
and appliance deliveries for the/ servation 
store. 


Dick Orris, a partner in the busi- 
ness for the past three years. Prior 


engineer with Janney-Semple-Hill attend. 
Company, hardware wholesalers of 





Emil Joens founder ot the store 
back in 1928 and active in its man- 


Jake Delp, serviceman for the 


store. 

Jim Parr, associated with the 
store since March 1946 and a part- 
ner in the business for the past 
three years. 

Irl Grauer, who is in charge of 
the farm hardware and paint de- 
partments. 








youngsters. Pancakes and coffee 
were also served throughout the 
day. 

Throughout the week, new fac- 
tory displays were set up each day 
to attract shoppers to the newest 
models in appliances, pumps, tools, 
painting equipment, etc. 

Four different cooking schools 
were conducted the second week, 
with free coffee, cookies and other 
tidbits given to everyone visiting 
the store. 

Additional newspaper publicity 
resulted the second week when the 
local paper used photos of the 
Mayor cutting the ribbon when 
the store was officially opened the 
previous week. A photo of people 
eating pancakes in the store was 
used on another page of the paper. 

A full page follow-up ad by the 
store featured the Tag Day event. 
Tag Day and the Saturday cook- 
ing demonstration ended the offi- 
cial opening sales event of Joens 
Hardware. Everyone visiting the 





» posse esos" $C§ Cooperator Banquet Will Be |»: 
Held Here Next Thursday Evening | =." 


‘ 
Ticket sales for the first annualyefter speakers in his field. He is a Chest. a: 
Soil Con-| personal friend of Harry Glawe,| miaget 
banquet, to be held at the/Dana farmer and newly-appointed| ..- 
Methodist church in Jefferson at/ assistant district soil conservation 
Dorothy Lee, who is in charge of/¢:30 next Thuraday evening, are| commissioner, who arranged for his 
the houseware and gift depart-/ going well, Prancis Beyers, SCS appearance here. 
ments. conservationist said today. 
Tickets have been mailed to ail 
cooperators in the district and are 
to that he was a salesman for the) avaiable at the SCS office or the 
Paxton-Gallagher company out of] J rension office in Jefferson and 


families in the area are urged to 


Speaker of the evening will be 
Tillman Bubenzer, 
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Tickets should be purchased with- 










Local newspaper stories 
focused attention on the 
remodeled store. 


store on Saturday received a 4-in. 
lapel tag carrying the same Bell 
Ringer slogan that appeared in the 
opening ad. Across the face of the 
tag was the sentence, “Joens Hard- 
ware —watch your pumber and 
come in for a free gift.” 

Each tag had a number on it. 
When a visitor found someone else 
with the same number, and ro pur- 
chases were required, both re- 
turned to the store and selected a 
gift from the Tag Day window. 

The modernization project was 
a lot of work, but the owners of 
Joens Hardware are convinced that 
it was well worth the effort. Sales 
volume during the reopening sale 
was extremely high and remained 
high for about six weeks after the 
opening. Since then sales have 
been averaging 25 pct above ex- 
perience prior to the moderniza- 
tion. This increase, it is pointed 
out, has been achieved in a smaller 
selling area than was used pre- 
viously. 
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GERITY CHROM 
beautifully 
DISPLAYED 


The 
Newport 


i. Lint 


aes ea 











rom om @ CERES S eis 





Get your FREE Gerity display boards 
NOW! These sales-making boards cost 
you nothing! You pay only for the 
chrome accessories on the board. Watch 
the PROFITS skyrocket when you display 
these sensational sales-getters! 


LIFETIME CHROME 





GERITY-MICHIGAN 





FITS! 


Gerity’s chrome accessories carry the 
famous Lifetime Chrome guarantee. 
They’re easy to install with the Gerity 
self-centering back plate — concealed 
screws. Highest quality! Call your Gerity 
supplier today! 


CORPORATION 


10 South Superior Street ¢ Toledo, Ohio 
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Glamorene. 


Best-Selling RUG CLEANER 





Gee NON 07 

* Guaranteed by > 

Good Housekeeping 
* 


22745 avveaniseo WS 


Ti yw with BIG Fall 
smash hit advertising campaign 
coast-to-coast on a local level 


* Magazines, TV, Radio, 
Sunday Supplements 





* Merchandising Promotions 


* Sensational selling programs that will 
send customers right into your store 
ust *LIST 









































STYLE SIZE PACK WEIGHT per Case Each 

PRICE Handy Qt. 1 Doz. 36 Lbs. $15.48 $1.29 

LIST Regular | 1/2Gal. | 1/2 Doz. | 34 Lbs. 13.74 2.29 

Economy | Gal. 1/3 Doz. | 41 Lbs. 15.16 3.79 

*FAIR TRADE PRICE BRUSHES: 1 Doz. 16 Lbs. 15.00 1.25 
PROTECTED 1-Piece—242” Trim—Block—8” x 21/2”—Screw Type Handle 

2-Piece—212” Trim—Block—7” x 242”—2-piece Handie—ind. Boxes 
Prices are Delivered Terms 2% 10 days, net 30 “Fair Trade—Price Protected 














GLAMORENE, Inc., 10 East 44th Street, New York 17, N. Y. 
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ANTM ARaRR 
Letters to the Editor 
IO a ool ola 


Stock Control 


Dear Sir: 

We read in the last issue of 
HARDWARE AGE an article concern- 
ing stock control. Could you recom- 
mend a system that would be suit- 
able for our store? We carry hard- 
ware, housewares, small electrical 
appliances, wheeled goods and some 
| sporting goods. Our gross volume 
at the present time is approximate- 
ly $50,000. Thanking you in ad- 
vance, we remain, 

Very truly yours, 
T. A. Mooney 
West State Hardware, Inc., 
512 W. State St., 
Olean, N. Y. 





Editor’s Note: It is difficult to 
recommend a stock control system 
without being familiar with the de- 
tails of your operation. However, 
we are enclosing several tear sheets 
which describe stock control meth- 
ods used by various dealers. You 
may be able to select a system from 
these pages that will fit your re- 
quirements. 

We believe that the New York 
State Retail Hardware _ Associa- 
tion also has a very excellent stock 
control system available. Many 
wholesalers are also in a position 
to be of assistance, and we suggest 
you contact your suppliers to de- 
termine the aid they can render. 

It is also possible to purchase 
stock control forms from such or- 
ganizations as International Busi- 
mess Machines and Remington- 
Rand, etc. 


Bean Guessing 
Dear Sir: 

We have an idea and humbly beg 
your advice. It is not a new idea, 
far from it, but the manner in 
which it is to be carried out is not 
entirely clear. 

We desire to give something 
away free, probably a small elec- 
trical appliance, as a means of pro- 
moting additional traffic in our 
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store. We would like to hold some 
kind of. contest and at a later date 
give the prize to the winner. We 
thought of filling a bowl with jelly 
beans and the one with the nearest 
correct count would be the winner. 
Would it not be easy for some one 
to weigh a pound of the same beans 
at home, count the pound and so be 
almost correct? 

This sort of thing is new to us, 
but we believe the idea is sound. 
The jelly bean thought was just to 
let you know what we had in mind. 
Will you please give us a little of 
your experience and give us some 
good ideas, mainly how to plan, con- 
duct and carry them out? 

Sincerely yours, 
Samuel Bazen 
Bazen’s, 
7189 Holabird Ave., 
Dundalk 22, Md. 





Editor’s Note: The guessing 
game is used rather extensively, 
and despite the number of times 
that it is used, it still has a certain 
amount of attraction. Since you 
wouldn’t like anyone to know the 
weight of the beans that are put 
in the jar, weighing out a pound 
would not necessarily give them 
the answer. I think you would want 
to put a lot more than a pound of 
beans in a jar to make the contest 
more difficult. It is also true that 
each pound of beans will not con- 
tain the same exact number. In 
some instances some kind of an 
object has been buried inside the 
jar to make the guessing more 
difficult. If you do this, I think you 
should be fair with your customers 
and warn them that the jar does 
not contain a solid assortment of 
beans. 

It would also be desirable that 
you make available duplicate prizes 
in the event of a tie. In addition, 
if you do any promotion work using 
the mails, be sure you check with 
your local post office concerning the 
local regulations for sending infor- 
mation about contests through the 


mails. 
¥* * * 


Bolt Prices 
Dear Sir: 

Kindly advise if you can furnish 
a bolt list with retail prices of car- 
riage and machine bolts. If not, 





@ Amazing shampoo-type 
cleaner...a concentrate. 


@ Sparkling aquamarine 
solution whips into fast- 
acting detergent foam. 


® Beautifully packaged to 
sell on sight, handy-to- 
use flask-type bottle. 


weet ie o 
S” Guaren eed by > 






Good Housekeeping 
ors aoveanste 

















@ Slated for fast sales at mee ae A 
all housewares counters! = Strico Uist Pale Trade Ribedied on 
Style | ig | pock | Weight | Uist | 
@ Priced right for quick No. ? Each 
turnover, bigger profits. | gy.p | Pint | 12 | 27 Ibs. | 15.48 | 1.29 
Backed by the sales-get- 
ting Glamorene name. GU-Q | Quart 6 | 24lbs. | 13.74 | 2.29 


























Use this Handy Display Rack for the New 
Glamorene Upholstery Cleaner and fa- 
mous Glamorene Rug Cleaner and cash in 
on this Double Profit-Making Team! 


Write for details on how to get this $15.00 
value rack. 


Glamorene 
RUG CLEANER + FOAM UPHOLSTERY CLEANER 


ORDER FROM YOUR JOBBER TODAY 
GLAMORENE, Inc. 10 East 44th Street, New York 17,N.Y. 
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The Merit Mark of 


Door Holding Devices 


CORPORATION 


rue GLYNN- JOHNSON WAM 


is your assurance o 


CustmiZaedd 


SECURITY DOOR HOLDER 











DOME TYPE 
DOOR BUMPER 


PLUNGER TYPE 
DOOR HOLDER 





Gilynn-Johnson offers a com- 
plete line of Door Holding De- 
vices of the very highest caliber. 
Skillfully designed and sturdily 
constructed, Glynn-Johnson 
products have proved com- 
pletely dependable and highly 
practical in many thousands of 
installations. You can be sure 
that your Glynn-Johnson cus- 
tomers will be... satisfied 


customers. 


DOOR HOLDER 
AND BUMPER 











ORDER FROM YOUR JOBBER 


GLYNN-JOHNSON CORPORATION 


4422 North Ravenswood Avenue 


Chicago 40, Illinois 


Yon 
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ZU RRRANIN NIRA ANRNOMNTOR 
Letters to the Editor 


JAAAAITTITTUIDS 


advise if you know of a bolt manu- 
facturer who might supply a list 
of this kind. 
Very truly yours, 

Henry J. Voegtly 
Fort Pitt Hardware Co., 
807 Liberty Ave., 
Pittsburgh 22, Pa. 


Editor’s Note: The best source 
for a list of retail prices of car- 
riage and machine bolts would be 
your principal supplier. Since most 
manufacturers prepare very com- 
plete and elaborate price lists, we 
would certainly recommend your 
writing directly to them. 


* * * 


Standard Ad Mats? 


Because of the advertising matter 
furnished the hardware retailer, it 
is impossible for him to make up an 
attractive ad showing several lines. 
All of the mats are of different 
sizes and many of them carry too 
much reading matter. 

It would be a worthwhile idea, 
we think, if our hardware manu- 
facturers would provide uniform 
size and styles of mats and cuts for 
newspaper advertising. With these 
they could supply a sheet with 
suggested copy. 

This will enable the dealer to 
make up an attractive ad, with copy 
most suitable for his trade and have 
his ad look attractive rather than 
just a mess. 

We suggest cuts like those used 
in the Life toy issue. We think that 
by so doing, more dealers will use 
this help and their ads will be more 
readable. 

Yours truly, 
K. M. Haugen, 
President 
Schlafer’s 
115 West College Avenue 
Appleton, Wis. 





Editor’s Note: Many readers have 
suggested this would be a worth- 
while procedure. What do manufac- 
turers think of it? 
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THE FERRY CAP & SET SCREW CO. 


2163 SCRANTON ROAD e 











“SHINYHEADS” 
America’s Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished ones head cap screws— 
bright finish. Heads machined top 

bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 90,000 p.s.i. 
Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size —not machined, Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise specifie 
with flat and chamfered machined 
ae Nut end, oval point. Land 
tween threads shiny, bright, 
mirror finish. Carried in stock. 


* 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — eee ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process. 


e CLEVELAND 13, OHIO 


““HI-CARBS” 

Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 

E Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in gugeacion 
Cup Point Set Screws by the col 
ups rocess. Cup points machine 
pa mel Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve om t adjusting screws — 
Henages ead style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


- 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Seoumes in various 
head shapes, oil holes and 
grooves o' no kinds, and flats 
accurately mill 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Steel in- 

—_ — steel cover Finish : plain, 
c plated, cadmium plated. Size 

g/16", 3/4”,15/16" across the flats, 


Tapped 1/4" to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 








Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 











HARDWARE AGE, AUGUST 20, 1953 













TANDARDS 


carried by 
LEADING 
DISTRIBUTORS 





+ 
SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATIONS 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 
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SALES 
p EASY \ 
reasieh pROFt 






GRC CAP NUTS 








Attractive, bright finish 


/ | © RUSTPROOF 
we | © DEPENDABLE 
¢ DURABLE 





OO ee WING NUTS 


Exclusive, finger-grip 
design; easy to as- 
semble, disassem- 
ble; brightly finished; 
clean threads. 

















For faster volume selling . . . 
GRC exclusive die cast Wing 
Nuts and Cap Nuts in fast sell- 
ing display assortments—packed 
four popular sizes to box! 


Also available in bulk in all 
commercial finishes. 





Write today for 
samples and prices 





161 Beechwood Ave., New Rochelle, N. Y. 
NEw Rochelle 3-8600 
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| Color Ads Sell Paint 


Like many other hardware deal- 
| ers, E. J. Rea of Rea’s Hardware at 
| 1220 Hermosa Ave. in Hermosa 
Beach, Calif., believes in selling 
paint by featuring color whenever 
possible. 

| Mr. Rea has used color in news- 
paper ads to emphasize the fact 
that his paint department has “408 
beautiful colors by Old Colony.” 
An ad occupying six full columns 
had an arch in green with the 
words, “Color Magic” in white. 
Color blocks of five different shades 
of green were shown together with 
a list of 132 shades of green the 
store can provide. A drawing of a 
genie carried out the magic theme 
in the ad. 

On another occasion the fact that 

58 shades of blue were available 
was emphasized in a full five-column 
ad with blue illustration of the 
same genie and a listing of the 
blue shades offered. 


Promoted Paint Party 


One of the firm’s color ads in the 
Redondo Beach Daily Breeze some 
months ago promoted a three-day 
Spring Paint Party offering special 
prices on seven paint and accessory 
items and participation in a draw- 
ing for $40 worth of paint. People 
participating in the drawing were 
not required to make any purchase, 
but did have to register their names 
and addresses. 

In addition to stressing the va- 


rieties of color offered, Mr. Rea’s | 


ads offer budget plan payments as 
another indueement to purchase 
paint. His “paint now, pay later” 
ads tell customers that they may 
buy their paint and related items 
on 30 or 90-day plans, without 
service charges, or on a six-month 
budget plan with a small service 
charge. 


Fall Festival 


When merchants held a Fall Fes- 
tival at Stanley, Iowa, in the school 
auditorium, they also arranged for 
an educational and music program. 


Teachers were in their classrooms | 


BRING DOWN THE 
HIGH SPOTS 





UTILITY STOOL 
Duo Holds 500 Ibs... . - 


weighs only 44% Ibs. 
py for hundreds of 
uses for every room in 
the house. Has gleaming 
tubular steel legs, 1%” 
Bil thick steel platform cov- 

ered with skid-proof 
ribbed rubber. Non-skid 






non-marking, rubber feet. 
Platform trim in choice 
) of colors. Height 1014”. 

same f tip-proof and 
slip-proof. 


BUCKLEY 


MANUFACTURING COMPANY 
4225 W. Lake St., Chicago, Ill. 








WW COMPLETE 
ENSEMBLE 








ENSEMBLE AS-193 


CURTAIN SCREEN, 
ANDIRONS and FIRE TOOLS 





ORDER IMMEDIATELY! 


at certain hours to talk with any | @ 


parents who cared to drop in for | 


personal conferences about their 
| children. 
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COUNSELOR 
mS Calls. 


<<“ rain! or 
S Guaranteed by 
‘Good Housekeeping 


#0; > 
245 aovenristd 
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COUNSELO” 


ANNOUNCES THE BIGGEST 
NATIONAL ADVERTISING 


CAMPAIGN IN SCALE HISTORY! 





INCLUDING 


FULL PAGE, 2-COLOR ADVERTISEMENT 
The Saturday Evening 


POST _. 


Denver, West, 50c¢ higher 











DECEMBER 
12th) | 
ISSUE | 


: SATURDAY EVENING POST 


HOUSE BEAUTIFUL 


NOVEMBER 28 NOVEMBER 
Half-Page in Color Full Column 
LIFE DECEMBER 
Half-Page in Color 
NOVEMBER 23 
Half-Page in Color SUNSET 
DECEMBER 7 NOVEMBER 
Half-Page in Color Full Column 
DECEMBER 
BETTER HOMES & GARDENS Page in Color 
NOVEMBER 
Full Column GOOD HOUSEKEEPING 
DECEMBER NOVEMBER 
Half-Page in Color Full Column 


THE BREARLEY COMPANY, ROCKFORD, ILLINOIS 


DECEMBER 
2-Columns in Color 
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co. 
HAGAR HARDWARE & PAINT 


BURLINGTON, VT 
PETTINGE 
LL s 
Camenione LY COMPANy 
. MASs. 


COLUMBUS 15, OHIO 


Woodward, Wight 5 @2. 
JOHN J. GETREU ‘ns SON INC. Gee 


Pe Ge 


’ 
ct 
sae 
a® 


New ORLEANS 9, US. A, 


» oWete : amie SUPPLY 
& 


STaurrrg E ay REE fe) lila Anus, INC. 
e LS 4 
ocnoellkopt ox o —_ hohe an &Co, 
The ailas2 Jexa> ge Y ut 
; a HARDWARE & METAL COMPAN qwholesalers 
o™ : ave” NION Los ANGELES 54, CALIFORNIA at MINN. 


pone 
DUTTON-LAINSON COMPANY 


HASTINGS, NEBRASKA 


PEDEN JROW & STEEL 0, 


Houston 1 Texas C 
pRE 
prev warn” 
ps Ww wR eTown = 


b.H.SMy] TH 


Cc ‘NONSBURC PA 


’ ING. 


BLATT DISTRIBUTING £0. 


OHIO VAtiey —_ 
HAR P 
evans & ROOFING CO. a — 





Los ANGELES 21, LaLir. 





BLISH, MIZE & SILLIMAN HARDWARE 9, 





“ANye, POSTON 16, wags PANY, Ine company Atchison, Kansas 
. pw ARE co. 
Me, OVER + 0 BANNER HARDWARE DISTRIBUTING 
We, °&, 20 wns _— 
Moy cs UNITED STATES HARDWARE & Papen op 
2 4iny, ro) ; Wp. (08 ance ei en . 
: L) DINKINS-DAVIDSON HARDWARE Co. ton TH 
Cc 4n é ‘ Mp 
Y 1LAM, IN 1 ta ATLANTA 3.Ga. ‘ oo On ; 4 
RAILE VAM, FLAS HE Lee H HIGEIN ek 0up, 
s WARE © *ITUAM PEARLSToy en C0. 
ALINA K SAs oO Darras E ARDWARE $s 
HALL WHOLESALE COMPANY, INC Texas Co 


Dolhas, Seeas 


Special 5 and 1 Assortment 





5 1469 Toasters @ $10.62 each = $53.10 
1 1469 Toaster 50% off List = 7.98 
Your Cost 61.08 

Your Selling Price 95.70 


Your Profit 
Proctor Electric Co. 


3rd & Hunting Park Ave., Philadelphia 40, Penna. 
Please have my Proctor Distributor. 

















send me Special 1469 5 and 1 Assortments. 
Name 
Address 
City State 
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PHOENIX -- ARIZONA 


TRANS WEST DISTRIBUTORS 


. Po, 
Snap; EI i ay, TO». 


“ SALT LAKE CITY, UTAH 

| ane & 

UW ao’ 
! mpenty Times Honwmne Come apc WT a 
> 4G e a 4 
P oc hrs a® = 
| Pee ; 
Notes 

| loin Bete W.H.Rictanoson Co, 
! Vinny, ’ Rn, Con AUSTIN, Texas 

| 

i 

| 

| 
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Bost Buy 


Guaranteed to Outperform Toasters Costing 3 More 
So Why Pay $10 More... 


PROCTOR 


Oat Peltolms 


VU ANY Color Toast from ANY 
kind of bread at ANY time. Even 
reheat cold toast without chang- 
ing its color. Toast 1 slice or 2. 







PROCTOR 


it Volues 


Famous reliable Proctor mechan- 
ism. Snap-out crumb tray. Heavy 
chrome finish. Classic beauty of 








PROCTOR PROCTOR 
VOut Colle Deluxe 
Priced to move fast. Built to last. TOASTE 8 


Designed to get the ‘buy-eye” 
from customers. A sales record 
breaker in practically every ma- 
jor city in the U.S. 


Model 1469 


Isn’t it time you started selling 


RETAIL PRICE 


the toaster your customers are buying? $] 5 95 


SEE US... 
AND GET SET FOR SALES 


¢ APPLIANCE yy, 


ant ME YO <0? 
e U CAN 


Proctor Electric Company, 3rd & Hunting Park Ave., Philadelphia 40, Pa. 
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Bassick 
«GLUES 


RuseER cusHioN GLIOES 
Gee big EV 


FEEL THE OU FERENCES 


Bassick 









Counter Display 
(No. HD-12CD) 
5” x 11%" 


Also available as 
Wall Display 
(No. HD-12WD) 


MOVE FASTER 


with new 
TRY-IT-YOURSELF DISPLAY 


e This ingenious new display invites 
a shopper to see for himself how well 
Bassick Rubber-Cushion Glides 
work. He simply slides each end of a 
piece of wooden furniture leg over a 
square of carpeting. A Bassick Glide 
is inserted in one end; the other is 
bare. In no time at all he’s sure that 
smooth-sliding Bassick Glides make 
it much easier to move chairs, sofas 
and other furniture without harming 
carpets or floors. A salesman couldn’t 
do more! 


YOURS WITH EACH SPECIAL 
GLIDE PACKAGE 


e Your choice of wall or counter 

glide display —at no cost to you— 

containing 52 sets of most popular 

Bassick glides (retail value $23.70). 
Get in touch with 
your Bassick dis- 
tributor. 

THE BassicK COMPANY, 


Bridgeport 2, Conn. In 
» Canada: Belleville, Ont. 


SEAN (C 4 





A DIVISION OF 
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1953 


September 
7-12 Hardware Golf Assn. Tournament 
13-15 Yadgi & Co. Trade Show 


October 

4- 7 Builders’ Hardware Exposition 

5- 8 Fishing & Hunting Show 
(Div. Nat. Hardware Show } 

5- 9 National Hardware Show 

11-14 Hardware Convention of: 
American Hardware Mfrs. Assn. 
National Wholesale Hardware Assn. 

19-23 Safety Congress & Exposition 

20-22 Packaging & Materials Handling 


Show 


November 
8-10 Pac. Northwest Hdwe. Convention 
12-14 Montana Hardware Convention 


1954 


January 
12-14 Garden Supply Show (Chicago) 
14-21 Housewares & Appliance Show 
17-20 Nat. Sporting Goods Show 
18-20 Western Hardware Show 
19-21 Minnesota Hardware Show 
24-26 Intermountain Hardware Show 
25-27 Texas Hardware Show 
26-28 Indiana Hardware Show 
26-28 Mountain States Hdwe. Convention 
26-28 No. Dakota Hardware Convention 
31-Feb. 2 North Coast Hardware Show 





Convention Check List 


For complete details about the conventions listed by dates below, see 
the alphabetical listings following this quick check list. 


Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 








February 
2- 4 Garden Supply Show (New York) 


2- 4 Kentucky Hardware Show 
2- 4 Wisconsin Hardware Show 
2- 4 Oklahoma Hardware Show 
6-14 Detroit Sportsmen's Show 
7-10 California Hardware Show 
7-10 Virginia Hardware Show 
8- 9 Tri-State Hardware Show 
8-11 Ohio Hardware Show 
9-10 lowa Hardware Show 

10 Connecticut Hdwe. Convention 
14-15 Arkansas Hardware Show 


16-17 Pacific Southwest Hdwe. Show 
16-18 Michigan Hardware Show 
16-18 Nebraska Hardware Show 
16-18 New York Hardware Show 
16-18 Michigan Hdwe. Assn. 

21-23 Tennessee Hardware Convention 
22-24 New England Hardware Show 
22-24 West Virginia Hdwe. Show 
23-25 Carolinas Hardware Show 
23-25 Illinois Hardware Show 

23-25 Missouri Hardware Show 


March 
2- 4 Penn. & Atlantic Sbd. Hdwe. Show 
13-21 New England Sportsmen's Show 


April 


6- 8 So. Dakota Hardware Show 


May 
17-19 Industrial Supply Convention 


June 
17-19 Texas Wholesale Hdwe. Assn. & 
Texas Hardware Boosters Club 











National Events 


American Hardware Manufacturers 
Assn., annual joint convention with 
the National Wholesale Hardware 
Assn., Oct. 11-14 at Atlantic City, 
N. J. Convention headquarters, 
Marlborough-Blenheim Hotel. Con- 


ference Booth Plan at Convention 
Hall. Arthur L. Faubel is secretary- 
treasurer of the manufacturers’ as- 
sociation with headquarters at 342 
Madison Ave., New York 17, N. Y. 
Thomas A. Fernley, Jr., is executive 
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Order No. 


2 M300 Mops 
2 M101 Mops 
12 jars 148 Mir 
M109B Sque 
Brush 

M207 Toi-La 
M107 Bathtu 
M10 Soap B 
38 Wiping C 
MI1O6N Rour 
M215 Bath E 
M205 Flat D 
M102 Refills 
M41 Refills 
M45 Refills 
Steel Display 
M450 Mops 
for cost of ca 
Free Bonus M 
(M450 doub 
can be purct 
Ya dozen or 
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Here’s the 
Minute 

Mop 

Assortment 

that will clean 
up for you! 
Order No. M454B 


M300 Mops 

M101 Mops 

jars 148 Minute Lusto 
M109B Squeegee Window 
Brush 

M207 Toi-La-Kleen 

M107 Bathtub Brush 

M10 Soap Bank 

38 Wiping Cloth 

M106N Round Dish Mop 
M215 Bath Brush 

M205 Flat Dish Mop 

M102 Refills 

M41 Refills 

M45 Refills 

Steel Display Rack in Orange 
M450 Mops [included FREE Pay 
for cost of case when sold) 
Free Bonus M450 Mop 
(M450 double header Mops 
can be purchased separately in 
Ya dozen or dozen pack!) 





— —_ 
wnnn 


BK WWWOoOooenoaww 


= 

















To tie in with the big IRHA 
Life Magazine promotion, Ekco has put to- 
gether a complete assortment of Minute Mops 
—cleaning brushes, wiping cloths, soap banks 
and the new mop sensation of 1953—the Dou- 
ble Header Minute Mop! (No. M450). The as- 
sortment includes every housecleaning aid a 


a 


HERE’S WHAT YOU GET FREE 
WITH EACH ASSORTMENT 


PERMANENT DISPLAY CASE... we give you 4 M450 
mops, which when sold pay for the cost of the case. 









ie 


woman needs. It's a complete cellulose sponge line 
offered to you in exciting new packages designed 
by Raymond Loewy, with free extra merchandise 
and free merchandising material to help you 
really clean up during the 1953 IRHA promotion! 
Put in your order and make your plans now! 


“ 


HEADER MOP 
. . « swell your 
profits with this 
free $4.95 re- 
tail mop. 








Order today! 





Featured in Life’s IRHA Promotion! 
OCTOBER 5th EDITION 

Your business will feel IRHA's Do-I/t- 

Yourself promotion! And Ekco's new 

Double Header Minute Mop, special 

offer can give you a real extra profit! 








® 


Jee ... the greatest name in housewares 


EKCO PRODUCTS COMPANY, Chicago 39, illinois” 


Also sold in Canada by Ekco Products Company (Canada) Ltd., Toronto 
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THE SHELSY SPRING HINGE COMPANY 
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Adjustable to space size 


Shelby's small space Counter Display 
brings Closet Hanger Bars out in the 
Open so customers can picture the 
convenience for their own homes. 
They sell on sight! 


Shelby Closet Hanger Bars are space 
savers—keep closets and clothing 
neat and accessible. They're built to 
last—four screws quickly install them, 
ready for use. 


Four sizes, from 18” to 126”. Get 
them from your jobber. 


THE SHELBY SPRING HINGE CO. 
SHELBY, OHIO 








VY van, Wy 
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| Hardware Golf Assn. 


secretary of the wholesalers’ asso- 
ciation with headquarters at 1900 
Arch St., Philadelphia, Pa. 


| Garden Supply Shows (National) late 


in October, 1953, on the West Coast; 
Jan. 12-14, 1954, at the Hotel Sher- 
man, Chicago, and Feb. 2-4, 1954, 
at the 71st Infantry Regiment Ar- 
mory, Park Ave. and 34th St., New 
York City. Sponsored by the Na- 
tional Garden Supply Marketing 
Bureau, 1901 St. Paul St., Balti- 
more, Md. George E. Perry, direc- 
tor. 


Tournament, 
Sept. 7-12 at the Broadmoor, Colo- 
rado Springs, Colo. Actual days of 
the Tournament are Sept. 9-11. 
Sponsored by the Hardware Golf 
Assn. Secretary, William J. Shaw, 
4415 W. 72 Terrace, Prairie Vil- 
lage 15, Kan. Reservations should 
be made directly to the Broadmoor. 


Industrial Packaging and Materials 


Handling Exposition, Oct. 20-22 at 
Boston, Mass. Sponsored by the 
Society of Industrial Packaging and 
Materials Handling Engineers. 


| Industrial Supply Convention, May 


Ym ——— oy | 


17-19 at New York City. Sessions 
at the Waldorf-Astoria Hotel. Con- 
ference Booth Program at Madison 
Square Garden. Sponsored by the 
American Supply and Machinery 
Manufacturers’ Assn., 814 Clark 
Bldg., Pittsburgh 22, R. Kennedy 
Hanson, general manager; the Na- 
tional Industrial Distributors’ Assn., 
1900 Arch St., Philadelphia 3, Pa., 
H. R. Rinehart, executive secretary; 
and the Southern Industrial Distri- 
butors’ Assn., 712 Volunteer Bldg., 
Atlanta, Ga., E. L. Pugh, secretary- 
treasurer. 


~_ e 


National Builders’ Hardware Exposi- 


tion, Oct. 4-7, 1953, at the Audi- 
torium, Cleveland, Ohio. Sponsored 
by the National Contract Hardware 
Assn., John R. Schoemer, managing 
director, and the American Society 
of Architectural Consultants. W. A. 
Mathewson, executive secretary. 
Administrative offices of both 


groups, 420 Madison Ave., New 


York 17, N. Y. 


National Hardware Show, Oct. 5-9 at 
Grand Central Palace, New York 
City. Fishing and Hunting Division 
of National Hardware Show to be 
held at 71st Regiment Armory, 34th 
St. and Park Ave., New York, Oct. 
5-8. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York City. Frank Yeager, di- 
rector. 


National Housewares and Home Ap- 


pliance Show, Jan. 14-21 at the 
Navy Pier, Chicago. Sponsored by 
the National Housewares Manufac- 
turers Assn., 1140 Merchandise 
Mart, Chicago 54. A. W. Budden- 
berg, executive secretary. 


National Wholesale Hardware Assn., 


annual joint convention with the 
American Hardware Manufacturers 
Assn., Oct. 11-14 at Atlantic City, 
N. J. Convention headquarters, 
Marlborough-Blenheim Hotel, Con- 
ference Booth Plan, at Convention 
Hall. Thomas A. Fernley, Jr., is 
executive secretary of the whole- 
salers’ association with headquar- 
ters at 1900 Arch St., Philadelphia, 
Pa. Arthur L. Faubel is secretary- 
treasurer of the manufacturers’ as- 
sociation with headquarters at 342 
Madison Ave., New York 17, N. Y. 


Safety Exposition, 41st National Safe- 


ty Congress and Exposition, Oct. 
19-23 at Chicago. Industrial and 
home safety sessions at Conrad 
Hilton Hotel; commercial 
and transit safety sessions at La- 
Salle Hotel; farm safety sessions 
at the Palmer House; school safety 
sessions at the Morrison Hotel. 
Sponsored by the National Safety 
Council, 435 N. Michigan Ave., Chi- 
cago 11. 


Sporting Goods Show and Convention 


(National), Jan. 17-20, 1954, at the 
Morrison Hotel, Chicago. Sponsored 
by the National Sporting Goods 
Assn., 1 North La Salle St., Chicago 
2. Secretary, G. Marvit Shutt. 


Regional Events 


Sports Shows—New England Sports- 


men’s and Boat Show, Feb. 6-14 at 
the Mechanics Bldg., Boston, Mass. 
Detroit Congress Sportsmen’s Show, 
March 18-21 at the State Fair- 
grounds, Detroit, Mich. 


Hardware Boosters Club, June 17-19 
at Galveston. Secretary-treasurer, 
Howard Weddington, 1427 National 
City Bank Bldg., Dallas. 


Yadgi & Co. annual fall show, Sept. 


13-15. Company headquarters, 1441 
Okie St., N. E., Washington, D. C. 
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SELL DOWFLAKE TO PREVENT 
COSTLY HUMIDITY DAMAGE 


There is a ready market for DOWFLAKE, the chemical 


that dries air in basement storage areas 





In warm weather most people find that high humidity 
makes basements damp, unsuitable for storage of many 
types. By using Dowflake® (Dow calcium chloride 
77-80%), basement area can be turned into useful 
space for winter clothes, sleds, skis, skates, tools, any- 
thing that has to be stored in a moisture-free room. 


Dowflake, placed in an inexpensive dehumidification 
unit, absorbs the moisture out of the air rapidly, 
economically and safely. It reduces damaging mildew 
and corrosion that results from high humidity. 


you can depend on DOW CHEMICALS 
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The big Dowflake market will mean greater store 
traffic and higher sales for you. And don’t forget your 
suburban customers and vacationers. They represent 
a big potential for Dowflake dust control on unpaved 
drives and roads. 


Contact your distributor today and stock up on 25- 


pound bags of Dowflake as well as some dehumidifying 
units. Also obtain the many display and promotional 
pieces he has that are designed to help you sell. THE 
DOW CHEMICAL COMPANY, Midland, Michigan. 
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Soll the best... 
UPSON- 


WALTON 


fackle blocks 


HIGHER SAFE 

WORKING 

LOADS (at no cost!) 
with Upson-Walton wood 
shell and oval steel manila 
rope blocks, because of their 
flattened steel hooks. HAND- 
SOME green enameled steel 
parts; clear lacquered, mar 
resistant, hardwood shells. 





@ Upson-Walton blocks 
are sold nationally 
through selected dis- 
tributors. Write for 

free catalog. 





THE UPSON-WALTON COMPANY 
12500 ELMWOOD AVENUE + CLEVELAND I, OHIO 
New York © Chicago Pittsburgh 


YOU CAN DEPEND ON UPSON-WALTON’S LONG 
—~ EXPERIENCE—ESTABLISHED 1871 
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State Events 


Arkansas Retail Hardware Assn., 
trade show and convention, Feb. 
14-15 at the Robinson Auditorium, 
Little Rock. Hotel headquarters, 
Marion Hotel. Association secre- 
tary, J. Wayne Tisdale, 908 Rector 
Bldg., Little Rock. 


California, Retail Hardware Assn. 
trade show and convention, Feb. 
7-10, at the Fairmount Hotel, San 
Francisco. Association secretary, 
Kreuger B. Jacobson, Western Mer- 
chandise Mart, 1355 Market St., 
San Francisco 3. 


Carolinas, Hardware Assn. of trade 
show and convention, Feb. 23-25, at 
Charlotte, N. C. Exhibits at Radio 
Center. Meeting place, Hotel 
Charlotte. Association secretary, 
Dwyane Laws, 118% E. Fourth St., 
Charlotte 2. 


Connecticut Hardware Assn., conven- 
tion, Feb. 10 at the Hotel Bond, 
Hartford. Association secretary, 
Ned Russell, Harris Hardware, 
Southport, Conn. 


Illinois Retail Hardware Assn., trade 
show and convention, Feb. 23-25 at 
Chicago. Show at Navy Pier. Ses- 
sions at Sheraton Hotel. Associa- 
tion secretary, William F. Ewert, 
1194 Merchandise Mart, Chicago 54. 


Intermountain Association, trade 
show and convention, Jan. 24-26 at 
Boise, Idaho. Hotel headquarters, 
Boise Hotel. Association secretary, 
Leon L. Weeks, 308 Continental 
Bank Bldg., Boise. 


Indiana Retail Hardware Assn., trade 
show and convention, Jan. 26-28 at 
the Murat Temple, Indianapolis. As- 
sociation secretary, W. J. Sheely, 
964 No. Pennsylvania St., Indian- 
apolis 4. 

Iowa Retail Hardware Association, 
convention and exhibit, Feb. 9-10 
at State Fair Grounds, Des Moines, 
Iowa. Convention headquarters 
Savery Hotel. Secretary, Philip R. 
Jacobson, Mason City. 


Kentucky, Retail Hardware Assn., 
trade show and convention, Feb. 2-4, 
at the Brown Hotel, Louisville. As- 
sociation secretary, D. W. Laws, 
501 Republic Bldg., Louisville 2. 


Michigan Retail Hardware Associa- 
tion convention and exhibit, Feb. 
16-18 at Grand Rapids. Headquar- 
ters, Pantlind Hotel, exhibit, Civic 
Auditorium. Harold W. Schumacher, 
Olds Bldg., Lansing 8, Manager. 


Minnesota Retail Hardware Assn., 
trade show and convention, Jan. 19- 
21 at St. Paul. Trade show at the 
Auditorium. Sessions at Lowry Ho- 


tel. Association secretary, C. J, 
Christopher, 2110 Nicollet Hotel, 
Minneapolis 4. 


Missouri Retail Hardware Assn., trade 
show and convention, Feb. 23-25 at 
the Jefferson Hotel, St. Louis. As. 
sociation secretary, Harry Scherer, 
1189 Arcade Bldg., 812 Olive St, 
St. Louis. 


Montana Hardware & Implement 
Assn., convention, Nov. 12-14, 1953, 
at the Northern Hotel, Billings. As. 
sociation secretary, Norman 0, 
Blevins, P.O. Box 1152, Helena. 


Mountain States Hardware & Imple. 
ment Assn., convention, Jan. 26-28 
at the Cosmopolitan Hotel, Denver, 
Colo. Association secretary, Francis 
W. Reich, 1233 Spruce St., Boulder, 
Colo. 


Nebraska, Retail Hardware Assn., 
trade show and convention, Feb. 
16-18 at the Auditorium, Omaha. 
Association secretary, C. A. McCoy, 
325 Insurance Bldg., Lincoln 8. 


New England Hardware Dealers 
Assn., trade show and convention, 
Feb. 22-24 at the Hotel Statler, 
Boston, Mass. Association secre- 
tary, A. C. MacHardy, 185 Dait- 
mouth St., Boston 16. 


New York State Retail Hardware 
Assn., trade show and convention, 
Feb. 16-18 at Syracuse. Show at 
War Memorial. Sessions at Syra- 
cuse Hotel. Association secretary, 
Nicholas H. Kiley, Hills Bldg, 
Syracuse 2. 


North Coast Retail Hardware Assn., 
trade show and convention, Jan. 31- 
Feb. 2 at the Multnomah Hotel, 
Portland, Ore. Association secre- 
tary, D. D. Stewart, American 
Building, Seattle 4, Wash. 


North Dakota Retail Hardware Assn. 
convention, Jan. 26-28 at Fargo. As- 
sociation secretary, Miss E. J. Me- 
Grann, 54% Broadway, Fargo. 


Ohio Hardware Assn., trade show and 
convention, Feb. 8-11 at Cleveland. 
Exhibit at Public Auditorium. Ho- 
tel Headquarters, Statler Hotel. 
Association secretary, John B. 
Conklin, 198 S. High St., Columbus 
15. 


Oklahoma Hardware & Implement 
Assn., trade show and convention, 
Feb. 2-4 at the Municipal Audi- 
torium, Oklahoma City. Association 
secretary, Robert K. Thomas, 510 
Midwest Bldg., Oklahoma City. 


Pacific Northwest Hardware & Imple- 


> 


plement Assn. convention, Nov. 5 
10, 1953 at the Multnomah Hotel, 
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men who use 


REPUBLIC 
UPSON ano nurs 


appreciate these 
smooth-working 


advantages... ~~ 













wrench fits snugly 
on heads and nuts 





RAWNAARAN H&S AN 
Se eee eneeeae 





full thread area 
to grip firmly, 









clean, accurate threads 
mate properly 
...runon 
smoothly 





Specify top-quality Republic Upson Bolts 
and Nuts for all of your standard fastener 
requirements. More than 20,000 different 
types, sizes and shapes to choose from. 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division 

CLEVELAND 13, OHIO e GADSDEN, ALABAMA 

Export Dept.: Chrysler Bldg., New York 17, N. Y 










HARDWARE AGE, AUGUST 20, 1953 141 











NEW STRIDES IN 


Hardware 
Merchandising 


wm McCASKEY 





Portiand, Ore. Association secre- 
tary, J. Malcolm Smith, 614 Empire 
State Bldg., Spokane, Wash. 


Pacific Southwest, Hardware Assn., 
trade show and convention, Feb. 
16-18, at Long Beach, Calif. Ex- 
hibits at Auditorium. Meetings at 
Wilton Hotel. Association secre- 
tary, A. C. Kammeier, 416 W. 8th 
St., Los Angeles 14. 


Pennsylvania and Atlantic Seaboard 
Hardware Assn., trade show and 
convention, March 2-4 at the Chal- 
fonte-Haddon Hall, Atlantic City, 
N. J. Association secretary, W. 
Glenn Pearce, 1616 Walnut St., 
Philadelphia 3. 


South Dakota Retail Hardware Assn., 
trade show and convention, April 6- 
8 at the Coliseum, Sioux Falls. As- 
sociation secretary, O. R. Baily, 
1300 S. Jefferson Ave., Sioux Falls. 





What is new, modern and impor- 
tant in this hardware store picture? 


Yes, sir! It IS self-serve and checkout in 
a hardware store—in 40 Ohio hardware 
stores operated by The Cussins & Fearn 
Co. in Columbus and 30 other Ohio cities. 


Exec. Vice Pres. Paul A. Scholl, Super- 
intendent of Operations, reports his 
company. . 
“Pleased with the speed in which 
the McCaskey registers were adapt- 
ed to our needs in solving this prob- 
lem ... have found the McCaskey 
registers to be most satisfactory.” 


Information on 21 departments and de- 
tails on 12 additional transaction relation- 
ships important to the company’s control 
records are taken from the McCaskey 
Item-Adding, Receipt Issuing Cash Reg- 
ister System detail strips daily for the 
40 stores. 


They have taken a major step aided by 
the McCaskey Checkout Cash Registers 
to speed customers on their way without 
delays, that customers will be speeded 
back to their stores to buy again. 


You, too, can increase sales oppor- 
tunities by inviting 
McCaskey to aid you 
in progressive quick 
service methods of 
operation. 


Mail This Coupon Today 





CUSTOMER'S 


’ i” 

| 

{ Printed Receipt 
I 

| 

l 

1 


Modern Charge 
Account Control 


CHECKOUT item-adding 
cosh register systems 


Sales Books and 
__J Printed Forms 


NAME 








city ZONE STATE 


areca 
cee ee 















THE McCASKEY REGISTER CO. 
ALLIANCE, OHIO 
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Tennessee, Retail Hardware Assn., 
convention, Feb. 21-23, at the Noel 
Hotel, Nashville. Association sec- 
retary, Morris Jones, P. O. Box 784, 
Nashville. 


Texas Hardware & Implement Assn. 
trade show and convention, Jan. 25- 
27 at the Plaza Hotel, San Antonio. 
Association secretary, R. M. Souder, 
822-823 Texas Bank Bldg., Dallas 2. 


Texas Wholesale Hardware Assn. an- 
nual joint meeting with the TEXAS 
Hardware Boosters Club, June 17- 
19 at Galveston. Secretary-treas- 
urer, Howard Weddington, 1327 Na- 
tional City Bank Bldg., Dallas. 


Tri-State Hardware & Implement 
Assn. trade show and convention, 
Feb. 8-9 at the Herring Hotel, 
Amarillo, Tex. Association secre- 
tary, M. D. Shepherd, Canyon, Tex. 


Virginia Retail Hardware Assn. trade 
show and convention, Feb. 7-10 at 
the Hotel Chamberlain, Old Point 
Comfort, Va. Association secretary, 
G. T. Omohundro, Jr., Scottsville, 
Va. 


Western Retail Implement & Hard- 
ware Assn. trade show and conven- 
tion, Jan. 18-20 at the Municipal 
Auditorium, Kansas City, Mo. Asso- 
ciation secretary, William J. Shaw, 
3915 Main St., Kansas City 2. 


Wisconsin Retail Hardware Assn., 
trade show and convention, Feb. 2- 
4 at Auditorium-Arena, Milwaukee. 
Association secretary, H. A. Lewis, 
Stevens Point, Wis. 


West Virginia, Retail Hardware Assn., 
trade show and convention, Feb. 
22-24, at the Daniel Boone Hotel, 
Charleston. Association secretary, 
James C. Fielding, 1628 McClung 
St., Charleston 1. 





Signs Tell 


V. S. Patterson of Beacon Hard- 
ware at 2506 Beacon Ave. in 
| Seattle, Wash., is a strong believer 

in the efficiency of in-store signs to 

sell the entire store and its mer- 
| chandise and services. When he 
acquired the business nine years 
ago he installed several signs with 
the message, “This is your store, 
feel at home.” ’ 


Firm's Story 


These signs have been replaced 
several times since the present 
ownership acquired the business. 
He has succeeded in building good- 
will with this message. 

Recently Mr. Patterson acquired 
a plastic sign with changeable red 
lettering at a cost of $75. Shown 
just above a wall clock its content 
is subject to frequent change. 


Bie ni LOR el tn ~~ 


A XE 


ee CLEANERS 


w 
WAXE R FOR RENT 


| V. S. Patterson with his recently 





installed didi sign the message on 


| which is frequently changed. 
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HARDWARE PAINT 
BUILDERS HARDWARE 
ELECTRICAL APPLIANCES 


4 Powerful Reasons Why 


CHEVROLET ‘iscx.” TRUCKS 


will save money 
on your job... 


EXTRA THRIFTY POWER! The improved Loadmaster engine in 
heavy-duty models has new high-compression ratio (7.1 to 1) to 
squeeze more power . .. more work out of every drop of fuel. In 
light- and medium-duty models, Chevrolet’s advanced Thrift- 
master engine delivers top-notch operating economy. Both give 
you the extra-long life and day-in, day-out dependability for which 
Chevrolet valve-in-head truck engines are famous. 


ENGINEERED FOR THE JOB! Whatever you haul... wherever you 
haul it, your Chevrolet truck will be factory-matched to fit your 
requirements. That means you get the right power and the right 
chassis units throughout—tires, axles, springs and clutch—to suit 
your roads and loads. It means a truck that will do your job more 
easily... more efficiently. 


MORE RUGGEDLY BUILT! New Chevrolet trucks are stronger and 
sturdier than ever before. Frames, for example, are heavier and 
more rigid. This extra, built-in stamina means miles added to truck 
life and dollars subtracted from upkeep costs! Another important 
“plus” you get with Chevrolet trucks! 


AND THEY LIST FOR LESS! No other truck offers all of Chevrolet’s 
advance-design features all of Chevrolet's money-saving 
advantages. Yet Chevrolet is the lowest priced truck line of all! 
See your Chevrolet Dealer. . . . Chevrolet Division of General 
Motors, Detroit 2, Michigan. 
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CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


TWO GREAT VALVE-IN-HEAD ENGINES— 
the Loadmaster or the Thriftmaster—to 
give you greater power per gallon, lower 
cost per load. POWER-JET CARBURETOR— 
for smooth, quick acceleration response. 
DIAPHRAGM SPRING CLUTCH — for easy- 
action engagement. SYNCHRO-MESH 
TRANSMISSION—for fast, smooth shift- 
ing. HYPOID REAR AXLE—for dependa- 
bility and long life. TORQUE-ACTION 
BRAKES—on light-duty and medium-duty 
models and on front of heavy-duty models. 
TWIN-ACTION REAR BRAKES —on heavy-duty 
models. DUAL-SHOE PARKING BRAKE—for 
greater holding ability on heavy-duty 
models. CAB SEAT—with double deck 
springs for complete riding comfort. 
VENTIPANES —for improved cab ventila- 
tion. WIDE-BASE WHEEL$—for increased 
tire mileage. BALL-GEAR STEERING—for 


easier handling. UNIT-DESIGNED BODIES — 
for greater load protection. ADVANCE- 
DESIGN STYLING—for increased comfort 
and modern appearance. 








‘Tirst: ay 


in value 
omen 1 Sales 


jo 


143 














THE 


Standard 
of Comparison 


BY WHICH OTHER 
PLIERS ARE JUDGED 


Keep a representative 
selection of Klein 
Pliersin stock for your 
best customers—the 
men who know good 
tools. They just won’t 
settle foranything less 
than Kleins—the 
standard of quality 
“Since 1857.” 
















Write for your ____ 
free yy of ee 
the Klein | 
Pocket Tool © gx 


Guide today! | 






Contains use- 
ful informa- 
tion. 


DISTRIBUTED 
THROUGH JOBBERS 
/ Foreign Distributor: 
International Stand- 
ard Electric Corp., 
New York. 






“Since 1857” \ N 


ie EE INS 


3200 BELMONT AVE., CHICAGO 18, iLL 
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ashington 
NEWS and VIEWS 


Reports on Events Affecting the Hardware Business 





(Continued from page 10) 


Lawn Mower Group Seeks 
Repeal of 10 Pct Excise 


Vincent R. Shiely, Toro Mfg. 
Co., Minneapolis, speaking before 
the night sessions of the House 
Ways and Means Committee on be- 
half of the Lawn Mower Institute, 
Inc., urged repeal of the 10 pct 
excise tax on mowers. 

He informed the committee that 
a forecast by the Econometric In- 
stitute of New York was for a drop 
during 1954-59 for power lawn 
mowers and many other consumer 
durable goods. 

Mr. Shiely noted that 17 mower 
producers buy rubber tires and 
tubes on which an excise tax is 
charged. Although the law permits 
a credit or refund for this tax when 
the tires are used on cars or motor- 
cycles, it does not allow such credit 
or refund for rubber-tired power 
mowers. 


Shifting of Excises To 
Retailers Finds Favor 


A proposal to, shift all manufac- 
turers’ excise taxes to retail excise 
taxes has support from some House 
Ways and Means Committee mem- 
bers. 

Sanford H. Bolz, counsel, Ciga- 
rette Lighter Manufacturers Assn., 
Inc., New York, made the proposal 
and urged that it be tried out for 
his industry. He said that after 
one year’s experience with it, it 
it could be broadened to shift all 
other present manufacturers’ ex- 
cises to retail sales. 

Rep. Carl T. Curtis (R., Neb.), a 
committee member has sponsored a 
bill (H.R. 5733) to do this for the 
cigarette lighter industry. He ob- 
served that many committee mem- 
bers like the bill. 

Mr. Bolz, testifying before the 


committee at sessions devoted 
solely to manufacturers’ excise 
taxes, said numerous manufactur- 
ers’ excises are pyramided by 
markup so that the consumer pays 
about double the tax, while the 
Government collects only the actual 
tax. 

By shifting the taxes to retail 
ones, he said, the pyramiding would 
be eliminated, retail prices would 


be lower, and the Government 
would get the same amount of 
taxes. 


Railway Express Gets 
15 Pct Rate Boost 


Freight rates charged by Rail- 
way Express Agency are scheduled 
to go up about Oct. 1—but not as 
much as the agency wanted to raise 
them. 

Boost will average about 15 pct 
above present rates as against the 
23.5 pct sought by REA. In approv- 
ing the increase, the Interstate 
Commerce Commission said the 15 
pet would cover the rise in costs 
since the last increase in late 1951. 

Full increases sought by the 
agency, ICC said, would more likeiy 
decrease shipping volume than in- 
crease revenue. Assuming no loss 
of shipping because of higher rates, 
it is estimated that this newest in- 
crease will cost the shipping public 
$55 million annually. 


Freight Rise Extended 


Interstate transportation costs 
are now slated to remain at their 
current levels through 1955. The 
ICC has authorized railroads, 
freight forwarders, and some water 
lines to extend for 22 months be- 
yond next Feb. 28 the temporary 15 
pet rate increase that has been in 
effect since April, 1952. 

(Resume reading on page 11) 
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AT THE INDUSTRY'S GREATEST MERCHANDISING EVENT! 


4,000 lines of hardware and related itcms. 


Only at the National Hardware Show can you 
preview the industry in all its aspects . . . see the 
hardware world in all its detail . . . fulfill your 
buying needs for an entire year. It’s the world’s 
largest showing of hardware and allied products 
. .. the most comprehensive merchandising exposi- 
tion ever held by the trade. 


Here, as a buyer, you may See... Feel. . . and 
Compare the newest and best in hardware and 
allied lines, get the latest information on prices, 
production and delivery, secure new lines and 
franchises, learn about the latest merchandising 
plans and packaging presentations in more than 


And be sure not to miss the newest feature of the 
show ... the Lawn, Garden and Light Farm Equip- 
ment Division . . . where more than 50,000 sq. fe. 
of space will be devoted to lawn, garden and light 
farm equipment displayed by over 200 manufac- 
turers. 


Also be sure to see the complete line of fishing 
and hunting equipment at the Fishing and Hunt- 
ing Division . . . this year at the 71st Regt. 
Armory, within five minutes of Grand Central 
Palace. 


Buyers, plan now to attend. Fill out and mail the registration coupon. Your admission 
badge, which will admit you without further registration, will be mailed to you. 









NATIONAL 
HARDWARE 
SHOW 


331 MADISON AVE., NEW YORK 17, 
MURRAY HILL 2-4802 
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' you wish us to make hotel reservations for you. (Please Print). 


j7 ~~ Regtetration Coupon - — —— — —— 


€ Save time by registering NOW. Fill in and mail this registration coupon | 
§ and your admission badge will be mailed to you. Please check below if | 




















CJ Importer-Exporter [] Mfgrs’ Agent (C] Manufacturer 
(1) Please send us your hotel reservation blank. 


: NAME TITLE 
1 FIRM 
| STREET 
CITY STATE 
TYPE OF BUSINESS 
Please check below the classification of your business 
(J Wholesaler CD Retailer CD Dept. & Chain Store Buyer 


C) Other 


Minors ynder 18 yrs. of age will not be admitted under any circumstances 











WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 149. 


(Continued from page 13) 


and 18 yd. long, enough to reweb 
one sofa and one chair seat, retails 
for $3.60. C. S. Osborne & Co. 


For more data circle No. 8 on postcard, p. 149 


Nylon Starter Rope 


All nylon starter rope for lawn- 
mowers, pumps, outboards, trac- 
tors, generators and farm imple- 





ments is tough and durable. Rope 
is 3/16 in. in diameter and 42 in. 
long. It comes individually pack- 
aged in a transparent plastic bag. 
Display carton containing 12 cords 
retails for approximately $6.00. 
E. T. Rugg Co. 


For more data circle No. 9 on postcard, p. 149 


Serving Pieces 


Florence serving pieces include 
dipped open vegetable dish, divided 
vegetable dish with rounded cor- 
ners, 1244 in. over coupe-shaped 





146 


platter, sugar bowl with cover, and 
cream pitcher with two lips for 
easy pouring. Manufactured by the 
Pro-phy-lac-tic Brush Co., Florence, 
Mass., items come in gray, yellow, 
red and black. Open vegetable dish 
retails for $3; divided vegetable 
dish, $3.25; platter, $3; cream and 
sugar set, $3.50. Prolon Plastics 
Div., Parker D. Perry, Inc. 


For more data circle No. 10 on postcard, p. 149 


Electric Fryer-Cooker 


Round frying well of this electric 
fryer-broiler is of brushed alumi- 
num and set in rectangular outer 
shell of highly polished chrome. 
Tapered shape of frying well per- 
mits largest amount of shortening 
to remain on top. Heating elements 
are located to prevent intense heat 
from scorching any food that might 
settle at bottom. Basket is of per- 
forated brushed aluminum. Decan- 
ter-type spout eliminates clogging 
and leaking and pours safely. Au- 


grail’ Stal 
> 
x 





tomatic dial turns on signal light 
when temperature is right, thermo- 
stat keeps it at correct level. Re- 
tails for $34.95. Broil-Quik Co. 


For more data circle No. 11 on postcard, p. 149 


Model Train Tracks 


Molded of sponge rubber, Red 
Arrow Track Beds for model trains 


reduce noise and eliminate possi- - 


bility of electric shock. They are 
easily installed by slipping under 
track sections. Bright green in 
color, sections are either curved or 
straight and will fit all sizes of 
model train track. Hancock Mfg. 
Co., Inc. 


For more data circle No. 12 on postcard, p. 149 


Heavy Duty Engine 

This P-25 heavy-duty engine can 
be used for garden tractors, pumps, 
saws and other equipment. It has 
special air cooled design and dust 
and moisture proof outside mag- 
neto with impulse coupling that in- 
sures easy starting. It develops 
3.70 hp. at 1800 rpm. and peaks at 
6.30 hp. at 3600 rpm. Heavy-duty 
ball bearings at both ends of coun- 
ter balanced crankshaft give it 
smooth flow of power. Crankshaft 


and connecting rods are of heat- 
treated drop forged steel. Replace- 
able steel backed connecting rod 
bearing liners are babbitt lined; 
fly ball governor runs in oil. Lawson 
Co. 


For more data circle No. 13 on postcard, p. 149 


Juice Set 

Added to the Kolorex line of bev- 
erage service is this juice set con- 
sisting of 114 qt. pitcher and cap 
plus six 6 oz. tumblers. Tumblers 
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bring inventories the hose 


down...with GARDEN HOSE “at lasts! 





Strong, supple, light — and beautiful. It’s 
made of transparent green or clear plastic 
of supreme quality — glistens like a cut 
gem! 25, 50 and 75 ft. lengths with reat 
tachable couplings in ‘‘x-sell’’ package 
Longer lengths available. 


POLYNEER 


10 YEAR 
GUARANTEE 


GARDEN KING 


5 YEAR 
GUARANTEE 


GARDENLITE 


5S YEAR 
GUARANTEE 


BRAID REINFORCED 


WEARSO 


15 YEAR 
GUARANTEE 


CLOVER 


10 YEAR 
GUARANTEE 


This hose is made of pure plastic in solid 
colors — ruby red and emerald green 
offering both eye-catching appearance and 
exceptional service. 25, 50 and 75 ft. 
lengths, with full-flow couplings, in 
“*x-sell’’ package. Longer lengths available 


For solid value, ribbed green GARDENLITE 
fills the bill. Its light weight appeals espe 
cially to women. Made of high quality, 
pure plastic in 25 and 50 ft. coupled 
lengths, neatly coiled and securely tied. 
Longer lengths available. 


For rugged duty and long life. Thousands 
of feet of WEARSO are still in service 
after 20, 25 and even 30 years! Two-ply 
rayon cord reinforcement. Reddish brown 
cover; %” or %” |.D.; 25 and 50 ft. 
coupled lengths in ‘‘x-sell’’ package. 
Longer lengths available. 


A volume seiler, built to last far beyond 
its 10-year guarantee. Flexible, light and 
a pleasure to handle. Rayon cord braid, 
green cover, %” |.D. 25 and 50 ft. 
coupled lengths in ‘‘x-sell’’ package; 
longer lengths available. 


Beat competition with competitively priced 
GOLDEN GATE. High tensile rayon rein 
forcement for extra durability. Jet black 


cover. Full %” |.D. 25 and 50 ft. coupled 
lengths firmly coiled and tied. Longer 
lengths available. 


5 YEAR 
GUARANTEE 
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SEND _— ENVELOPE ENCLOSURE shows the Pioneer Garden Hose 
line in brilliant color. 


FOR DISPLAY CARD holds hose sections for easy comparison. 
Let Pioneer quality sell itself! 
THESE  pisptay pise attaches to “X-SELL” package 
for eye-catching window and store displays. 
SALES NEWSPAPER MATS provide a variety of hard-selling ads 


AIDS! ready for your use. 


Write for complete information on these selling aids 


PIONEER 


GARDEN HOSE 


For professio 




































Supreme quality pure plastic. 
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WHAT'S NEW 








come in a variety of colors which 
last as long as the metal itself. Of 
anodized aluminum, set will not 
stain, mar or scratch. Suggested 
retail price is $5.95. Also available 
is a set of eight 6 oz. tumblers 
which retails for $4.95, and juice 
pitcher alone in a choice of colors 
which retails for $2.50. Kromex 
Corp. 


For more data circle No. 14 on postcard, p. 149 


Plastic Pipe Fitting 
Available in run size up to 2 in., 
this new reducer insert tee plastic 
pipe fitting has side outlet one 
standard pipe size smaller than the 
run. Tee facilitates installation of 





stepdewn laterals for water lines, 
sprinkler systems and other appli- 
cations where laterals are required. 
Fitting is quickly and easily joined 
by cutting sections of pipe to de- 
sired length and inserting fitting; 
clamps are tightened over pipe and 
fitting to assure leakproof joint. 
Molded of thermoplastic material, 
fitting is guaranteed against rot, 
rust and electrolytic corrosion. Car- 
lon Products Corp. 


For more data circle No. 15 on postcard, p. 149 


Pocket Tool Kit 


Rosco Pocket Tool Chest con- 
sists of an interchangeable screw 
driver handle, four magnetized 
screw driver blades, a steel brace 
with four jaw chuck, three drill 


148 


bits and a magnetized nail and 
tack puller. Each tool has its own 
separate compartment in a heavy 





plastic case. Complete instructions 
for uses of set are given on back of 
guarantee slip. Kit retails for less 
than $3.00. Rosenberg Bros. & Co. 


For more data circle No. 16 on postcard, p. 149 


Hamper Line 

Quilted plastic coverings are fea- 
ture of new Pearl-Shell hamper 
line. Hampers are covered on top, 
front and sides with washable plas- 
tic that is scuff-proof and stain re- 
sistant. Self-ventilating back of 
patterned Duroweve Fiber has 
thousands of non-clog air vents 
which prevent mjldew and unpleas- 
ant odor. Of one-piece metal frame 
construction, back and metal frame 
have high-heat baked enamel finish 





to match colors: dubonnet, green, 
blue, yellow, rose, black and white. 
Available in five sizes: giant up- 


right, upright, bench, rounder and 
matching waste basket. Prices 
range from $8.95 to $12.95. Pearl- 
Wick Corp. 


For more data circle No. 17 on pestcard, p. 149 


Park Cycle Line 

Line of park cycles includes 10, 12, 
14 and 16 in. sizes in deluxe and 
standard models (16 in. deluxe 
model illustrated). All cycles in- 
clude training wheels for children 
as young as three years. Training 
wheels run on nylon bearings, have 
heavy gage steel brackets, feature 
a step plate, and are easily removed 
from frame. Cycles have remov- 
able twin tube cross bars which 
easily convert cycle to boys’ or 
girls’ model. Entire frame is brazed 
into single unit. Cycles come with 
large full sleeve bearing heads and 
full ball bearing cranks and wheels. 





Deluxe models have chrome-plated 
truss rods and streamlined luggage 
carrier. Murray Ohio Mfg. Co. 


For more data circle No. 18 on postcard, p. 149 


Wide-Spool Reels 


Sea King (illustrated) and 
Oceanic, new wide-spool reels for 
salt water fishing, feature the 
Pflueger mechanical thumber and 
lightweight aluminum spools fin- 
ished in corrosive resistant chro- 
mium. Suitable for surf casting, 
they allow long casts without back- 
lashes. They are easily adjustable 
to suit lure and automatically go 
off completely on retrieve; spool is 
mechanically thumbed only when 
line is going out. Both reels have 
2\%-in. pillars and .2%4-in. plates, 
thumber, free spool, star wheel 
drag and adjustable click. Sea King 
retails for $16.85 and has Instant 


(Continued on page 152) 
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get you all the information 
you need, quickly. 


| 
ul new products described in 
this issue, quickly and easily. 
HARDWARE AGE brings 
you more new product de- 
scriptions than any other 
magazine. The new Quick 
hee Check Card service will now 





Mail Card Below Today For Quick Information On New 
Products Described in This Issue. No Postage Needed 
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Here is the new Quick Check Card wit 
What it is... How it works this 


@ Each issue brings you dozens of descriptions of new products, 
new displays, etc., in the “What's New" columns. You get more 
of these in HARDWARE AGE than in any other magazine. 


@ When you want more free information on any of these prod- 
ucts, simply mark a circle around the same number on the post 
card as appears under the individual item description. 


@ Drop the post card in the mail box. No postage is needed. You 
will quickly receive, free, complete details on the product from 
the manufacturer. You may circle as many items as you wish. 
Separate information will be sent you on each item. 


@ Be sure to give your full name and address on the post card. 
Print or type it clearly. We cannot service post cards with in- 
complete addresses. 


QIAN Ng Nm) 
NOQQAQAAANHOow™™ 


Postcard valid 8 weeks only. After that use own letterhead fully describing iter wanted. 8/20/53 
Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 


12 3 4 &§ 6 7 8&© © 0 W 1 13 14 . 
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dealers. Use this card 
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BUSINESS REPLY CARD 


No postage necessary if mailed In the United States 











Be sure fo give your 
full name and your 
full address. 


POSTAGE WILL BE PAID BY 


HARDWARE AGE 
Post Office Box 60 
Village Station 

NEW YORK 14, N. Y. 





HARDWARE 











A wide assortment of harmonizing hardware 
designs especially created for the modern 
kitchen. 


Step-saving efficiency is assured when a gen- 
erous supply of spacious cabinets are available 
for dishes and culinary accessories. 


Beauty in design and finish 


Note the smart, modern styling of this hardware 

and the wide variety of door and drawer pulls 
available. The sparkling chro- 
mium finishes add beauty and 
years of extra service life. 


oni 
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No. 217 Door and Drawer Pull 


MANUFACTURING COMPANY 


STERLING * ILLINOTS 
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Here’s the line of Insect Wire Screen- 
ing that’s built to Jast...and sells fast! 
Keystone Wire Screening meets de- 
mands for every need today in new 
and replacement work. Made by 
modern manufacturing methods, 
Keystone quality is carefully control- 
led to assure outstanding strength, 
durability and eye-appeal in every 
roll! Aluminum, Bronze and Galvan- 
ized Insect Wire Screening available 
in all standard widths and meets 
U. S. Department of Commerce Com- 
mercial Standard 138-49. 


ZED fr FREE catalog lodag 


KEYSTONE WIRE CLOTH CO. 


Fostoria, Ohio 


Hanover, Pa. 
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WHAT’S NEW 








@ For more information on these products and services 
use free post card on page 149. 





Take-Apart feature; 
tails for $13.50. 
Co. 


For more data circle No. 19 on postcard, p. 149 


Oceanic re- 
Enterprise Mfg. 


Compound Leverage Snip 


Called the Power Cut, this com- 
pound leverage snip is designed to 
transmit a cutting force to the 
blades through a compound lever- 
age applied to the handles, with the 
blades curved in the cutting plane 
to divert the sheared portion of 
metal from the handle area. Lever- 
age action enables snip to cut 
through metal up to 18-gage in 
straight lines or intricate pattern. 
Hot drop forged, it is finished with 
polished and lacquered handles and 
polished blades. Cutting surface of 





blade is serrated, 52 to the inch. 
Three models are for right, left and 
straight cutting. Bergman Tool 
Mfg. Co. 


For more data circle No. 20 on postcard, p. 149 


Hand Warmer 

Added to the Jon-E line of hand 
warmers, this gold-plated warmer 
comes in both standard and giant 
G.I. size as a special gift item. Both 








sizes are fitted with platinum heat- 
ing element. Line also includes 
standard chrome finished model. 
Aladdin Laboratories, Inc. 


For more data circle No. 21 on postcard, p. 149 


Rotary Drill 


Rotary concrete and masonry 
drill comes in triple spiral center 
cutting point in sizes from 3/16 to 
14 in. and triple spiral core type 
with full slot sizes 5% to 2 in. Triple 
spiral provides triple dust exit and 
full slot eliminates drilled concrete, 


dust and powder without bidding, 
stalling or heating. They have heat 
treated tungsten carbide cutters, 
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” with 
AIR FILTER PADS 


‘Clean U 


















TESTED AND PROVED PROFITABLE 
IN MAJOR MARKETS 


Every owner of a gravity hot air furnace is a hot prospect for 
Glasfloss Air Filter Pad Material. It stops practically all grav- 
ity furnace dust and dirt at the register. Sold on an “‘install- 
it-yourself” basis, Glasfloss is easy to work with, simple to in- 
stall. Filter pads are disposable. 


Attractively packaged, Glasfloss is priced for fast turnover 
with generous profits. Stock and display Glasfloss Air Filter 
Pad Material now and “clean up” with this new repeat- 
business item. Mail the order coupon today for your initial 
stock and promotion material. 















BOX OF 10 SQUARE FEET SUFFICIENT FOR 
SEVERAL AVERAGE SIZE REGISTERS 


GLASFLOSS | 
155 East 44th St. 
New York 17, N. Y. | 
Gentlemen: | 
Please ship at once........ Cartons (24 boxes per ctn.) of Glasfloss Air 
Filter Pad Material. | 
Also send supply of Literature and Newspaper Mats for this item. 
| 


“Mail Coupon Today 

er ask your 

HARDWARE 
JOBBER 
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Fall Feeding Now 
Twice as Profitable! 






A PROUT OF SwtT 


WATER Soweie } 


Cys Plat Kad 


FOR LEAF Ano 
ROOT FEEDING 









2 forms of VIGORO* 


—2 ways to profit. 


Early in the Fall, when 
weather is still warm, NEW 
INSTANT VIGORO complete 
plant food in water soluble 
form is ideal for your custom- 
ers to use, particularly on 
newly reseeded areas. 
LATER you can recommend 
REGULAR VIGORO for bulk 
feeding of the entire lawn be- 
fore winter sets in. 


Make a third profit, too! 


Fall is heartily recommended 
by experts not only as a 
perfect time to recondition 
or start a new lawn, but also 
as an excellent time to eradi- 
cate WEEDS. DISPLAY and 
sell END-o-WEED with your 
Vigoro...and make another 
profit with no effort! 





A PRODUCT CF SmitT 








*Vigoro is the trade-mark 
for Swift & Company's 
complete balanced 

plant food. 
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WHAT'S NEW 








can be used with any electric or air 
rotary drill motor, and can _ be 
easily sharpened. Jet Drill Co. 


For more data circle No. 22 on postcard, p. 149 


Children's Lunch Kit 

Roy Rogers and Dale Evans 
school lunch kit and vacuum bottle 
both carry a full color illustration 





of Roy Rogers, Dale, Trigger and 
Bullet. Metal kit, in simulated 
knotty pine finish, has rust-resis- 
tant metal handle and cover fast- 
ener. White lacquered inside has 
wire fastener to hold the half-pint 
steel jacketed vacuum bottle in 
place. Suggested retail, $2.49. 
American Thermos Bottle Co. 


For more data circle No. 23 on postcard, p. 149 
/ 


Portable Electric Saw 


Built to cut heavy building tim- 
bers and outsize lumber, this heavy- 
duty portable electric saw has 10- 
in. blade and straight cuts 3.62 in. 
maximum, 2.38 minimum; bevel 





cuts from zero to 45° with 2.88 
maximum depth of cut at 45°. 
Blade speed is 3500 rpm. free. Saw 
comes with combination blade, 
wrench, lubricant and instructions. 
Accessories include cross cut, rip, 
planer and flooring blades, dado 
head assembly, saw tooth set gage, 
saw set, 1-lb. hammer, cant saw file, 
metal carrying case. Mall Tool Co, 


For more data circle No. 24 on postcard, p. 149 


Electric Paint Remover 
Called Glo-Torch, this electric 
paint remover is a tubular metal 
sheathed, 1000 watt, 115-volt unit, 
producing 1250° of heat; it uses 
1 kw. per hour, operates on AC or 
DC, and can remove up to 20 ft. of 
paint per minute. Reflector and 
blade are of heavy stainless steel; 
blade will not nick under normal 
usage and seldom requires sharp- 
ening. Unit weighs 14 Ib., has 
hardwood handle which stays cool. 





Unconditionally guaranteed for 90 
days, it retails for $10.95. Ludlow 
Products Corp. 


For more data circle No. 25 on postcard, p. 149 


Potato Cutter 


No. SC105 French fry potato cut- 
ter and vegetable slicer has heavy, 
solid metal handles, one-piece con- 
struction, and all parts nickel plated 
and rust proof. It holds potatoes up 
to 4 in. long and 2%4 in. wide and 
cuts 25 pieces from each potato at 
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Hore’s the garden hose line with 
the famous US.RUBBER name! 


A HOSE FOR EVERY BUDGET 







Garden Hose by U. S. Rubber sells because the 
“U.S.” name is already known to your customers on 
hundreds of items — from U. S. Royal Tires to U. S. 
Keds®, U. S. Golf Balls. The “U.S.” name appears 
millions of times yearly in newspapers, magazines 
and on billboards. Because your customers are pre- 
sold on “U.S.”, you get quicker turnover, bigger 
profits. Look over these brands in the 1954 “U.S.” 
Line. There’s a type to satisfy any kind of customers: 


PLASTIC HOSE 


U. S. ROYALITE® — The finest plastic hose on the market. 
Sparkling red or green colors that can’t rub off. In 25-, 50-, and 
75-t. lengths. 

U. S. JEWELITE — A transparent ‘‘see-thru’” green hose of 
unsurpassed quality. 25-, 50-, and 75-ft. lengths. 

U. S. FLEXLITE — A high quality plastic hose at low cost. Light- 
weight, in non-fading red or green. 25-, 50-, or 75-ft. lengths. 
U. S. MOGUL® — A fine budget-priced plastic hose, in green 
or red. 25-, 50-, or 75-ft. lengths. 


RUBBER HOSE 


U. S. RAINBOW® — Tough, hard-wearing, yet kinkproof and 
flexible. Resistant to abrasion and weathering. Two-ply construc- 


Guarantee 








12-yr- 
Guarantee 












Standard 
Warranty ' 







10-yr. 


U.S. 
ROYAL CORD 


Standard 
Warranty 


tion. Green and black, 56’, 25-ft. and 50-ft. lengths. Black %”, 
50-ft. lengths. . 

U. S. NEPTUNE® — Light, flexible, extra-strong. Abrasion- 
resistant. One-ply construction. Red 5’, 25-, and 50-ft. lengths. 
U. S. PREMIER® — A strong, flexible low-priced hose. Black 
ond red. Amazing value for the money. 25-, and 50-ft. lengths. 
U. S$. ROYAL CORD — The best hose made — designed for 
tougher services — such as golf courses, parks, large estates. 
Most rugged garden hose cover ever made. Sizes %" and 1” 
in 25-, and 50-ft. lengths. Brown color. 


Get ready for ’54 selling now. Keep in mind that 
United States Rubber Company is backing you up 
with all types of valuable aids to promote sales in 
your own store. 


All ‘‘U. S.“’ Hose sold only through selected distributors. Stock up now. 
PRODUCTS OF 


UNITED STATES 


RUBBER COMPANY 


Rockefeller Center, New York 20, N. Y. 
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SHOWN ACTUAL SIZE 


i! a ‘ 


Will not tarnish 
or corrode! 


A push button | 
with a | Costs just pennies! 
lifetime finish 


Always looks 
like a million! 


PUSH BUTTON 


NOW ! Put your finger on extra 
sales with KeyNote..outstanding push button in 
the economy class! Stock it. Feature it. Sell it. It’s your.. 


KEYNOTE TO REAL VOLUME! 


e Classic, simple design e Piano action 

e Never tarnishes, corrodes ¢ Easy mounting 

e Fine quality, low cost ¢ Slim, streamlined 

e Chocolate brown with ivory key ® Rich ivory with brown key 
¢ Mirro-brass with ivory key 
e Mirro-chrome with black key 
e JUST 26¢ to 52¢ each! 


DISPLAYS & PACKAGING that ring the bell! 


Counter Display colorful and atten- 
tion-getting. Sells Edwards KEY- 
NOTES on sight. Has attached actual 
samples in each of four colors. Display 
stands 8” high, 714” wide. 


Stock Display Carton with fold-back 
cover. Your attractive silent salesman! 
Contains 6 Edwards KEYNOTES 
mounted on individual platforms. Dis- 
play always remains neat, safe . . en- 
courages impulse purchases. Packed 
one color to a carton. 


ASK YOUR 
WHOLESALER 
. TODAY! 





WARDS 


EDWARDS COMPANY, INC., NORWALK, CONN. 
In Canada: Edwards of Canada, Ltd. 





WHAT'S NEW nuns 





a single stroke. When cutter is in- 
verted, bottom has cutting edge for 
slicing beets, coleslaw, onions, car- 


rots, etc. Individually packed in 
colorful gift box, unit retails for 
$2.98. Burns Mfg. Co., Inc. 


For more data circle No. 26 on postcard, p. 149 


Paint Scraper 


Especially designed to remove 
blistered and peeled paint from lap 
siding on houses, King Size Speed- 
ster Paint Scraper is 14 in. long, 
made of hard wood and has a 5-in. 
double edge blade of high carbon 
steel. Blade can be extended for 
hard-to-reach corners. Scraper can 


aul 





SF, 


also be used for removing paint and 
varnish from boat decks and hulls. 
Hyde Mfg. Co. 


For more data circle No. 27 on postcard, p. 149 


Inflated Ball Line 


Complete line of Plylon rubber 
inflated balls is made of new rubber 
developed by the company. New 

(Continued on page 160) 
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Now . . . from McKee . . . comes a distinctive new 
line of baking-and-serving dishes! These Silhouettes 
in Glasbake contrast the charm of Milk-White glass 
with jet black wrought iron servers. The result is a 
stunning line of ovenware every woman will want. 


ONE RETAIL PRICE 


Each of these Silhouettes in Glasbake bears the same 
retail price . . . $2.89. Your landed profit is an un- 
believably big 43 %. What a profitable line to handle! 


COMPLETE SALES PROGRAM 


McKee has prepared a complete merchandising kit 
Ao swell your Silhouette sales. -Newspaper ads, dis- 
play material, envelope stuffers, radio scripts ... 
they're all free on request. 


IMMEDIATE DELIVERY 


Every one of these Silhouettes in Glasbake is individ- 
ually gift-packaged and available for immediate de- 
livery! Orders will be filled first-come, first-served. 
So stock up now for summer seiling. Contact your 
nearby McKee representative or jobber . . . or order 
from McKee Glass direct. 


se 
ae 





Retails $2.89 
Z. No. 225M 1 qt. with “See-thru” cover. Packed 
Y, doz. to carton. Ship. Wt. 21 Ibs. 


OVAL CASSEROLE 
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uw Glasbake 


‘Just in time for summer selling! 
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Division of Thatcher Glass Manufacturing Co., Inc., Elmira, N.Y. 
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@ Guaranteed by > 
Good Housekeeping 
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Makers of the World's Most Complete Line of Glass Cooking Ware 





READI-MIX CAKE DISH 
No. 247M 9” square. Packed 1/, doz. to carton. 
Ship. Wt. 21 Ibs. Retails $2.89 








WHAT'S NEW 





rubber is compounded with materi- 
als and chemicals that give it du- 
rable, tear-and-scuff resistant cover. 





It is moisture-proof and has 
leather-like feel. Rubber is plasti- 
cized to give proper softness. Line 
consists of footballs, basketballs, 
volley balls, soccer balls and three 
different size playground balls. 
Draper-Maynard Co. 
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Gas Logs 

Two models of gas logs have be2n 
added to the Royal line of gas heat- 
ers. Molded fireclay logs are fin- 








ished as replica of birch. Model 
LB-20 is 20 in. wide and 22,000 
Btu.; Model LB-26 is 26 in. wide 
and 30,000 Btu. For use with natu- 
ral, manufactured or LP gasses, 
units radiate clean, odorless heat. 
Both models are 19% in. high and 
12 in. deep. A-116 andirons are ex- 
tra. Similar models also available 
in oak. Chattanooga Implement & 
Mfg. Co. 
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Automatic Blanket 


Custom-contoured automatic 


blanket has safety features of 
Sleep-Guard line as well as its col- 
ors. New features include custom- 
contoured bottom corners in mat- 
tress-fitting style, and blanket it- 
self is finished in Skinner satin 





binding. Ivory cordset and control 
have been modernized. Suggested 
retail price is $47.95 for single bed, 
single control model; $49.95 and 
$59.95 for double bed single and 
dual control models. Automatic 
Blanket Dept., General Electric Co. 
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out easily. 


your jobber. Order today. 





TOOL BOX 


A tremendously popular box. Lightweight, 
yet reinforced to take the roughest wear and 
tear industrial workers can give it. Easy to 
get tools in and out. Double covers give 
access to entire box. Tote tray has full 
length form fitting tubular handle. Tray lifts 


Box can be locked by placing padlock around 
handles. Used extensively in every industrial 
center of the nation. Every hobbyist and 
shopman is a prospect. Get details from 


SIZE BOX ....... 





SPECIFICATIONS 


0 Sere 


SERS 
a Je eee 
“cs eee 


SPECIFICATIONS SUBJECT TO CHANGE WITHOUT NOTICE 


WATERLOO VALVE SPRING COMPRESSOR CO., WATERLOO, IOWA 





4 BOXES TO A CARTON 
Ao tee 21" x 8/2" x 71/4" 
SPARKLING GREEN ENAMEL 
HEAVY 24, 22, 20 GAUGE STEEL 
PLATED 5/16" ROUND WIRE 
| TOTE TRAY 
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Miter-Frame Clamp 


Hargrave miter-frame clamp No. 
780 clamps all four corners at one 
time and does not mar the work, al- 





lowing it to be used on finished 
stock. Flexible as to capacity, it is 
quickly adjusted to any square or 
rectangle within its maximum 
opening. Corner blocks are alumi- 
num alloy; screws are of good 
grade steel, %4 in. diameter; ad- 
justing nuts are steel. Made in four 
sizes: 8, 12, 18 and 24 in. maximum 
openings, minimum opening for 
each is 2 in. Cincinnati Tool Co. 


For more data circle No. 31 on postcard, p. 149 


Roller Painting Kit 


Fabric X Painting Kit for home 
decorator use consists of a metal 
tray, a 7-in. paint roller with Fab- 
ric X mohair cover, a corner trim- 
mer roller for applying paint in 
areas too small for large rollers, 
and an angular sash brush for 





painting woodwork. Kit comes in 
carton which converts into an at- 
tractive counter display. With a 
regular retail value of $5.49, kit 
will be advertised in Life at a spe- 
cial price of $4.49 to consumers. 
Wooster Brush Co. 
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Coffee Maker 


Universal Coffeematic Model No. 
4410 is complete in one unit which 
automatically brews and keeps cof- 





fee at serving temperature. Capac- 
ity is ten 5 oz. cups. Finished in 
chrome, it features flavor selector, 
adjustable from mild through 
strong; heat sentinel which main- 
tains serving temperature; non- 
drip spout and balanced handle; 
cold water pump which provides in- 
stant starting and brews coffee 
without boiling; spreader plate and 
filter basket which distributes hot 
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READY-MIXED 
CONCRETE PRODUCTS 


~S 


‘24 SAKRETE 






MORE PROFITS 


in the “Do It Yourself” 
market! . 


THIS YEAR WE’RE TELLING 5,012,617 
CUSTOMERS ABOUT SAKRETE WITH 
CONSISTENT ADVERTISING IN POPULAR 
MECHANICS AND BETTER HOMES AND 
GARDENS... PLUS HOUSE AND GARDEN’S 
ANNUAL BOOK OF BUILDING. 


MANUFACTURED BY 


ASSOCIATED PRODUCTS CO. DRY-MIX CONCRETE CO. 
111 Vineland Ave., Puente, Calif. 10352 Franklin Ave., Franklin Park, Ill. 


THE ATLAS LIME CO. MILL CREEK TRANSIT MIX, INC. 
303 No. Cotton Ave., El Paso, Texas P. O. Box 42, Salt Lake City, Utah 


W.R. BONSAL CO. SAKRETE, INC. 

















Sakrete is ready-mixed concrete and mortar in a bag — ideal for building, 
repair and remodeling jobs at home, farm or factory. With the addition 
of water, Sakrete is ready to use. Sakrete makes every concrete and mortar 
job easy — saves time and trouble for the homeowner and handy-man. Your 
customers will be asking for it — now's the time to stock up and display 





Ulesville, N. C. P. O. Box 11, St. Bernard, 
HARRY T. CAMPBELL SONS’ CORP. Cincinnati 17, Ohio 

Towson, Baltimore 4, Md. TEXAS DRY CONCRETE CO. 
CAMPBELL DRY MIX OF 700 E. 6th St., P, O. Box 1436, 
PENNSYLVANIA, INC. Fort Worth, Texas 


Fredonia, Penn. TWIN CITY CONCRETE PRODUCTS CO. 








Sakrete! CAMPBELL DRY MIX, INC. 6th & Main S.E., Minneapolis 14, Minn. 
P. O. Box 91, Farmington, Conn. 17th & Kansas Ave., Kansas City, Kan. 
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MORE OUNCES 
TO THE PIECE- 


~ MORE QUALITY. 


That’s why when you selj 





Buono 


your customer gets 


more for her dollar, 


Make this test: compare Boontonware— 
pick it up, it feels weightier, heftier, solider. Put it on a scale, 
see how much more your customer gets for her dollar! 


Boontonware quality is built from the inside out 
with generous use of material to give the stamina, beauty, long wear 
for customer satisfaction that produces solid selling for you. 


Your sales stand or fall on whether your customer gets value. 
You can count on Boontonware to give you the solid quality 
that always tips the scale in your favor. 


Boontonware weighed in the balance is always found SUPERIOR! 


GUARANTEED AGAINST BREAKAGE 


A 
VV e€ 


MELMAC® dinnerware at its finest! 


A product of BOONTON MOLDING COMPANY, Boonton, N. J. 





WHAT’S NEW 


@ For more information 
on these products and 
services use free post 
card on page 149. 





water over grounds and retains 
sediment. It operates on 110-120 
volts, AC only. Landers, Frary & 
Clark. 
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Drill Stand 


Arco-Stand, No. 401, fits any 
4-in. electric drill for sanding, 
grinding, buffing, wire brushing, 


etc. Unit consists of a sturdy one- 
piece cast bench stand, which can 
be screwed or clamped to any flat 
surface, and a quick-acting worm 
drive clamp which holds drill firmly 
in place, leaving both hands free to 
do the work. Stand lists at $2.75. 
Arrow Metal Products Co. 
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Carpet Sweeper 


Styled in sable white case de- 
signed to protect wheels and mecha- 
nism from damage, this carpet 
sweeper requires no handle pres- 
sure as the brush adjusts auto- 
matically to carpets of any thick- 
ness, including fiber rugs. Called 
the New Grand Rapids, it has 
built-in steel combs that clean the 
brush as it sweeps; rubber bumper 
protects furniture and baseboards. 
Button opens dustpan for eas) 
emptying. Sectional steel handle 
springs back into place and remains 
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upright when not in use. All metal 
parts have bright finish. Suggested 
retail is $9.95. Bissell Carpet 
Sweeper Co. 
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Combination Flashlight 


Usalite Duo-Flex combination 
flashlight and extension probe light 
has both 1000 ft. flashlight beam 
and flexible slide-out cable with 
bulb and plastic guard. When side- 
arm is extended, light is automati- 
cally transferred to small bulb; 
extension tube in arm can be goose- 
necked around corners or into other 
inaccessible spots. Overall exten- 
sion of arm is 10% in. Flashlight 
housing is plastic with red lens 
ring, fixed focus bulb and reflector 
for long range lighting, detachable 


“iin, 


end cap with spare bulbs and three- 
way switch. U. S. Electric Mfg. 
Corp. 
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Litter Picker 


This litter picker gathers debris 
of all kinds, and from hard-to-get- 
at places. It has 12 tapered steel 
spikes of hardened carbon steel 
firmly anchored into 134 in. alumi- 
num dise % in, thick. It has 62,000 
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THESE SALES ADVANTAGES 
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COMPETITIVELY PRICED 


A BROAD MARKET 


LASTING BEAUTY MAKES HAPPY CUSTOMERS 


MERCHANDISING HELP 


HANDY THINGS MANUFACTURING COMPANY 


LUDINGTON, MICHIGAN 
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MORE PROFIT! side release lever. Litter can be ‘ car 
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Nobody likes to rake lawas | foot releases. Overall length is 4244 tomer's preferred handle 

-IT’S WORK! length, cutting angle, hang , 

SELL 'EM A and balance. This "Little which spc 
Giant" tool feature alone the Work 
will increase your weed 

cutter sales. the need 
Other features: dark and 


Elastic stop nuts 
for easy blade re- 
moval, — plain or 
serrated blade,— 





Sweep-O-Maltic 


The most exciting idea in the history 





of lawn care! length 42", — 

—@ Fing packed 3, 4 or 5 

y od cn incr cncenge } : in carton. Free folders and mats. 
ame een : Order from your jobber. 


brush height with the handy knob 
~ othe , Send for a sample and see for your- 


self why this is a profit maker. This 









































T trial offer can't last, so write us 
NOW including $1.00 to help cover 
costs. 
A FREE Hathaway shirt to C. M. 
i | i ware, Marion, 
| in, Leaves and other types of litter a i ak his shirt size. 
| can be picked up without stooping. | 
| Schulthess Mfg. Co. NORTH WAYNE TOOL CO. 
For more data circle No. 37 on postcard, p. 149 OAKLAND 1, MAINE ing 3 Ib. 
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Floor Covering type swil 
; : housing, | 
This Gold Seal rug of. sisal spindle ba 
squares has been added to the Sisal- | speed of 2 
tex line. Available in five-room | of 1000 ry 
sizes, from 6x9 ft. to 9x15 ft., its is rated at 
inner field of sisal squares is sur- tail is $27 
Sere VOOR COUN CLEAN ne tate cde, of Denver 
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HIGHEST DISCOUNTS 
PLUS LOWEST PRICES 


A SIZE AND PRICE FOR EVERY PURSE 
MAIL COUPON TODAY! 


ae | aon visit 

LAMBERT INCORPORATED ; — we to 

wg Sk Combi Delails "| | ate pattern 423, Sisaltex red; 424 

Ce THE MEW LAMBERT LAWHSWHEPER Sisaltex green, and 425, Sisaltex 
tan. Congoleum-Nairn, Inc. 


| 
| 
| 
| 
| 
| 
‘ | 
The Sweep -O-M alic : For more data circle No. 38 on postcard, p. 149 
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sprayer. Easy 
operating, solid 
brass, double action pump. 
5 ft. finest quality spray hose 
with bucket strainer. Adjust- 
able nozzle throws 20to30 sas advertised in 

ft. spray or fine fog mist. House & Garden|. 


and 
House Beautiful. 






















YORK CITY, 
(4TH FLOOR) 


D. B. SMITH & CO. — 
426 Main St., Utica 2, N.Y.\ Catalog \ 
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Portable Electric Drill 











Here is a %4 in. capacity, stand- cally char 
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ard duty, portable electric drill that Piivcs: <g end 1 god bullet pro’ 
features a built-in electric light | [2265 Stenley St.. Montreal 2, racy and 
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WHAT'S NEW 


@ For more information 
on these products and 
services use free post 
card on page 149. 


which spotlights work area. Called 
the Work-Lite drill, it eliminates 
the need for extension lights in 
dark and inaccessible area. Weigh- 


ing 3 lb., it has Jacobs geared 
chuck, Cutler-Hammer trigger lock 
type switch, aluminum die cast 
housing, ball thrust and armature 
spindle ball bearings, and a no load 
speed of 2100 rpm.; full load speed 
of 1000 rpm. Universal type motor 
is rated at 2.0 amps. Suggested re- 
tail is $27.95, slightly higher west 
of Denver. Fairchild Industries. 
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Match Cartridges 


Known as Remington Match C(il- 
lustrated) and Peters Match, two 
new 22 caliber cartridges have radi- 


Path Be 
“CAMPBELL i 
CHAIN 

*~\ 


cally changed design. Shouldered 
bullet profile adds increased accu- 
racy and greater wind stability 
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WHEN YOU CAN SAY..-« 


‘Sure, 


WE’VE GOT 
KESTER 
SOLDER” 


Your customers know Kester Solder. They’ve seen it 





advertised for years, and they know Kester Solder’s 


reputation for top quality and matchless 
performance. Confidence in a product builds 


sales .. . that’s why it’s good business for you 


to stock the best— Kester Solder. 


THIS IS OUR ACID-CORE SOLDER 





FREE! 16-page booklet 
“Soldering Simplified,” 
tells how to solder every- 
thing. Write for your 
supply today! 


KESTER 


SOLDER 





The ideal Flux-Core Solder for 
general work about the home, on 
the farm, in the small or large shop 
—anywhere. Made from new 
metals only. On 1 Ib. and 5 Ib. 


spools ...the economical sizes. 


THIS IS OUR PLASTIC ROSIN-CORE SOLDER 


Finest for all electrical, radio and TV 
work. No corrosive after-effects . . . no 
electrical leakage. Same as used by 
original equipment manufacturers. 

_On 1 Ib. and 5 Ib. spools. 





KESTER SOLDER COMPANY 


4207 Wrightwood Ave., Chicago 39 
Newark 5, New Jersey * Brantford, Canada 


Sell KESTER and you sell the BEST! 7 








WHAT’S NEW 


of firing. 
Inc., and 





through long courses 
Remington Arms Co., 
Peters Cartridge Div. 
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Portable Electric Saw 
This 7 in. portable electric saw 

features high power and speed. 

Model 115, Contractor’s Special, is 





an all-purpose heavy-duty saw that 
cuts full 2 in. stock at 90° and 
bevel-cuts 2 in. dressed lumber at 
45° angle. Weighing 12% Ib., it is 
11 in. long and has _ telescoping 
guards designed to move into cut 
without drag. It has instantaneous 
bevel and depth adjustments. En- 
tire frame is of die-cast aluminum 
with center-balanced full-hand grip 
and trigger switch. Priced at $75. 
Porter-Cable Machine Co. 


For more data circle No. 41 on postcard, p. 149 


Switch Plate Shield 

Made of smooth plastic, this 
switch plate shield fits under any 
switch wall plate. Easy to install 
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and clean, it is 74x53 in. and 
comes in clear, ivory, pink, blue, 
yellow, pearl white and red. In 
heavy-duty counter display box, 
pre-packed assortment contains 4 
doz., from 4 to 12 of each color. 
Each plate comes with instalation 
instructions and retails for 15¢. 
Cable Electric Products, Inc. 

For more data circle No. 42 on postcard, p. 149 


Food Mixer 

This Flint food mixer with hang- 
up shield has handle of stainless 
steel and frame, crankshaft and 








disc wheel of solid die-cast con- 
struction. Handle has sure-fit thumb 
rest for right or left hand to pre- 
vent mixer slipping from bowl. 
Beater blades and guard bars are 
of flat stainless steel, designed to fit 
lower in the bowl. It has nylon 
gears designed for silent, feather- 
touch action. Arrowhead-shaped 
hang-up shied is of hardwood, lac- 
quered jet black. Gift boxed, its 
suggested retail price is $7.95. 
Ekco Products Co. 


For more data circle No. 43 on postcard, p. 149 


Pantry Set 

This five-piece pantry set added 
to the Colorware line consists of an 
oblong bread box and a four-piece 
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GET READY / 


FOR THE PROFIT PARADE 


; 


. 3 AAA 
eB BES 


WALL INDUSTRIAL 
SOLDERING IRONS 


The perfect production-line soldering iron. Designed to take punish- 
ment, so it appeals to all industrial users who are economy-minded. 
© Thermostatic action prevents tip burning! ® Built to withstand con- 
tinuous heavy duty! ® Heats 4 times faster than most other irons! 
® No radionic interference while in use! © UL and Canadian Stand- 
ards approved! ® Successfully passed the 65° below zero test! 

® Precision wound on pure mica sheet! ©® Heat-Control 
means greater economy! ® Complete size range . . . 20 
to 1000 watt! © Operates on 110-120 volts, AC or DC! 


OVER 20,000,000 SOLDERING PRODUCTS SINCE 1864 


1 8 By iiavart tints COC” 


en SOR’ sn Oe Oe ee 2 ee 2 | 
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Permanent 
Mold 
Casting 


All Turnbuckles, Inc. turnbuckle bodies are 
now made by permanent mold casting, just 
like fine aluminum cookware. It results in o 
denser body that is stronger, as well as 
satiny smooth and bright. 


CHECK THESE FEATURES 


1. ALUMALOY bodies with steel hooks and 
eyes do not corrode and freeze as iron 
poces do; ALUMALOY remains a turn- 
uckle. 


2. All hardware type turnbuckles are only as 
strong as the hooks and eyes. ALUMALOY 
castings will not strip threads or break 
before hooks or eyes open on pull test. 





3. ALUMALOY is light in weight, saving 40% 
for both distributor and dealer in freight 
charges. 


4. Thread size is cast into ALUMALOY body 
for easy identification. 





5. ALUMALOY turnbuckles are packed one 
dozen in strong, attractive, easy-to-identify 
boxes with both ends labeled. 





6. ALUMALOY turnbuckles are unit packed in 
one, two and three gross shipping con- 
tainers for easier handling and checking. 


7. Attractive ALUMALOY turnbuckle display 
9 are available (over 50,000 now in 
use). 








One Good Turn (Buckle) Deserves Another 


Tutnbuckles 


TURNBUCKLES, INC. 
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WHAT'S NEW 








@ For more information on these products and services 


use free post card on page 149. 


canister set. Available in three 
pastel colors with the names of the 
items in a contrasting color as part 
of the design. Cannister tops have 
white plastic knobs. Set comes in- 
dividually boxed in handy carton 
with built-in carrying handle. Col- 
orware extra large, round utility 
basket comes in red with white in- 
terior, yellow with white interior, 
all white, gray and green; all are 
more than 18 in. high. National 
Can Corp. 
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Knife Sharpener-Buffer 
This electric knife sharpener and 

buffer comes in a Tenite case of 

white, yellow or red with rubber 





molded base and cord. Large top 
switch is operated off-or-on by 
touch of finger. Movable protective 
canopy slides over buffer when 
sharpening wheel it being used, and 
over wheel when buffer is being 
used. Runs on AC current. Su- 
preme Products, Inc. 
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Toilet Paper Holder 


Here is a concealed toilez paper 
holder that has chromium cover 
which closes to keep contents out 
of sight. Finger-touch roll-back 
operation reveals standard roll of 
toilet tissue recessed in wall. 
Holder, which also conceals roll end 





attachments, is die-cast chromium- 
plated recessed shell and a solid 
brass, chromium-plated revolving 
hood. Overall outside size of wall 
flange is 61%4x6% in., with wall 
opening of 534x53gx3 in. Installed 
by wood screws. Hall-Mack Co. 

For more data circle No. 46 on postcard, p. 149 


Builder's Saw 


Builder’s 814-in. saw, Model 698, 
features universal motor, ball and 
needle roller bearing construction, 
overhead type handle for easy one- 
hand control, built-in rip fence, and 
automatic telescoping blade guard 
with retracting handle. Upper blade 
guard directs sawdust away from 
operator, keeps line of cut clean. It 
is completely adjustable for depth 
of cut from 1/16 to 2 % in. and 
for bevel cutting up to 45°. Depth 
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Model 1124... has 
cast aluminum beam 
with raised figures, 
graduated 100 x ', Ib. 
with loose weights to 
provide 1000 Ibs. ca- 
pacity. 


| FAIRBANKS-MORSE 


You're selling the oldest and most dependable 
name in the field when your scales bear the label— 
Fairbanks-Morse! Your customers know they can 
have complete confidence in this scale to guard 
profit margins ... give sustained accuracy. 

This is the heavy-duty, portable platform scale— 
Model 1124—one of the broad line of Fairbanks- 
Morse Scales. It's of an all-metal design with metal 
clad platforms, with loops, bearings, pivots, and 
weights “Parkerized” to make them rust resistant 
... assure long life and accuracy. 

For complete information, write Fairbanks, Morse 

Co., Chicago 5, Illinois. 


" FAIRBANKS-MORSE 


@ name worth remembering when you want the best 
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EW RipeIibp 


Quick-Opening 


“904” PIPE THREADER 


for Power Drive use 





This new fast-seller RIZAID 
threads 1 to 2” pipe 


with 1 set of dies 


You can’t beat this new ‘504’ for fast smooth 
threading with power drive! Changes instantly 
from size to size regardless of position of quick- 
opening lever . . . Release ball handle, move 
indicator line to 1’, 14’, 14%” or 2” on size 
bar, tighten—it’s ready to thread! Quick- 
opening handle retracts dies instantly without 
stopping power drive—no slow backing off. 
4-jaw workholder centers pipe for accurate 
threading. No lead screw to jam. Easy-to-read 
size bar. Adjustable to over and under size 
threads. New ‘504’ is another sure RIRAID 
“best seller” —it pays you to order today! 


THE RIDGE TOOL COMPANY « _ ELYRIA, OHIO 
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GUARANTEED 






WITT CANS are guaranteed to outlast 3 to 5 ordinary 
Cans, Their ruggedness...over the years...fairly shouts 
the value and economy that users everywhere understand. 
WITT quality that is evident on inspection plus customer 
satisfaction that follows each purchase makes every WITT 
CAN another salesman added to your staff. Here are just. 
a few models it will pay you to stock: 


ASH AND GARBAGE CANS 


& PAILS: Five Can sizes: 12%, 
16, 20, 27 and 33 gallons eapeety. 
Garbage Pails: four sizes: 5, 
6-3/5, 8% and 10 gallons capacity. 





OILY WASTE CANS: 

Standard equipment in leading indus- 
trial plants. Made in 7 sizes, 5 to 30% 
gallons capacity with hand and foot- 
operated covers. Approved and labeled 
by Underwriters’ Laboratories, Inc. 
and Associated Factory Mutual Fire 
Insurance Companies. 















ROLLER CANS: tfdeal for storage and 
handling of liquids and solids. Three 
sizes: 20, 27, 33 gallons capacity. Can be 
furnished with = or corrugated 
bodies, iron or rubber wheel casters, and 
regular or flat covers. 















OTHER WITT PRODUCTS: Underground 
Garbage Receivers, Hooded Cans, Hoist- 
ing Cans, we Pails, Extra Large 
Refuse Cans, Can Dollies and speciall 
designed Cans. WRITE FOR FRE 
CATALOG. 


ronson mo 











THE WITT CORNICE COMPANY 
2110 WINCHELL AVE, CINCINNATI 14, OHIO 
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WHAT'S NEW 


of cut is regulated at one point by 
use of new lever type clamp which 
permits quicker, more positive ad- 
justment. Skil Corp. 


For more data circle No. 47 on postcard, p. 149 





Indoor Clothes Line Reel 
Bluebird indoor clothes line reel 

No. 42 comes in pastel colors and 

has 24 gage, 30 ft. braided cord. It 





is 5 in. in diameter and 2 in. wide. 
Available in red, green, blue, yel- 
low, hammered bronze or hammered 
aluminum, one of each finish to a 
three-color display carton. Reel 
comes with screws and hook. Re- 
tails for $1.19. Patent Novelty Co. 


For more data circle No. 48 on postcard, p. 149 


Improved Nipple Pail 


Cap-Nut of rust-proof metal has 
been added to the CALFeeder Nip- 
ple Pail’s nipple assembly. It per- 
mits calf to get full ration of milk 
or formula. Steel bracket holds pail 
in correct position for calf, freeing 
farmer for other chores. Available 
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in 8 and 12 qt. sizes, pail has pure 
rubber nipple, life-time metal 
nipple fittings. General Metalware 
Co. 


For more data circle No. 49 on postcard, p. 149 


Pump Can 

Duo-Pump can is an all-purpose, 
safe, fast filler can with double-ac- 
tion hand lift pump, capable of 








pumping three gallons a minute. 
Featuring wide mouth filler open- 
ings and durable triple lock seam 
construction, can is useful for fill- 
ing outboard motor tanks, power 
lawn mowers, portable saw motors, 
automobiles, etc. Available in 3 and 
5 gal. sizes. Eagle Mfg. Co. 


For more data circle No. 50 on postcard, p. 149 


Rivets 

Speedy rivets fasten cloth, 
leather, paper, plastic, etc., quickly, 
easily and permanently. Hole is 





punched in each part to be fastened, 
rivet pushed together through 
holes, then placed on firm surface 
and struck with hammer. Rivets 
come in gilt, nickel, black and 
brown finishes. Available in large 
and small sizes. Retail, 15¢ a card. 
Columbia Fastener Co. 

For more data circle Ne. 51 on posteard, p. 149 
(Resume reading on page 13) 
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| LOOK FOR THE 


BLUE MARKER \ 
We 


Gy 
IF YOU HANDLE THE 


Exclusive patented interlocking i 
reel arrangement. Sell 100 feet, * 


200 feet, or 300 feet as a single 
unit or pull off any cut length— 


without kinking. Do you need a “Private-Eye’’ to locate your rope 
: stock . . . buried under the counter . . . hidden in 
Mwareneuay the cellar . . . tucked away under that pile of gar- 
acbrecricteat den tools? Why not avoid all this by having a real 
rope department, The Waterbury Rope Retailer. 
The Retailer is a complete rope department occu- 
pying a space less than 4 feet Square and the 

stand is only 42 inches high. 


The Waterbury Rope Retailer carries 6 popular 
sizes of “Blue Marker” Pure Manila Rope. 1/4” — 
300 feet, 3/16"°—300 feet, 3/8’—300 feet, 1/2” 
—300 feet, and in the back of the stand 5/8”— 
200 feet, 3/4'’—200 feet. 


Ask Your Jobber Today! 


WATERBURY ROPE CO.inc. 
Quality Rope Makers Since 1816 


88 WALLABOUT STREET, BROOKLYN 11, NEW YORK 
Sales Agent: JOHN H. GRAHAM &CO. INC. 105 DUANE STREET, NEW YORK 8, N. Y. 
—s 



















NO WASTE — Gold Seal Friction Tape tears 


evenly, won't ravel, molds to uneven surfaces. 


HIGH DIELECTRIC — Less footage is needed per 
job. No pinholes; one thickness insulates. 


LASTING “TACK” — Gold Seal sticks to the job 


under toughest conditions of cold and moisture. 


EASY HANDLING — Gold Seal does not peel, 
dry out or smear the hands in hottest weather. 















FRICTION and RUBBER 
TAPES — In either 10-roll 
cartons or single rolls. 
Every roll sealed in cello- 
phane, stays fresh. Jenkins 
Bros. (Rubber Division), 100 
Park Ave., New York 17. 










STOCK AND SELL GOLD SEAL TAPE 
for fast turnover — for steady profit 


Jenkins Bros. make Diamond Seal Friction and Rubber 
Tapes which also meet ASTM Specifications. 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 































(Continued from page 13) 
it is brightly colored and displays 
3 doz. tubes in standard assort- 
ment: 1 doz. tubes each of No. 3, % 
in.; No. 6, % in.; and No. 10, % 





in., each size neatly packed in indi- 
vidual tray. Tacks come in tubes 
of clear sturdy plastic with red 
cover-top; container measures 
1x2% in. and each is clearly 
marked. Carton, with built-in pop- 
up flashcard, occupies 7x84 in. of 
| space. Shelton Tack Co. 


| For more data circle No. 52 on postcard, p. 149 


Safety Lantern Display 
Four-color flashing Santa Claus 

display promotes Handilite safety 

lantern Christmas sales. Promotion 








includes window streamer that tells 
gift story with slogan “The Gift | 
That is a Life Saver.” Each lantern 

is cartoned in gift box. Display, | 





complete with plug-in electrical 
conversion wiring for displaying 





lantern, has red signal light of lan- 








Is Wire 


Your Answer? 


Many a “bottle-neck” in design 
has been eliminated by Brooks 
wire parts. Flat or round, 
threaded or plain, split or solid, 
they usually prove better and 
cheaper. 


Over 100 years of experience 
qualify us to consult on your 
problem. Please call on us! 


M. S. Brooks & Sons, Inc., Chester, Conn. 


Since 1848 


“BROGKS HOOKS 


Cash in on NEW 
DAISY 


HEAT-PROOF 


STOVE MATS 
in 6 


non-fading 


Viwib 









The most beautiful colors in rubber 
make DAISY mats the ‘fastest sellers—the 
best profit makers. Write for catalog and 

rices on complete DAIsy line. Includes 
see Mats, Drainboard Mats, round and 
solid Utility Mats in Vivid-X blue, green, 
yellow, red, white and gray. Bath Mats in 
gorgeous Vivid-X pastels—peach, blue, 
yellow, white and green. 


SCHACHT RUBBER MFG. CO. 
Dept.H e¢ Huntington, ind. 
Attractive DAISY rubber mat Display 
Units available. Hold complete. line 
—mean more sales per foot of 

counter space. 
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WHAT'S BOOSTING 


7. DEPENDABLE QUALITY 

2. GENEROUS MARKUPS 

3. REASONABLE RETAIL PRICES 

¢. STRONG NATIONAL ADVERTISING 


Four profit-packed reasons why you should stock up on 
BOKER Tree Brand Cutlery immediately: Quality, 
markup, and retail pricing that work to your advantage 
PLUS National Advertising in the Saturday Evening 
Post, that brings them in asking for BOKER Tree Brand. 


WHAT A COMBINATION FOR PROFITS! 


POULTRY SHEARS 
Full mirror polished stainless steel; 
no-slip knurled handles. Cuts bones 
and meat with equal ease. Fast- 
moving gift item. 





3-PIECE 
SCISSOR SET 
7” light trimmers, 5” sewing scis- 
sors, 34/2” embroide scissors, all 
three pieces nickelplated. Handsome 
genuine | leather case. Great ‘‘woman 
appeal.”” 


STEAK SET 


Hollow-ground blades of stainless 
steel. Pakkawood handles; serrated 
cutting edge. Women buy them on 
sight. 













EASY 
PINKING SHEARS 


Removable hollow- 
ground precision 
steel blades, Duraluminum handles. 
Lightweight, comfort-designed; sell 
the moment customers pick them up. 





POCKET KNIVES 


Sell them once and you'll never 
carry another brand! Fine steel and 
— looks in patterns to suit every 
aste. 


The Saturday Evening 


POST 


ognized 
Recog Value 


ROKER 
ew 


4, CUTLERY us" 
’O8 over * = 










BOKER TREE BRAND LINE 


cs “ 


H. BOKER & co., | NC. 
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= Area Heat makes plenty of sense 
to your customers because it costs less to buy 

less to install...less to operate than any 
other type of heating equipment. It makes 
sense because it puts uniform warmth all over 
their house — keeps it uniform with individ- 
ually controlled thermostats on every heater, 
in every area. 


Area Heat can make plenty of dollars for 
you because it doubles and triples your Dear- 
born sales. Dearborn Area Heat sales are 
MULTIPLE SALES. You sell up to six or 
more heaters per customer instead of the 
usual single unit sale. And with every heater 
sold you automatically sell a Dearborn auto- 
matic control — extra profits thrown in with 
no selling effort on your part. 


Ask your Dearborn representative about Area Heat if you 
don't already know the full story. Or write, call or wire 
us for more information. It's the most sensible, saleable, 
profitable way to sell heaters in heater history! 


STOVE COMPANY 


Aer) 
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, Stop 


Featured in READER'S DIGEST (October 1951) 


Sr 
Guaranteed by 
Good Housekeeping 


7 
P48 soveaste OE 


\ faucet 





(U.S. PAT. NO. 2,443,012) 


a 





NEW PACKAGING-—attractive 
counter display and new Pliofilm 
Envelopes allow instant identifica- 
tion and selection. 


NEW NATIONAL ADVERTISING 
in local newspapers and national 
magazines. 





leaks 


with SNAP-in SWIVEL WASHERS & FAUCET SEATS 


for a lasting “do-it-yourself repair” 


MR. DEALER, Snap Products Corporation 
brings you a complete new sales and ad- 
vertising package! New display material 
—new packaging—new national advertis- 
ing in Popular Science, Popular Mechan- 
ics, Good Housekeeping and your local 
newspapers. 

SNAP-in Swivel Washers and Faucet 
Seats last 10 to 20 times longer than ordi- 
nary bibb washers—they're economical— 
easy fo install. 


SNAP PRODUCTS CORPORATION 


3615 South Jasper Place ¢ Chicago 9, Illinois 





Si, These 2 refillable assortments REFILLABLE 
waron 
REFILLABLE will give you a complete rae 
ASSORTMENT chrome plated wood ‘ 
No. CW 1988 “th a CHROME PLATED 
~ a- 
CHROME PLATED STEEL MACHINE SCREWS 
chine screw AND NUTS 
STEEL WOOD SCREWS deportment 


© 8 Sizes Round Head 
© 8 Sizes Oval Head 
© 1988 Stee! Wood Screws 

© Sizes from Ye x 4 to 2% x8 
R.H.; 3g x 4 to 1% x 6 Oval 
Head 


Se. 
Shaves F006 end, &cvee Co- Foster lO Yass, 
No Po 












Screws and Hex Nuts 


(20) x 2 
© 828 Screws and Nuts 





©12 Sizes Round Heac 


© Sizes from 6/32 x Ye to % 


Ask your jobber or write us 





TO HELP YOU SELL 





tern flashing selling message 30 
times a minute at cost of 20¢ per 
month for 24 hour a day operation. 
These sales aids are included free 
with each Package of Six. Economy 


Electric Lantern Co., Inc. 


For more data circle No. 53 on postcard, p. 149 


Axe Packaging 


Containing a standard half-dozen 
axes, three at each end for better 
balance, this new corrugated board 





container saves storage space, min- 


imizes damage in shipment and can 


be used as a display for dealers. 
Each carton is clearly marked as to 


contents. Mann Edge Tool Co. 


For more data circle No. 54 on postcard, p. 149 


Plastic Table Cover 


Premium offer of a $4.98 plastic 
table cover at a special price of 
$1.00 with the purchase of a Fold- 


i Fe he ri : 





A-Way Aluminum Table is being 
made between August 1 and Octo- 
ber 31. Of sturdy quilted vinyi, 





HARDWARE AGE, AUGUST 20, 1953 











COLONIAL 





is! 








F Goulan 











































ige 30 

04 per BALDWIN 

ration. 

d free oReoko} am @ coke @ aa 
onomy 

rd, p. 149 

al MADE OF Forged Fuaas 
nas YET COST NO MORE! 


Baldwin Knockers have the unmistak- 
able mark of fine, careful craftsman- 
ship . . . They are precision 
forged, accurately machined 
and beautifully polished yet 
cost less than ordinary cast 
brass! . . . Polished and Dull 
Brass, Polished and Dull Chro- 
mium finishes . . . Individual 
gift packaging is available. 
Immediate deliveries can be 
made from our complete stocks! 











PERMANENT DISPLAY 







Jgendl BOARD AVAILABLE 
id can 
palers. 
l as to 
0. 
d, p. 149 
English sr 
e ONE OF 8 MODELS $1g00 
jlastic LOWEST IN PRICE 
| f ; 
oe YET SAME HIGH 
Fold- NATIONAL GUARD SCREEN 
QUALITY: DOOR GRILLES ARE *¥dJuctable 
7 Yes, they fit all popular size 
doors. (Size “S” for regular 
. ee Screen Doors. Size “C” for 
“a Built A Baldwin's Combination Doors.) Hand- 
od highest quality crafted steel scroll work fea- 
: standards yet priced tures two coats of white enam- 
> to beat all competi- el! Life-like figurines are of cast 
x tion. Panel for en- aluminum — NOT stamped! 


These beautiful Grilles list from . = 
$6.50 to $21.50! \ 


| WENATIONALLY Ao- 
VERTISED IN 


grtaving owner’s 
name. Choice of fin- 
ishes shown above. 


=". NN142Z- @ BETTER HOMES 
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U —> UP — @ HOUSE BEAUTIFUL 
yule OUR SALES! — 
FOR COMPLETE CATALOG ‘*‘C*? Z = @ LIVING 


ZZ = 
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BALDWIN wcucsiu" 
CORPORATION * a 
being 1290 CENTRAL AVE. @ HILLSIDE © NEW JERSEY SEND FOR ILLUSTRATED BROCHURE 
IF YOUR DISTRIBUTOR CANNOT SUPPLY YOU WRITE US DIRECT. 
Octo- Manufacturers of Complete Lines 
vinyl, of Tep Quality Builders Hardware WATIONAL GUARD PRODUCTS, INC., 540 JACKSON AVE., MEMPHIS, TENN. 
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GIVE YOUR 
CUSTOMERS 





of America’s 
Most Popular 
Step on Cans 


This range of styles, all 
from one resource, avoids 
duplications . . . cuts down 
costly inventories... simplifies 
ordering and _ stockkeeping. 
Concentration on Sanettes 
brings greater turnover and 
encourages more cooperation 
between supplier and seller... 
builds Jarger kitchen can sales 


for you. 


You get your full mark-up 
on every Sanette sale. You 
offer MORE VALUE to your 
customers. You profit by 
presenting America’s biggest- 
selling, popular-priced step 


on cans, 


In WHITE 
RED, YELLOW 
With or Without 

Mirror-like, Genuine 
CHROME COVERS 





MASTER METAL PRODUCTS, INC 
321 Chicago St., Box 95, Buffalo 5, N. Y. 
Exclusive Makers of Quolity Step-on 


Cans for over 29 years 





ae 


nent 


CAT. No. $-12 CAT. No. $-12-£ 


with with Seamless White 


Galvanized Pail Porcelain Pail 








CAT. No. $-12-CE 
with Genuine CHROME Cover and 
Seamless White Porcelain Pail 





f 



















: ee 
| e ; 4 im 
Pr i , 


CAT. No. MS-12-CE 
with Genuine CHROME Cover and 
Seamless White Porcelain Pail 


Se eapests Sa 


















ALL CHROME 











CAT. No. $-12-ACE 
with Seamless White 
Porcelain Pail 











@ For more information 
on these products and 
services use free post 
card on page 149. 


cover is green on one side, red on 
the other. Promotional material 
available, including mats, window 


| and interior displays, direct mail 








materials. Ail-Luminum Products. 


For more data circle No. 55 on postcard, p. 149 


Lock Merchandiser 

Six solid brass Yale padlocks are 
displayed with their keys on this 
permanent merchandising board. 





Green, black and yellow merchan- 
diser suggests various applications 
for the locks. Space for marking 
price is provided next to each lock. 
Yale & Towne Mfg. Co. 


For more data circle No. 56 on postcard, p. 149 


Blanket Gift Box 


Combination gift and display box 
keeps electric blanket clean while 
serving as a sales stimulator. Top 
unfolds and expands to carry mes- 
sage on a display backboard, fram- 
ing blanket under cellophane win- 
dow that highlights color and tex- 
ture of material. New two-color, 
four-page instruction booklet is en- 
closed with each blanket. Colorful 
five-piece window and store posters, 
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four-color full page ad reprints, ad 
mats and cuts, and other promo- 
tional material are available. 
Northern Electric Co. 


For more data circle No. 57 on postcard, p. 149 


Putty Knife Folder 


Here is a folder that explains 
how to fix windows with a step-by- 
step method of replacing glass in 
windows. It is written in simple 
terms the average homeowner can 
easily follow. Folder shows use of 
Duo-Fast putty knife for applying 
putty. Duo-Fast putty knife is de- 
signed to simplify window puttying 
job for average man. Supply of 
folders are being packed with each 
dozen Duo-Fast knives. Fastener 
Corp. 


For more data circle No. 58 on postcard, p. 149 


Hand Tool Displays 

Brightly colored hand tool dis- 
play boards (illustrated) hold 
wrenches, sockets, screwdrivers, 
punches and pulleys. Servatools 











merchandisers, occupying less than 
2 ft. square of floor space, display 
trays containing complete selection 
of tools used by mechanic, car 
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@ MORE DEALERS SELL 
SWING-A-WAY 


@ SWING-A-WAY IS THEIR 
BEST SELLING BRAND 


@ DOUBLE GEARS VOTED 
OUTSTANDING MECHANICAL 
FEATURE 


We think you tao will agree 

that Swing-A-Way offers more than 
any other Can Opener. But you : 
be the judge! You have a standing 
invitation from your local 
SWING-A-WAY distributor to look, 
try, compare. Then we believe 

you'll agree... 


In Can Openers... it’s SWING-A-WAY 


¥ According to a recent independent survey 





SWING-A-WAY MFG. CO., St. Louis 16, Missouri 


In Canada: Fox Agencies Lid., Port Credit, Ont., Canada 
















ATOMIZER SPRAYERS 


— ranging from 4 or. toe 
1 qt. capacity 


CONTINUOUS 
SPRAYERS 


— with capacities of 1 pint to several pounds. 


COMPRESSED 
AIR 
SPRAYERS 


MANY MORE MODELS— 
AS NEAR TO YOU 
AS YOUR LOCAL JOBBER 


. +. made by the most progressive sprayer 
company. Prices allow for full 50% mark-up. 
Nearest Jobber's name on request. 


UNIVERSA 


SARANAC, MICHIGAN 
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— capacities from 1 pint to 3 qts. 








METAL PRODUCTS CO. 














TO HELP YOU SELL 





owner, householder and farmer. 
Furnished in selection of five at- 
tractive colors, they have holders 
at sides for additional tools. Space 
is provided for pricing. Indestro 
Mfg. Corp. 


For more data circle No. 59 on postcard, p. 149 


Ventilator Display 


Cover of this two-color carton 
opens up to make an attractive 
counter display. It merchandises 





Leigh storm window ventilators. 
Units are fastened to individual 
cards with complete installation in- 
structions. One display carton 
comes with each case of 72 ventila- 
tors. Air Control Products, Inc. 


For more data circle No. 60 on postcard, p. 149 


Soil Conditioner Packaging 


Krilium soil conditioner is now 
available in new 2-oz. package for 
convenient use in potting and trans- 
planting. Two ounces will treat 
enough soil for up to 36 bulbs, 34 
four-inch pots, one rose bush or 
similar sized shrub. Retail, 29¢. 
Monsanto Chemical Co. 


For more data circle No. 61 on postcard, p. 149 


Fireplace Display 

Measuring 40 in. high, 46 in. 
wide and 12 in. deep, this fireplace 
display is finished in realistic fire- 
place colors. Built-in flasher light, 
hooded face mounting, recessed, 
and other features are displayed. 
Made of heavy rigi-cord, it comes 


Profit-minded dealers find 
in garden accessory staples 


Their feature line is Melnor! 


‘SQUARE SQUIRT’ | 
Sprinkler | HOSE CONNECTIONS 


“MIST RAY’ 
Hand Spray 


All in heavy gauge solid brass 


*600 SWINGIN’ SPRAY 
America's No. | 
Oscillating 
Lawn 
Sprinkler. 
Rustproof! 
Fully guaranteed! 
Suggested 
Retail 11.95 


MELNOR wera. prooucts co., Inc. 
10-40 45th Avenue, Long Island City 1, N.Y. 


Up to 2400 feet 
rectangular area spray 

















New England 
Since 1879 


BLAIR Model 66 
21” Power Mowet 


Also available: 18” Reel Power Mow- 
ers, Blair Rotary Mowers, and a full 
line of fine hand mowers. 

If it’s made by BLAIR, the qual- 
ity’s there. 


BLAIR MANUFACTURING CO. 
Telephone 2-7449 
Springfield 7, Mass. 
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The profits really roll in fast, when you stock 


the Jackson line. Jackson is the best-known 
name in the wheelbarrow field . . . the easiest 


to sell. 
barrows . . 


Customers ask for Jackson Home 
. prefer the skilled workmanship, 


the quality materials, exclusive shapes and 
features. Your customers know a good thing 
when they see it and they’ll buy . . . Jackson. 





WwooD 
GARDEN BARROWS 


Made of one-piece exterior 
waterproof plywood . . . won't 
warp. Pneumatic or semi- 
-pneumatic tires; also 
wheels. 








Patented sectional 
handle design is a 
Jackson feature. 














Jackson 





ROLLERS 


Various types . . . drums of 
high quality sheet steel; edges 
rounded to prevent cutting of 
sod. Adjustable scrapers of 
channel steel. 








MANUFACTURING COMPANY 


HARRISBURG, 


Oldest and largest wheelbarrow maker in America 
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Herts ek Nectar ory apo Parker Lawn Sweepers 


The biggest advertising-promotion 





program in lawn sweeper history! 


It’s big! It’s terrific! It means added Parker Lawn 
Sweeper sales for you. Yes, 20,000,000 readers—2 
out of every 3 prospects in your territory—will see 
the smash Parker “Good-by Leaves” campaign this 
fall. 8 big publications will be working for you. But 
there’s more! Look below! 





THIS WEEK and LIFE 
—For local impact, 
Parker advertising 
will saturate 33 key 
markets with THIS 
WEEK. Furthermore, 
Parker is taking part 
in the big IRHA 
promotion in the 
October 5, LIFE. 
There’s real push 
behind Parkers for 
1953 fall. 









— 

2 DEMONSTRATOR 
PLANS—Not one 
plan but two—and 
both real cash reg- 
ister ringers. Get the 
facts now—put a 
Parker sweeper to 
work for you now— 
add a Parker sweep- 
er to your rental 
equipment now. 
Write today! 


FREE 1953 PROMO- 
TION KIT— Send for 
it! Counter cards, 
window banners, 
display stand, prod- 
uct tags, newspaper 
mats, radio com- 
mercials, hand-out 
literature—a_ big 
colorful kit loaded 
with sales ammuni- 
tion. Your kit is 
ready—order today! 


LAWN SWEEPERS 


PARKER SWEEPER COMPANY 
11% Bechtle Avenue, Springfield, Ohio 
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Cutting pipe threads by hand is hard, time- 
consuming work. With an Oster No. 502 
“Pipe Master”’, it’s easy and fast. To cut-off, 
ream, and thread a 2” pipe by hand takes 


The 


“PIPE MASTER’ 
is easy 
to 
operate 


need for a chuck bar or T wrench. A spin of 
the handwheel grips the pipe and holds it 
with never a slip. The tougher the pull, the 
tighter the grip. 


TO HELP YOU SELL 





@ For more information 
on these products and 
services use free post 
card on page 149. 


with any style Flexscreen dealer 
desires. It comes completely as- 
sembled with Flexscreen already 












over 7 minutes. With a “Pipe Master” it 
takes about 1 minute. Time saved through 
the entire “Pipe Master” range of 4%” to 2” 
pipe is comparable. 

And the “Pipe Master’’ is easy to operate. 
Its exclusive “Auto-Grip” Chuck eliminates 


THE 


For the complete story on the 
“Pipe Master” see your local 
Oster Wholesaler, or write us 
for a fully illustrated, factual 
booklet. 





Main Office and Factory: 


2028 East 61st Street ¢ Cleveland 3, Ohio 


1893 » CELEBRATING 60 Years Leadership in the Threading Industry + 1953 


T  pLEBIRy 

— AMERICA’S FASTEST 
“SELLING SNIPS 
The Finest= 

At A Far Lower Price 


le 


mounted on stand. Available for 
$7.50 plus the screen or as special 
free offer with a minimum order of 
Flexscreens. Bennett-Ireland, Inc. 


For more data circle No. 62 on postcard, p. 149 















Weatherstrip Display 


Consisting of two connected 
boxes, the new counter display for 
Adjusto-Seal weatherstripping con- 
tains everything necessary for a 
complete home weatherstripping 
job. Cube-shaped box, designed to 
sit on counter, contains either 150 








Circular Pattern 


Longer Lasting Cutting 
Edge — Accurately Ad- 
justed—Fully Guaranteed 
—Compare Them Yourself 


\ ph "af 
- @ ! Bergman toot mec. co. INC. ‘ 
|} TOOLS ee your jobber 
l 4 1573-1575 NIAGARA ST BUFFALO 13, N. Y. or write. 


Tools For Over 50 Years 











ft. of plastic and wool pile weather- 
strip or eight individual 17 ft. 
reels; adjustable quiver, which con- 


Established 1899—Manutacturing Fine Quality 
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FOR EARLY FALL DELIVERY 


DISPOSABLE CYLINDER TYPE 


TURNER 


PETROLEUM 





LIQUEFIED 


TORCH 


(COMPLETE WITH ACCESSORIES) 


pene” 


You'll want to wait 
| for this fine tool of 
/ superior quality... 
full details 
| available soon! ? 


SEE YOUR JOBBER 


ss Mere ot 
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THE TURNER BRASS WORKS 





CUT + MEND - 





NOW ACCESSORY TIPS TO 

SEAL 
GROOVE + SMOOTH 

PLUS ALL TYPES OF SOLDERING 


Duol Heot 
135 250 


























Single Heat Single Heat Dual Heat 
WATTS 100/150 200/275 
LIST PRICE $12.15 $14.90 $13.50 $16.25 
SOLDERING SS 
TIP | STURDITIP No. 7135 RIGIDTIP No. 7250 tous 
Package of 2—35c list Package of 2—50c list 
No. 6120 ici No. 6140 ‘ 
MOOTHING (with nuts) P a (with nuts) ‘ , 
TP . 
50¢ each list 50c each list 





CUTTING =< 
1) 








No. 6110 (with nuts) 50c eoch list 


<s 


No. 6130 (with nuts) 50¢ each list 














W 


All modets for 60 Cy. 120 V. AC only. List Brices shown are subject to your normal 
discount. Order from your jobber or write for information direct. 


FEATURES: 


INSTANT HEAT—No wasted 
time or current. 


DUAL HEAT—For light or heavy 
jobs. Prolongs tip life. 


THERMOSTATIC CONTROL— 
Instantaneous regulation of tip 
temperature. 


HIGHER CAPACITY —Handle up 
to 275 watts. 


NEW CUTTING AND SMOOTH- 
ING TIPS—For dozens of hobby 
and homecraft jobs. Cut plastic 
tile. Heat-seal home-freezer pack- 
ages. Build model railroads. Re- 
move old, hardened putty. Refinish 
furniture. Regroove fires. 


THE FINEST TOOLS FOR 


PERFECT BALANCE— Built-in 
transformer with target-pistol grip. 


ALL-NEW DESIGN—Streamlined 
and compact. 


FULL, CONSTANT HEAT— 
Exclusive Tip-Grip. 


DUAL SPOTLIGHTS—Locate 
work in dark corners. 


SHATTER-PROOF PLASTIC 
HOUSING — Protects against 
damage. 


LOW-COST REPLACEABLE 
WELLERTIPS— Change in seconds. 


Better from Grip to Tip 


ELECTRIC GUNS 


802 Packer Street, Easton, Pa. 
Phone: Easton 7119 


THE FINEST CRAFTSMEN 
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AMERICANA 


“H" HINGE 


with screws 


##319—for flush doors 


The hardware your cus- 
tomers are looking for 
...the most popular line 
you can feature! Every 
“Americana” item 

is beautifully formed 

in hammered steel 
finished in “Star 
Brite’’ Black, An- 
tique, Copper or 
Brushed Brass. 


##318—for %'' offset doors 


me ion «Renee 





STAR 


370 Bu 


AMERICANA 


KNOB 


with screws 
#391 


Ne 








WRITE TODAY 
FOR COMPLETE CATALOG 


MET 


Sold through wholesalers only 







AMERICANA 


“HL” HINGE 


with screws 


#320—for flush doors 
#317—for %"' offset doors 


AMERICANA 


DRAWER PULL 


with screws 
#394 


| EEE 








nects to bottom of counter box and 
extends to floor, contains 2 doz. 
metal-faced door bottom strips. 
Schlegel Mfg. Co. 


| For more data circle No. 63 on postcard, p. 149 


Stock Control Folder 
| Here is a stock control file folder 
for dealers, containing a stock con- 
trol check-off list on caulking and 





sea.ing compound needs. Cover of 
folder pictures a suggested display 
of caulking and sealing products. 
Reverse side illustrates and de- 
scribes latest additions to line— 
Kord and Krak-Tite. Price lists 
and representative How to Use 
booklets are sent with folder. Ster- 
ling Paint & Varnish Co. 


For more data circle No. 64 on postcard, p. 149 


Shelf Brackets 
| Vari-Board brackets are for use 
| with Vari-Board screwdriver dis- 
| play shelves to permit mounting of 





shelves to regular shelf edges, door 
panels, posts, etc., when no back- 
board is used. Two_rust-resistant 
metal brackets come with each 
shelf, which has two hooks on rear 
edge. Brackets are attached by 





screws to the shelf edge, or 
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mounted on doors or posts, and 
shelf hooks are inserted into front 
bracket holes. Vaco Products Co. 


For more data circle No. 65 on postcard, p. 149 


Plier Display Carton 
Handiman plier now comes in at- 

tractive six-pack counter display 

DH16. 


carton, Plier is chrome 





plated and has wire cutter, screw- 
driver and combination wrench. It 
is of drop forged steel and has 
electronically hardened cutting 
edges. Each tool in carton is indi- 
vidually boxed. Diamond Calk 
Horseshoe Co. 

For more data circle No. 66 on postcard, p. 149 


Toaster Display 


This full color counter display is 
for use with the new completely au- 
tomatic Toastmaster Super De 


\NES 
TOASTMASTER 





Luxe toaster. Called the 3-D 
counter display, its depth and vari- 
ous planes emphasize design and 
operation of toaster. Progression 
photographs explain new “power- 
action” and other features of 
toaster. Toastmaster Products Div., 
McGraw Electric Co. 

For more data circle No. 67 on postcard, p. 149 


(Resume reading on page 14) 
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Go ce ce so 


See what's behind 





Only Flexscreen 
Gives You: 


THE ORIGINAL CURTAIN SCREEN ... 


flexible folds of woven metal that 
glide open or shut at the touch 
of a hand. 


ACCEPTED DESIGN LEADERSHIP ... 


graceful, traditional, adaptable to 
every fireplace. 


THE NEW HOODED TYPE... 


just3 sizes fit 90% of all fireplaces 
— easy installation by customer. 


COMPLETE PROFIT LINE... 


a full line of Flexscreens — with a 
full profit for you on every sale. 


SALES ASSISTANCE... 


through regular Flexscreen adver- 
tising to your best customers .. . 
a national service organization . . . 
and aggressive merchandising 
geared to your selling. 








FEATURE THE TRUE... 


Ca 











VOLUME...PRESTIGE... 
AND PROFITS FOR YOU! 





Volume? The new Hooded Flexscreen and 
the improved Frame Flexscreen are especially de- 
signed for over-the-counter selling from your stock. 
No installation problems . . . no call-backs . . . no 
post-mortems. Just good, clean sales 


of them 


and plenty 
with these Flexscreen leaders in the 
“packaged” fire-screen field. And, in the “custom” 
trade-—Flexscreen attached types are volume 


' 
sellers, too! 


Prestige ? You don’t have to waste time on 
long-winded sales stories . . . your customers 
know, prefer and demand Flexscreen by name. It’s 
the original flexible metal screen—backed by 20 
years of forceful national advertising —and a 
reputation for leadership in quality, design and 


utility that imitations cannot approach! 


Profits ? Flexscreen merchandising support 
combines with Flexscreen national advertising 
to pull prospects into your store—and sell them! 
We provide all the sales tools you need to build a 
high volume, high profit business in a rapidly ex- 
panding market. 

Get the facts . . . see your Flexscreen representa- 


tive—or write us at 853 W. North Street. 
REG. U.S 


& CANADA Pat. 4 E- 


BENNETT - TRELAND TX 
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W S M S F ported sales exceeding 1,500 Bain Co. Plans Dealer Laskey ‘ 
ater ystems onth et For Sts oe om Water Trade Show Sept. 17-19 With Bic 
Dealers co-operating with W. S. Bain Co., Newark, Howarc 
° Dayton (Ohio) Power & Ohio, wholesaler, has set been nan 
ay, 1954; 19 3 es se Light Co. sold 399 water Sept. 17, 18 and 19 for its sales mar 
systems in May, or a 26 pet annu al Bain Industrial 
Success with the 1953 Na- sales in May for the preced- ain over sales in May, 1952, Dealer Trade Show and Good 
ing year. E. D. Smith, supervisor of Will Party. 


tional Water Systems Month 
promotion was such that the 
National Association of Do- 
mestic & Farm Pump Manu- 


“The result has been a 
sales impact of tremendous 
importance on the potential 


the Rural Department, re- 
ported at the meeting. 





The show will be held on 
the grounds of Licking 
Springs Trout Club, three 
miles north of Newark. All 


facturers has named May, market for electric water Hechinger Co. Organizes tiviti will b atewel 
1954, for its sixth annual systems, estimated conserva- Wholesale, Retail Units around a large circus tent 
observance of this nation- tively at nearly 10 million ‘ 8 ee ae oe 


wide promotion period. 
Herbert C. Angster, execu- 
tive secretary and director 
of the group told the mid- 
summer meeting of plan- 
ning committees, held July 
23 and 24 in Chicago, that 


prospects in the farm and 
non-farm rural field.” 
Reports by representatives 
of electric power suppliers 
on the efforts of hardware 
and other dealers co-operat- 
ing in their 1953 National 


The Hechinger Co., Wash- 
ington, D. C., has reo: ganized 
its set-up, creating two sep- 
arate units: The Hechinger 
Co., a retail operation; and 
Richard England Associates, 
Inc., a wholesale operation. 








with 10,000 sq. ft. of display 
space for manufacturers’ ex- 
hibits. 

More than 100 manufac- 
turers will have exhibits at 
the show, which will feature 
a stage show at 10:30 p.m. 





since the first of the year, Water Systems Month pro- (Continued on page 200) daily, and a buffet dinner. HOWA 
water systems sales have motion showed good increases a 
been running more than 11 over the previous year’s cam- /eardware Briefs: low & D 
pet ahead of those for 1952. paign. May, 1953, dealer Mass., w 
“National Water Systems sales in the area served by eo 
Month which falls annually Pennsylvania Power & Light : Ms . rity, pres 
in May,” said Mr. Angster, Co. totaled 1,798 water sys- 5,000 At Schurman & Son Opening m Idaho; pany. 
“has had a snowballing ef- tems, according to R. T. Peirson Hardware (Mass.) is 100 Years Old Bigelow 
fect on sales from the start. Jones, manager of farm been recer 
For each succeeding year of sales. This was the third Lewiston Idaho—More Schurman & Son - Marshall tributor 
the promotion since the first. consecutive campaign dur- than 5,000 attended the for- Wells Hardware Store, Sixth Nairn’s 
sales in May have exceeded ing which his company re- mal opening of the new and Elm Sts., held recently throughout 
in the new building pur- states terr 
. chased by Paul Schurman Mr. Las 
, and his son, Clayton. ge od 
Heart of America Golf Tournament The building has more | % ‘\onge 








than 50 ft. of plate glass 
windows, concrete floors fin- 
ished in asphalt tile, and 
slim line lighting. Customer 
parking space is available at 
the north of the store. 














Smith B: 
Celeb 


Smith B 
Pittsfield, Mass. — Pitts- Nigccre ned 
field’s oldest retail store, the versary th 
Peirson Hardware Co., 49 The firm 
Summer St., recently cele- store in D 
brated its 100th anniversary. the Smith 
William E. Peirson is head before th 
of the firm and grandson of hanwn as $ 
the founder, Henry M. Peir- with W. L 

son. ner. 
The occasion was observed The Sm 
The Heart of America Hardware Club, Kansas City, Mo., recently held its annual ar al dame Gael en 
golf tournament at the Hillcrest Country Club. The event was attended by 65 persons, suetiin aud ennaaiaten were st f . 
wholesalers’ and manufacturers’ salesmen from the Missouri, Kansas, lowa and Nebraska me : h aiiaili eee SOF 
area. Some of those who were in attendance are shown in the above photograph. The given to the many people who sold it and 
1953 officers of the club are: Roy Shore, president; W. Graham, vice-president; and attended the celebration. bus where 
Dan Schmelzinger, secretary-treasurer. (Continued on page 198) the wholes 
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Laskey Gets Sales Post 
With Bigelow & Dowse 
Howard H. Laskey has 


been named floor covering 
sales manager for the Bige- 





HOWARD H. LASKEY 


low & Dowse Co., Boston, 
Mass., wholesaler, it was 
announced by J. Frank Ger- 
rity, president of the com- 
pany. 

Bigelow & Dowse has 
been recently appointed dis- 
tributor for Congoleum - 
Nairn’s Gold Seal line 
throughout the New England 
states territory. 

Mr. Laskey has been di- 
rector of sales _ training 
of Congoleum - Nairn, Inc., 


Kearny, N. J., since 1951. 
Prior to that time, he was 
for 14 years a district sales 
representative for Congo- 
leum-Nairn. He joined that 
firm as a sales trainee in 
1937. 





Penn Hardware Names 
Albert Heizmann, Jr. 


Albert Heizmann, Jr., has 
been elected treasurer and 
sales manager of the Penn 
Hardware Co., Reading, Pa., 
wholesaler. Mr. Heizmann 
fills the vacancy created by 
the death of his father, Wil- 
liam A. MHeizmann, last 
May 18. 

Since his graduation from 
Yale University in 1933, Mr. 
Heizmann has been active in 
the company in various ca- 
pacities. His grandfather 
was one of the founders of 
the company. 

At the same time it was 
also announced that Earl E. 
Haas has been named as- 
sistant sales manager, and 
Richard E. Heizmann, grand- 
son of the other founder of 
the company, has been ap- 
pointed plant manager. J. 
Robert Rickenbach has been 
named assistant plant man- 
ager. 





Smith Bros. Hardware Co., Ohio Wholesaler, 


Celebrating 75th Anniversary This Sammer 


Smith Bros. Hardware Co., 
Columbus, Ohio, wholesaler, 
is celebrating its 75th anni- 
versary this Summer. 

The firm started as a retail 
store in Delaware, Ohio, as 
the Smith Bros. Co. in 1878, 
before that time it was 
known as Starr, Smith Bros., 
with W. L. Starr as a part- 
ner. 

The Smith brothers were 
Thomas F. and John H. 
Smith. After operating their 
store for many years, they 
sold it and moved to Colum- 
bus where they established 
the wholesale firm in 1891. 
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Thomas Smith was president 
from the time of the whole- 
sale firm’s incorporation un- 
til his death on March 7, 
1913. John Smith served as 
head of the firm from March 
12, 1913, until Feb. 1, 1919. 
He served as chairman of 
the board of directors from 
that time until his death Feb. 
2, 1926. 

D. E. Mooney was presi- 
dent of the company from 
Feb. 1, 1919, until his retire- 
ment July 31, 1936. S. L. 
Hall succeeded Mr. Mooney 
and has been president of 
the firm since July 31, 1936. 








Morley-Murphy Co. Purchases 


Stock of Delta 


The Morley- Murphy Co., 
Green Bay, Wis., whvlesaler, 
recently purchased all of the 
capital stock of the Delta 
Hardware Co., Escanaba, 
Mich., wholesaler, it was an- 
nounced by J. S. Stiles, 
president of Morley-Murphy. 
Terms of the transaction 
were not disclosed. 

The Delta Hardware Co. 
was founded in 1900 by W. 
R. Smith, W. W. Oliver and 
R. E. McLean. Its working 
field includes all of the Upper 
Peninsula of Michigan and 
the northern area of Wiscon- 
sin. The firm employs 75 per- 





Elect Louis President 
Of Ajax Hardware Mfg. 
Norman D. Louis has been 


elected president and general 
manager of Ajax Hardware 





NORMAN D. LOUIS 


Mfg. Corp., Los Angeles, 
Calif., at the recent seventh 
annual meeting of the firm’s 
board of directors. 

Mr. Louis, who has been 
associated with Ajax since 
its inception in 1946, was 
formerly vice-president and 
sales manager of the com- 
pany. As president he suc- 
ceeds Harry K. Lieb, who has 
resigned from the company. 


Hardware Co. 


sons, including nine sales 
men. The corporation’s build- 
ings in Escanaba contain 
more than 120,000 sq. ft. of 
floor area, and included in its 
operation is a sizabie retail 
store. 

The Morley- Murphy Co. 
was incorporated in 1904 as 
a wholesale hardware con- 
cern, and later expanded into 
major appliances, plumbing, 
electrical supplies and other 
related fields. The company 
opened a branch in Wausau, 
Wis., in 1920, and another 
in Milwaukee, Wis., in 1925. 

With the addition of the 
Delta Hardware Co., Morley- 
Murphy now operates plants 
in four cities in Wisconsin 
and upper Michigan. 

Mr. Stiles, in announcing 
the purchase, stated that no 
major changes in the policies 
or method of operation of the 
Delta Hardware Co. are con- 
templated for the present. It 
will be operated as a sub- 
sidiary corporation of the 
Morley-Murphy Co. organi- 
zation. 





Holmes Hardware Sells 
Retail Part of Firm 


After 44 years in the hard- 
ware business in Detroit, 
Mich., the Charles Holmes 
Hardware Co. has closed its 
retail department. Charles 
Holmes, head of the firm, has 
retired and his son, Howard 
G. Holmes, who was in part- 
nership with him since 1950, 
has taken over the builder’s 
hardware department of the 
business. 

The younger Mr. Holmes 
is presently doing business at 
12926 W. Seven Mile Rd., in 
Detroit, under the name of 
the Charles Holmes Hard- 
ware Co. The firm is spe- 
cializing in builders’ hard- 
ware. 





185 



















Honor W. F. Kennedy, of Ott-Heiskell Co., 
Upon Completing 65 Years in Hardware Field 


W. F. Kennedy, of Ott- 
Heiskell Co., Wheeling, W. 
Va., wholesaler, was honored 
recently at a dinner tendered 
him by his two sons, George 
B. and Mark H. Kennedy, 
upon his completion of 65 
years in the wholesale hard- 
ware industry. 

The event, held at the 
Kiley Farm, St. Clairsville, 
Ohio, was attended by more 
than 20 out-of-town manu- 
facturers. The guest of 
honor was presented with an 


engraved silver pitcher on 
behalf of his fellow em- 
ployees. 

The elder Mr. Kennedy 
comes from a family of hard- 
ware men. His older son, 


George B. Kennedy, heads 
his own organization, the 
Kennedy Hardware Co. of 
Wheeling, and also the Ken- 
nedy Farm Equipment Co., 
Barnesville, Ohio. Associated 
with him are his two sons, 
William B. and Robert H. 
Kennedy. Mark H. Kennedy, 
the elder Mr. Kennedy’s 
other son, is secretary-trea- 
surer of the Ott-Heiskell Co. 

W. F. Kennedy has been a 
familiar figure at the Na- 
tional Wholesale Hardware 
Association gatherings at At- 
lantie City, N. J., for almost 
as long as they have been 
held. After 65 years he is 
still active and at his desk 


during the working week, 
including Saturdays. His 
health is excellent atid he is 
looking forward to celebrat- 
ing his 70th anniversary in 
the wholesale hardware field. 





Elect Llewellyn Head 
Of S. L. Allen & Co. 
William T. Llewellyn has 


been elected president of 
S. L. Allen & Co., Inc., Phila- 





WILLIAM T. LLEWELLYN 


delphia, Pa., at a_ recent 
meeting of the board of di- 
rectors. He succeeds Mat- 
thew J. Scammell who died 
last June. 

Elected at the same meet- 
ing of the board of direc- 
tors, Matthew J. Scammell, 


Pictured above are those who attended the recent dinner 
given in honor of W. F. Kennedy upon his completion 
of 65 years in the wholesale hardware industry. The 
event took place at the Riley Farm, St. Clairsville, Ohio, 
and was tendered by Mr. Kennedy's two sons, George B. 
and Mark H. Kennedy. In the front row, from left to 
right, are: William Bechtle, C. D. Colvin, Henry G. Roth, 


Carl H. Markel, Ralph C. 


Harms, Lou Braden, T. E. 


Steiner, J. O. Pearson, Robert H. Kennedy, George B. 
Kennedy, W. F. Kennedy, Mark H. Kennedy, William B. 
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Kennedy, Edward Borchart, Amiel Glauser, C. W. Blow- 
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Jr., is the firm’s new execu- 
tive vice-president. Earle D. 
Appenzeller has been elected 
treasurer of the company. 





MATTHEW J. SCAMMELL, JR. 


Mr. Llewellyn, the fifth 
president of the company 
since its founding in 1871, 
spent all of his business life 
with the company. 

Mr. Scammell has_ been 
with the company since 1933, 
when he started work in the 
forging shop. He worked in 
traffic, drafting and pur- 
chasing before he became a 
vice-presideht of purchasing 
in 1950. He has been a mem- 
ber of the board since 1944. 

Other officers of the com- 
pany include William H. 
Roberts, Jr., vice-president 
in charge of sales; Charles 
J. Allen, vice-president, and 
Walter H. Kleinhenn, sec- 
retary. 


Schmieder Retires From 
Inland Steel Products 


R. S. Schmieder has re- 
tired from Inland Steel Prod- 
ucts Co., Milwaukee, Wis., 
where he was general sales 
manager. He was a veteran 
of 39 years of service in the 
sheet metal fabricating in- 
dustry. 

Mr. Schmieder was given 
a farewell dinner at Mil- 
waukee’s University Club by 
fellow staff members and 
sales department personnel. 

Mr. Schmieder started 
with the old Milwaukee Cor- 
rugating Co. in 1913 as a 
factory clerk. He progressed 
to company representative 
in the Missouri and Illinois 
areas, then to assistant man- 
ager and manager of the 
metal ceiling and specialties 
division. In 1939 he became 
manager of the firm’s Balti- 
more branch. He was ap- 
pointed general sales man- 
ager in 1945, a post he held 
until his retirement. 


National Die Casting 
Names King to Post 


William C. King has been 
appointed sales manager for 
the Sporting Goods Div. of 
the National Die Casting Co., 
Chicago, Ill. 

Mr. King was formerly as- 
sistant manager of the King- 
O’Shea Div. of the Wilson 
Sporting Goods Co. 





ers, George J. Eberts, W. Howard Nesbitt, M. J. Wilkoff 
and A. A. Mills. Second row, same order, are: J. B. 
Hirsch, Paul R. Petrequin, Harvey S. McMillin, Albert 
Heizenroether, Edward M. McFarland, Grover Crisman, 
J. J. O'Donnell, W. M. Cusack, Horatio Sawyer Earle Hl, 


L. R. Cold, J. J. Greens, A. C. 


Whitaker, D. A. Burt, Jr., 


George J. Kossuth, Charles G. Glauser, E. M. Robinson, 


A. V. Dix, E. M. Steckel, W. 
Carl O. Smith, Edson Heinlein, 
Blowers, Walter Seamon, W. J. Schuh and Harry Schuh. 


Richard Baker, 
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M. Allen, Fred C. Graeb, 
Keith 
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DEALERS. . . FREE TRIAL! 


Nationally advertised Glo-Torch, fastest- 
selling electric paint remover on the market 
today, is also the most profitable to dealers 


because of extra discounts. We will send 
oO -Jorch you one for your inspection and approval. 
Test it. . . i 


let your customers test it. If 


Ss E T 4 H Oo T P A Cc E you agree it is the best, we will bill you at 
the dealer discount price. Otherwise simp- 
The hottest pace in sales and profits is set ly return the Glo-Torch, and no charge will 
by the Glo-Torch (Ludlow Electric Paint be made. Write to Ludlow Products Corp., 
Remover) because of steadily increasing 1416 Broadway, Schenectady 6, N. Y. 
demand from master painters and home- 
owners. Glo-Torch blisters, strips off old NOTICE] Some territories still available 
thick coats of paint 15 to 20 feet per for manufacturer representatives. 
minute in one operation. Tubular metal- For full information write today to 
sheathed heating unit radiates fierce heat Ludlow Products 
which is concentrated on working surface 95 Corporation. 
by stainless steel reflector. Offset handle 10 

stays cool. Use on houses, boats, furniture, 
cupboards, etc. Works wonders on hard- 
to-reach corners, crevices, etc. Heats as- 
phalt tile for cutting faster than a blow- 
torch. Maximum discounts te dealers. The 
Glo-Torch is diti 
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We'll see you at Booth 557, National 
Herdware Show in New York, Oct. 5-9. 


| a PRODUCTS CORPORATION 


1416 Broodwoy Schenectady 6,M.¥ 








RUBBERIZED 


SATIN TONE 


WALL PAINT 


Ready to Use for all in- 
terior and exterior sur- 8 
faces and wall paper 80 


x Delivered in Zone 1 within 
ONE COAT COVERS po aay sary 


HOUSE PAINTS $2.45 and $1.45 a Gallon* 
ENAMELS $2.30 a Gallon* 


Write for Color Cards and Prices on Full line 


Attention Salesmen: A few choice territories available! 


TOBIAS PAINT Mfg. Co. 


3302 EAST. .S7th SF 
WEL A eee ka On 1. @ 
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SOLDERING GUNS 


NO. 905 — 250 WATTS 


Heavy duty type. Built 


to last under <i 


rugged, industrial 
use. Twin Visa-lites. 


List Price 











ee 
NO. 909 —135 WATTS 


For field or bench use. Fits 
easily in tool kit... balances itself on 
bench (stands upright). Single Visa-lite 


List Price . . . $16.25 


NO. 900—135 WATTS 





Lighter duty type for standard operations. De- 
pendable, durable performance. Single Visa-lite. 


$15.00 















List Price . 


DRAKE soldering guns feature durable, heat resist- 
ant cases; smooth, instant trigger action; handy Visa 


lites for keeping work in sight all UL Approved 


@ WRITE NOW FOR ALL THE FACTS! @ 


DRAKE ELECTRIC WORKS, Inc. 


3656 LINCOLN AVE., CHICAGO 13, ILL 


n Canod JOHN R. ANDERS 


















Palace Hardware Co. of San Francisco To 
Retire from Retail Business on Aug. 31 


The Palace Hardware Co., 
San Francisco, Calif., is pre- 
paring to close out its stock 
and to retire from business 
upon the expiration of its 
lease at 569 Market St. on 
Aug. 31. A close-out sale of 
the inventory and fixtures 
was started the week of July 
6. Channing Corp., which 
has operated the store since 
1950, made the following an- 
nouncement in connection 
with the closing of this store: 

“The Palace Hardware 
Store is the only retail op- 
eration in our company, 
which otherwise is engaged 
entirely in the manufacturing 
and distributing fields. Ac- 
cordingly, the termination of 
the lease for this store affords 
a logical opportunity to dis- 
pose of an operation foreign 
to our principal activities, 


and to use these assets in the 
further expansion of our in- 
terests in the automotive 
field.” 

The original business was 
organized sometime around 
1880 as the H. P. Latson Co. 
In 1891 it was incorporated 
as the Palace Hardware Co. 
and it was located in the 
same block as the old Palace 
Hotel. After the fire of 1906 
it movel to the next block 
down Market St., where it 
has been one of the city’s 
mercantile landmarks during 
the first half of this century. 

During its history the com- 
pany has been operated un- 
der various ownerships. In 
1943 principal ownership 
passed to members of the 
Dohrmann family, from 
whom it was purchased by 
the Channing Corp. 





Jackson to Head Sales 
For Fraim Lock Co. 


George F.. Jackson has been 
appointed general sales man- 
ager of the E. T. Fraim Lock 
Co., Inc., Lancaster, Pa., it 
was announced by S. R. 
Fraim, president of the firm. 

In his new position, Mr. 
Jackson will direct and super- 
vise the sale and distribution 
of Fraim products every- 
where. He has been asso- 
ciated with the company for 
some time in the capacity of 
sales service manager. 





Davis Promoted By 

Casco Products Corp. 
Harry B. Davis, Jr., has 

been named vice-president in 


charge of steam iron, heating 
pad and tool kit sales of Cas- 





HARRY B. DAVIS, JR. 
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co Products Corp., Bridge- 
port, Conn. 

Prior to joining Casco’s 
Home Appliance Div. in 1948, 
Mr. Davis was eastern divi- 
sional manager for the Toast- 
master Products Div. of Mc- 
Graw Electric Co. 





Name Kates President 
Of Union Malleable 


Charles Kates has been 
named the new president and 
general manager of the 
Union Malleable Mfg. Co., 
Ashland, Ohio, and its sub- 
sidiaries. Since April, 1952,’ 
Mr. Kates has been executive 
vice-president and sales man- 
ager of the organization. 

At the same time it was 
also announced by the com- 
pany that C. H. Willis has 
been promoted to the position 
of vice-president and assis- 
tant general manager of 
Union Malleable. D. E. Gil- 
man has been advanced to 
vice-president and assistant 
general manager of Ashland 
Malleable. 

Homer Sipe was promoted 
to the position of treasurer 
and comptroller of the firm’s 
three plants. And Robert L. 
Fasig, as new director of 
purchase for the three com- 
panies, will be the fifth mem- 
ber of the executive manage- 
ment group. 

Mr. Kates joined Union 
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Malleable eight years ago as 
works manager of the Union 
Brass & Copper Co. He then 
became secretary and pur- 
chasing agent, and in April, 
1952, was promoted to execu- 
tive vice-president and sales 
manager, 





Landers, Frary & Clark 
Promotes W. D. Batey 


William D. Batey has 
been named sales develop- 
ment manager of _ the 
Vacuum Goods - Household 
Specialties Div. of Landers, 
Frary & Clark, New Britain, 
Conn., E. J. Van Buskirk, 
vice-president in charge of 





WILLIAM D. BATEY 


sales for that division has 
announced. 
Mr. Batey has been dis- 


trict manager of the Vacuum 
Goods-Household Specialties 
Div. for Universal with 
headquarters in Detroit. He 
will be succeeded in that ter- 
ritory by James S. White, 
formerly assistant house- 
wares buyer at J. L. Hudson 
Co., Detroit, Mich. 





Farrey's Specializing 
In Wholesale Operation 


Farrey’s, Inc, Miami 
Beach, Fla., has closed its 
retail store at 1692 Alton 
Rd., and is now operating 
from its Seventh Ave. loca- 
tion in Miami on a wholesale 
basis only. 

The company is presently 
specializing in dealer, con- 
tract builders’ hardware and 
industrial trade. In conjunc- 
tion with this change in pol- 
icy, the company has changed 
its name to Farrey’s Whole- 
sale Hardware Co., Inc. 

The firm is owned and op- 
erated by I. Lloyd, W. Vin- 
cent and Francis X. Farrey. 


Kaplow to Head Sales 
For Keil Lock Co., Inc. 


Herbert Kaplow has been 
appointed sales manager of 
the Keil Lock Co., Ince., 





HERBERT KAPLOW 


Charlestown, N. H., it was 
announced by R. G. Plumley, 
general manager of the com- 
pany. 

Mr. Kaplow was formerly 
associated with the Indepen- 
dent Lock Co. In his new 
position, he will travel ex- 
tensively in the hardware 
trade during the coming 
months. He will maintain 
headquarters at the com- 
pany’s offices in Charlestown. 


Porter Co. Acquires 
Leschen & Sons Rope Co. 


The H. K. Porter Co., Inc., 
Pittsburgh, Pa., has acquired 
a controlling interest in A. 
Leschen & Sons Rope Co., St. 
Louis, Mo., it was announced 
by T. M. Evans, president of 
Porter. 

The Leschen company, es- 
tablished in 1857, will con- 
tinue operations as Leschen 
Wire Rope Co., Div. of H. K. 
Porter Co., Inc. The opera- 
tion will be under the direc- 
tion of D. W. Vernon, vice- 
president and general man- 
ager. A. A. Leschen, former 
president, has expressed a de- 
sire to retire from business. 

Over the past few years 
Porter has entered into the 
manufacture of rubber, steel, 
electrical equipment, forged 
steel fittings, hydraulic 
presses and equipment, and 
wire rope through the ac- 
quisition of Quaker Rubber 
Corp., Connors Steel Div., 
Buffalo Steel Div., Delta-Star 
Electric Div., Watson-Still- 
man Co. and, most recently, 
the Leschen firm. 
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Scholz Heads Sales Of 
Pioneer Garden Hose 


Charles M. Scholz has been 
appointed manager of the 
Garden Hose Div. of Pioneer 





CHARLES M. SCHOLZ 


Rubber Mills, San Francisco, 
Calif., it was announced by 
S. M. Suhr, vice-president 
in charge of saies. 

Mr. Scholz, who will di- 
rect sales of Pioneer rubber 
and plastic garden hoses, re- 
seived his previous rubber 
experience with the B. F. 
Goodrich Co. where he took 
part in the firm’s garden 
hose, fire hose and other 
hose sales programs. 





Mop Manufacturers Assn. 
Elects Henn President 


The American Mop Manu- 
facturers Association  re- 
cently held its semi-annual 
dinner meeting at the Hotel 
Traymore in Atlantic City, 
N. J. The meeting was pre- 
sided over by George Barnes, 
O-Cedar Corp.,  vice-presi- 
dent of the Association, in 
the absence of the president, 
Ralph F. Henn, Du-All Mfg. 
Co. 

Mr. Henn was re-elected 
president for the coming 
year. Other officers elected 
at the meeting were: Norris 
T. Drummond, Fuller Brush 
Co., re-elected vice-president ; 
H. J. Lehman, American 
Textile Products Co., vice- 
president; D. W. Swindle, 
D. W. Swindle & Sons, sec- 
retary; and Robert C. Fern- 
ley was re-elected executive 
secretary. 

An Association emblem 
was adopted and electros for 
use on stationery will be 
available in the near future. 
It was also reported that 
steps are being taken to de- 
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velop a program for periodic 
market reports. The develop- 
ment of standards for mop 
yarn was discussed and a 
special committee was ap- 
pointed to consider the mat- 
ter. 


Cory Appoints Wallace 
Division Sales Head 


J. W. Wallace has been ap- 
pointed eastern division sales 
manager for Cory Corp., 
Chicago, Ill. He _ succeeds 
J. E. Gallagher, who is re- 
signing from that position 
on Sept. 1. 

Mr. Wallace has been with 
Cory in an executive sales 
capacity for the past eight 
years, the last two years of 
which he has served as sales 
manager of the firm’s mid- 
west division. 

In his new position, Mr. 
Wallace will supervise all 
sales activity on Cory, Nicro 
and Fresh’nd-Aire products 
in the New York, New En- 
gland, Philadelphia, Wash- 
ington and Carolina terri- 
tories. 





Thomas Heads Eastern 
Sales for Lowe Bros. 


John T. Thomas has been 
promoted to eastern district 
sales manager by Lowe 
Bros. Co., Dayton, Ohio. Mr. 
Thomas formerly served as 
a company sales representa- 
tive in the eastern district. 

Prior to 
Bros., Mr. Thomas had spent 
several years in paint retail- 
ing and merchandising. In 
his new position, he will co- 
ordinate and direct all sales 
activities of the firm’s paint 
products in western Con- 
necticut, New York, eastern 
Pennsylvania, Maryland, 
Delaware and New Jersey. 





JOHN T. THOMAS 


joining Lowe | 
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FESTIVAL 


In LIFE as well as The 
Saturday Evening 
POST, month after 
month, your customers 
will see dramatic 
Monowatt adver- 
tisements. Continuing 
promotion plus 
sparkling new products, 
display packaging, 
reliable sales ratings, 
display materials 
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more electrical 
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Name Turpin Sales Head 
Of Midwest Mower Corp. 


Ralph Turpin has _ been 
named sales manager of the 
Midwest Mower Corp., St. 
Louis, Mo. 





RALPH TURPIN 


Until the time of his ap- 
pointment, Mr. Turpin was 
southern representative for 
Midwest Mower. Previous 
to that time he covered the 
11 southern states for a 
large hardware company. 

According to Mr. Turpin, 
the Midwest Mower Corp.’s 
sales efforts for the coming 
season will be expanded con- 
siderably and will include a 
national advertising cam- 
paign in many magazines. 


Black & Decker Names 
Apsey Marketing Head 


The appointment of John 
F. Apsey, Jr., as marketing 
manager for the Black & 
Decker Mfg. Co., Towson, 
Md., has been announced by 
G. H. Treslar, vice-president 
in charge of sales. 

At the same time Mr. 
Treslar also announced that 
G. Ross French was ap- 
pointed advertising manager 
and Robert A. McGrain, 
sales promotion manager. 


Masury & Son Adds 
Three to Sales Force 


William Woodward has 
been named to. represent 
John W. Masury & Son, Inc., 
Baltimore, Md. He is the son 
of Ray Woodward, who has 
been a Masury salesman for 
more than 30 years. 


The younger Mr. Wood- 


ward will cover the greater 
His father 


Detroit market. 
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covers New Hampshire and 
Vermont for the paint firm. 
Before joining Masury, the 
younger Mr. Woodward was 
with the Emery-Waterhouse 
Co., Manchester, N. H. 

At the same time it was 
also announced that J. O. 
Smith will represent the 
company in the state of Ala- 
bama, and Robert R. Howard 
will cover the state of South 
Carolina. 





Mastic Tile Names Haag 
In Western New York 


Herbert P. Haag has been 
appointed a sales representa- 
tive for Mastic Tile Corp. 
of America, Newburgh, N. Y.. 
it was announced by Carl 
Resnikoff, vice-president in 
charge of sales. 

Mr. Haag will headquar- 
ter in Rochester, N. Y., and 
will cover the western half 
of New York State. 





G-E Touring Country 
With Oil Burner Show 


General Electric’s Appli- 
ance Control Dept. launched 
a year-long, coast-to-coast 
tour in July to introduce its 
new line of oil-burner con- 
trols to home heating deal- 
ers, contractors, and service- 
men throughout the country. 

Scheduled to make more 
than 150 stops, the “Band- 
wagon” will appear before 
an estimated audience of 
20,000 key people responsible 
for the selection and instal- 


lation of domestic heating 


controls. 

The first showing was in 
Springfield, Mass., July 28. 
The tour will visit such cities 
as Boston, New York, Cleve- 
land, Chicago, Detroit and 
St. Louis before winding up 
on the West Coast next year. 





McAllister Named To 
American Mfg. Co. Post 


Charles D. McAllister has 
been named vice-president 
of American Mfg. Co., Brook- 
lyn, N. Y. Mr. McAllister, 
whose former title was sales 
manager, will retain direc- 
tion of the company’s selling 
activities. 

Mr. McAllister has been 
with American Mfg. Co. in 
various capacities for more 
than 20 years. This latest 
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promotion now puts him in 
the same post once held by 
his father, Charles D. Mc- 
Allister, who was vice-presi- 
dent of the company in 1924. 





Porter-Cable Appoints 
Jensen Export Head 


John C. Jensen has been 
named to head the new ex- 
port department of the Por- 
ter-Cable Machine Co., Syra- 
cuse, N. Y., it was announced 
by John A. Proven, vice- 
president of sales. 

The export department is 
located in the Bank of South 
Haven Building, South 
Haven, Mich. 





Carlon Products Names 
Rhome Regional Head 


Rom Rhome has been ap- 
pointed manager of sales in 
the southwestern region of 
the country for Carlon Prod- 
ucts Corp., Cleveland, Ohio. 

Formerly associated with 
line pipe sales of the Con- 
solidated Western Div. of 
the United States Steel 
Corp., Mr. Rhome will super- 
vise the sales of Carlon plas- 
tic pipe, fittings and coat- 
ings in Texas, Louisiana, 
Arkansas and Oklahoma. 

He will also be responsible 
for the promotion of the use 





ROM RHOME 


of Carlon pipe in the pe- 
troleum industry. Mr. Rhome 
will establish sales offices in 
Fort Worth, Tex. 





Hanson Joins A. O. Smith 


Lee W. Hanson has joined 
the Liquefied Gas Products 
Div. of the A. O. Smith Corp., 
Milwaukee, Wis., as_ sales 
representative covering 
south and central Texas out 
of Houston. 
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Harrison Promoted 
By B. F. Goodrich Co. 


W. S. Harrison has been 
appointed manager, auto 
and home supply sales, for 
the B. F. Goodrich Co., 





W. S. HARRISON 


Akron, Ohio, Tire & Equip- 
ment Div. He succeeds C. T. 
Morledge who has become 
general manager, merchan- 
dising, for the division. 

Mr. Harrison joined B. F. 
Goodrich in 1931. In May, 
1943, he left the company to 
serve as an assistant field di- 
rector of the American Red 
Cross and saw service in 
the European theatre. He 
rejoined BFG in January, 
1945, and took up duties as 
buyer - merchandiser, elec- 
tronics, in the auto and home 
supply department. 

In April, 1947, Mr. Harri- 
son became buyer-merchan- 
diser of refrigerators, freez- 
ers and traffic appliances, a 
position he retained until his 
present appointment. 


Sailor, Barrineau Join 
Perfection Stove Co. 


Darold Sailor has joined 
the Chicago sales district of 


the Perfection Stove Co., 
Cleveland, Ohio, and T. W. 
Barrineau has joined the 
firm’s Atlanta, Ga., sales 
office. 

Mr. Sailor will cover 
northwestern Indiana and 


southwestern Michigan. Mr. 
Barrineau will represent the 
company in southern Ala- 
bama. 


Hassall, Inc. Moves 


John Hassall, Inc., has 
moved to a new plant on a 
15-acre site in Westbury, 


Long Island, N. Y. 
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THE GREATEST SHOW ON EARTH! 


JUSTRITES 1953 Autumn-Christmas Promotion 


Step right up, Retailers! Here comes HIGH FLYING TIMING! 
the gigantic JUSTRITE promotion parade! Split second timing is the key to the 
Headed by stars and full of excitement, JUSTRITE Autumn-Christmas promotio 
it’s designed to create more flashlight 2 . : P " 
sales for you—not only at Christmas— ‘timed just right to bring in plenty of 
but for every week of the year! flashlight sales! 
TREMENDOUS CROWDS! 


25,000,000 people will see the 
JUSTRITE Flashlight Show in 21 na- 
>» tional magazines like Esquire, Field 


- rs Op 2m and Stream, Popular Mechanics, Out- 
+ > '@ door Life, Argosy and many 
00 i) N YAU, others. That means 25,000,000 
0 »\ 4 , 00 > pre-sold prospects! 
¢ 
kd 


















GREAT NEW DEALER AIDS! 

A whole new series of mat ads; 
colorful, informative booklet 

on safe driving; a hard selling 
counter display card to help 
you sell, ring up profitable 
Christmas sales. 





AN Oe 2% OUTSTANDING FEATURE ATTRACTIONS! 





The JUSTRITE line up of starring feature attractions includes the following favorites 


= 





\ 
RITE Christmas pA » 


k 
Promotion Package FREE = = ‘Js 
our jobber oF distributor tor 
tails or write direct to.. 


TRO: 








Get the Entire JUST 









YELLOW FLASH 8 

















Most powerful made. Half 6-VOLT WORK LIGHT 
G CO mile beam... Uses 8 standard 6-volt lantern power ina com- LIFE GUARDER JUSTRITE Work Warning Set 

MANUFACTURIN , flashlight cells, converts to 6- pact 3”x3"x5%” unit. ’ Ad- Companion to Work Light... Work Light, Life Guarder in 
THPORT AVENUE, volt lantern cell. Fits glove justable headpiece . . . Focus- Flasher and red liner give single attractive package — 
206) W. SOU . compartment, tool box. Handy ing reflector . . . Square base warning . . . Instantly con- LIGHT for WORK and LIGHT 
CHICAGO. 14, ILLINO! square shape, adjustable head, —stays-put .. Uses 4 stand-  verts to steady white light. . for SAFETY. Model No. 
rugged metal case. List price ard flashlight cells. List price Uses 4 standard cells, List 21WW. List price $7.75 less 

$3.95 less batt. $2.95 less batt. price $4.95 less batt. batt. 
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{$0 MILLION CHRISTMAS TREES: 
SOLD EVERY YEAR! = 
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RP Everyone needs a 
tree holder! Get your ‘4 

share of this business 

with the HANDY CHRIST- & 
MAS TREE HOLDER. User can @ 

* set-up his tree in less than a % 

=. minute. Holder is sturdy, well 

balanced — will last a lifetime. Na- % 
tionally advertised in BETTER HOMES & *® 
GARDENS, HOUSEHOLD MAGAZINE and 
ROTARIAN. Sells on sight! 


Attractive assortment of pictures Order from 


lithographed on metal blanks Your Wholesaler 
permanently clenched into the face or Write Us 

of the flue stoppers. Folding wire 

fasteners attached to slots raised for References 
from the metal of the blank. 


Blank Shipping Weight 
Diameter Fasteners Per Doz. Per Gross 











pt 8-17/64" | 6” or 7” | 3 Ibs. 7 oz.| 43 Ibs. ), L. CLARK late CO. Ask your distributor or write direct for descriptive folder. 
No. 8 ROCKFORD, ILLINOIS 
Wory | 83/4" | 7° or 8°} Sibs. | 62 Ibs. 























handy things mfg. co. ludington, michigan 


Packing — 1 dozen per carton, 1 gross per case. 
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RECORDS . .. 


the DEMPSTER complete 




















































































Shollow-Well 
Reciprocating 


Deep-Well 
Reciprocating 

















Multi-Stage 
Jetmaster 








we Deep-Well 
Jetmaster 


Shallow-Well 
Jetmaster 





Flowmaster 
Hydrant 





Windmill 
Powered Pumps 


Centrifugal 
10-3600 GPM 


For 75 years Dempster’s reputation has been a sales- 
producing guarantee of reliability for Dempster Water 
Systems. From windmill-powered pumps to the latest 
multi-stage and submersible models, each new Demp- 
ster Pump has won instant acceptance because thousands 
of customers knew they could depend on Dempster 
design, engineering, quality 
materials and workmanship. 






Dempster’s 75th Year! 





WATER SUPPLY EQUIPMENT 





| Ti. 





DEMPSTER MILL MFG. CO. 


} 












News of the Trade 





Merchandising Clinic to be Featured At 
1953 West Coast Garden Supply Trade Show 


A merchandising clinic will 
be featured at the 1953 West 
Coast National Garden Sup- 
ply Trade Show, to be held 
at Long Beach Municipal Au- 
ditorium on Oct. 27, 28 and 
29. 

The clinic was added to 
meet the need for such infor- 
mation expressed by West 
Coast dealers and distribu- 
tors following the 1952 show. 

The ideas to be discussed 
by the group, led by nation- 
ally prominent experts in the 
subject fields, also were sug- 
gested by those requesting 
the clinic. These subjects in- 
clude buying policies, adver- 
tising and public relations 
schedules and _ programs, 
store location and design, ef- 
fective displays and _ sales 
techniques, and _ profitable 


550 at Golf Event Of 
Paint & Wallpaper Assn. 


The annual golf tourna- 
ment of the Paint & Wall- 
paper Association of Cook 
County was attended by 550 
dealers, manufacturers and 
guests on July 29 at the Mid- 
west Country Club, Hinsdale, 


Howard Nelson, Robertson 
& Co., Chicago, shot a low 
gross of 76 to win the Asso- 
ciation Dealer Cup. Robert 
Lott, Isgo Wallpaper Co., 
Chicago, shot a low gross of 
75 to win the Association 


| Guest Cup. 


The golf committee con- 
sisted of Harold Rhodes, 
chairman, Victor Biss, How- 
ard Nelson, Dan Sears, Wil- 
liam Sector and Nels Malm- 
quist. 

William Bergman, presi- 
dent of the association, pre- 
sided over the dinner meet- 
ing. 





Continental Can Names 
Devere to Sales Post 


IF’. Guild Devere has been 
appointed Continental Can 
Co.’s products sales manager 
for Decoware, it was an- 
nounced by W. K. Neuman, 
general manager of sales of 
the New York firm. 

Mr. Devere comes to Con- 
tinental from the New York 
management consulting firm 


management. 

Clinic sessions for the en- 
tire group of show visitors 
have been scheduled for Oct. 
28 and 29 from 9:30 a.m. un- 
til noon. Smaller group dis- 
cussions on particular phases 
of the subjects will be plan- 
ned by those participating at 
convenient times during the 
show period. 

The exhibition area will be 
open from noon until 10 p.m. 
on Tuesday and Wednesday, 
and from noon until 6 p.m. 
on Thursday. The show will 
be open only to members of 
the trade and to press, radio 
and television representa- 
tives. 

Future shows: are planned 
for Chicago next January and 
New York City in February. 


of Booz, Allen & Hamilton, 
where he served as a con- 
sultant in sales management, 
marketing and merchandis- 
ing. Mr. Devere has also 
held positions as assistant 
to the vice-president of sales 





F. GUILD DEVERE 


of the Owens-Corning Fiber- 
glas Corp. and as_ branch 
manager for the Thor Corp. 





Hoover Co. Manager 


Appointment of Charles 
Costello, Jr., as area man- 
ager for the Hoover Co., 
North Canton, Ohio, with 
headquarters in Newark, 
N. J., was announced recent- 
ly by W. H. Bond, manager 
of the company’s special 
products division. 
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Supreme Names Lowell 
Eastern Sales Manager 


Robert Lowell has been ap- 
pointed eastern sales man- 
ager of Supreme Products, 





ROBERT LOWELL 


Inc., Chicago, IIl., it was an- 
nounced by Gerard Freeman, 
executive vice-president of 
the company. 

In his new position Mr. 
Lowell will maintain head- 
quarters in New York City 
and will direct the efforts of 
all Supreme salesman in the 
eastern area. 


North & Judd Names 
St. James N. Y. Head 


E. J. St. James has been 
appointed resident manager 
for the New York metro- 
politan area of the North & 
Judd Mfg. Co., New Britain, 
Conn. 

Mr. St. James, who has 
been export manager, will 
assume the added responsi- 
bility of active management 
of the entire New York op- 
eration. 

F. V. Craw, who has man- 
aged the New York office 
for the past 30 years, will 
remain in the office in an ad- 
visory and consulting ca- 





E. J. ST. JAMES 
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News of the Trade— 


pacity. Mr. Craw will con- 
tinue to personally handle 
some of the major accounts 
in the territory. 


Davies Resigns Post 
With Wooster Brush 


Herbert S. Davies, vice- 
president and sales manager 
of the Wooster Brush Co., 
Wooster, Ohio, has resigned 
his position in order to re- 
locate in the southwestern 
section of the country. 

Mr. Davies has terminated 
24 years of service with the 
Wooster organization. He be- 
gan his work with the com- 
pany as a sales representa- 
tive in the Great Lakes area 
in 1929. In 1938, he moved to 
Wooster to become advertis- 
ing manager and, subsequent- 
ly, sales manager, a director 
and vice-president of the com- 
pany. 





Tomlin Heads Odin Co.; 
Bought By Dearborn 


D. O. Tomlin, president of 
the Dearborn Stove Co., Dal- 
las, Tex., and Chicago, IIl., 
has become president of the 
Odin Stove Mfg. Co., Erie, 
Pa., following its recent pur- 
chase by Dearborn. 

Mr. Tomlin stated that the 
Odin company will continue 
to operate in Erie and, in the 
future, its products will be 
known as Dearborn Beauty- 
ranges and Beautydryers. 


Westinghouse Appoints 
Kelty to New Post 


Appointment of H. D. 
Kelty as merchandise man- 
ager for vacuum cleaners 
was announced by R. E. Dob- 
son, manager of the vacuum 
cleaner department, West- 
inghouse Electric Appliance 
Div., Mansfield, Ohio. 

In his new post, Mr. Kelty 
will be responsible for de- 
veloping and carrying out 
sales programs for the com- 
pany’s full line of vacuum 
cleaners. 





Cankar to Head Sales 


Frank H. Cankar has 
joined the Shelby Cycle Co., 
Shelby, Ohio, as sales and 
advertising manager, it was 
announced by D. S. Cough- 
lin, general manager of the 
company. 








IS THE ELECTRIC FENCER 
YOU SELL APPROVED? 


WHY TAKE CHANCES? Let the experience of 
recognized safety approving ~authorities be 
your guide in choosing the electric fencer you 
recommend and sell. There are two such au- 
thorities in the United States — Underwriters’ 
Laboratories and The Wisconsin Industrial Com- 


mission. You will find. the seal of approval of 


both these authorities on— 


ELECTRIC FENCERS 


* Proved through 17 years of service to more than 600,000 
farmers. 

* Approved for use in 48 states. 

* Recommended by county agricultural agents. 

* Endorsed by leading agricultural authorities. 

* Used by the United States Government. 
That’s why Parmak Electric Fencers can be the biggest-selling 
fencer for you —as they have for thousands of dealers over a 
long period of years, and without the worries of handling an 
item not safety-approved. 


There’s a Parmak for Every Electric Fencing Need 


Four models, retailing from $13.75 to $29.75 















DELUXE FIELD MODEL 

Readily portable to any part of 
the form. Set it up anywhere by 
driving post or pipe into the 
ground. Fully weatherproofed and 
sealed against moisture. One 6 
volt battery charges fence for many 
months. The finest battery- oper- 
ated electric fencer on the market, 
regardless of price. 


VITA-VALVE MODEL 
Safe, outstanding performance from 110-volt A.C. Vita-Valve ex- 
clusive feature allows only a predetermined amount of current on 
the fence . . . eliminates possibility of dangerous uninterrupted 
hi-line current going out on the fence wire. Costs only a few cents 
a month to operate. The finest 110-volt A.C. fencer money can buy. 


Get More Fencer Business . . . Look For and 
Demand the Approval Label on the 
Fencer You Sell 


Write Today for Complete Information and Parmak Sales Program 


PARKER-McCRORY 


MANUFACTURING COMPANY 


2609-15 Walnut Street Kansas City, Mo. 


















Thor Corp. Elects 
Buckingham President 


Election of Henry C. Buck- 
ingham as president of Tho1 
Corp., Chicago, Ill., was an- 


b. 


HENRY C. BUCKINGHAM 


nounced by Thor _ board 
chairman Raymond J. Hur- 
ley. Mr. Buckingham suc- 
ceeds the late John R. Hur- 
ley, who died June 21. 

The new president has 
been vice-president in charge 
of plant operations for Tho1 
since 1948 and has been as- 
sociated with the company 
since 1935. 


oe 


Neil Dyer Promoted By 
Chicago Metallic Co. 


Neil Dyer has been pro- 
moted to assistant sales man- 
ager of the Housewares Div. 
of the Chicago Metallic Co., 
Chicago, Ill., it was an- 
nounced by Jerome H. Debs, 
president of the company. 

In his new capacity, Mr. 
Dyer will be assisting John 
S. Baker, general sales man- 
ager of the Housewares Div. 


Lionel's Airex Div. 
Adds Three Salesmen 


Jack Stedman, Samuel R. 
Hastings and George I. Por- 
ter have been appointed sales 
representatives for the Airex 


Div., Lionel Corp., New 
York. 
Mr. Stedman will cover 


the New England states for 
Airex. He was formerly a 
salesman for Union Hard- 
ware Co. and Horton Bris- 
tol Mfg. Co., for the past 
six years. 

Mr. Hastings has been as- 
signed the Ohio and Ken- 
tucky territory. He was also 


194 


with Union Hardware and 
Horton Bristol. 
Mr. Porter’s sales area 


will cover the states of New 
York, West Virginia, Vir- 
ginia and western Pennsyl- 
vania. For the past eight 
years, he has been a sales- 
man for Sealand, Inc., Union 
Hardware and U. S. Gyp- 
sum Co, 


Kunkel, Stevens Join 

De Walt Sales Force 
Wallace M. Kunkel and 

Ross C. Stevens have joined 


De Walt, Inc., subsidiary of 
American Machine & Foun- 





WALLACE M. KUNKEL 


dry Co., Lancaster, Pa., it 
was announced by S. S. 
Auchincloss, De Walt presi- 
dent. 

Mr. Kunkel was formerly 
associated as a copywriter 
with several advertising 
agencies in New York City. 
In his new position he will 
cover New Jersey north of 
Trenton. 

Mr. Stevens was a De Walt 
sales and service dealer from 
1946 until 1947, after which 
he was a salesman of indus- 
trial chemicals. Prior to 
joining the De Walt or- 





ROSS C. STEVENS 











News of the Trade ana 


ganization, he was a sales- 
man of asphalt roofing and 
siding and gypsum products. 
In his new position, he will 
cover the territory compris- 
ing the entire state of Con- 
necticut and the counties of 
Westchester and Putnam in 
New York. 





Johnson Heads Ivano 
Sales on West Coast 


Appointment of J. William 
Johnson as West Coast dis- 
trict manager for Ivalon 
vinyl sponge products, was 
announced by W. E. Reh- 
mann, general sales man- 
ager, Ivano, Inc., Chicago, 
Ill. 

Mr. Johnson will be re- 
sponsible for an expanded 
Ivalon sales program in 
California, Washington, Ore- 
gon, New Mexico, Arizona 
and western Texas. 





Essex Graham Co. Sold; 

Freund New President 
Control of the Essex 

Graham Corp., Chicago, IIl., 


has been purchasea by a 
group headed by Henry L. 


Freund from Stanton F. 
Graham, it was announced 
recently. 


Mr. Graham was the foun- 
der of the paint roller firm. 

Mr. Freund, who in recent 
years has been in the home 
building business in Chicago, 
has been named president of 
the corporation by the board 
of directors. 

Other officers of the com- 
pany include Robert A. Pritz- 
ker, Jr., vice-president, and 
Maurice Freund, secretary- 
treasurer. 





O'Connor Heads Sales 
For Oregon Companies 


Lowell O’Connor has been 
appointed sales manager of 
Western Woods, Inc., and 
Dor-File Mfg. Co., both of 
Portland, Ore. 

Mr. O’Connor was previ- 
ously a factory representa- 
tive and northwest sales 
manager for the Silex Co. 





Name Chicago Steel 


Chicago Steel Service, Chi- 
cago, Ill., has been appointed 
distributor for the Rigidized 
Metals Corp., Buffalo, N. Y. 





Johanson Heads Western 
Sales for Master Metal 


Bengt Johanson has been 
appointed western district 
sales manager for Master 





BENGT JOHANSON 


Metal Products, Buf- 
falo, N. Y. 

Mr. Johanson will devote 
his entire efforts exclusively 
to the sales of professional 
Sanettes and Sanette waxed 
bags in the Chicago, IIl., 
area, Wisconsin and Indi- 
ana, including the city of 
Indianapolis. 


Inc., 





Hoover Co. Appoints 
Dougherty Area Head 


Joseph S. Dougherty has 
been appointed area manager 
for the special products divi- 
sion of the Hoover Co., North 
Canton, Ohio, it was an- 
nounced by Wittiam H. Bond, 
division manager. 

Mr. Dougherty will make 
his headquarters in Buffalo, 
N. Y., and will cover north- 
ern New York State. 

Mr. Dougherty was for- 
merly with Landers, Frary & 
Clark for 3% years as dis- 
trict sales manager in New 
York State. 





Name Doherty, Kahl To 
Represent Heil Co. 


Frank Doherty and Charles 
Kahl, Jr., have been ap- 
pointed sales representatives 
for the Heil Co., Milwaukee, 
Wis. 

Mr. Doherty will cover the 
Washington district and also 
act as coordinator for the 
Heil export department. 

Mr. Kahl will service heat- 
ing accounts in New Jersey, 
Connecticut, Rhode Island, 
Massachusetts, New Hamp- 
shire, Vermont, Maine, east- 
ern New York, and eastern 
Pennsylvania. 
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DIAMOND 
























Drop forged of special 
analysis Diamalloy steel. 
Hardened and tempered to ex- 
treme toughness. Teeth designed 
to give maximum grip on any ob- 
ject. Five-point position groove - joint 
provides a parallel opening. Jaws positively 
lock in position. Plier is ideal for automotive 


and electrical conduit work, and is also widely used 


in the home. 


DIAMALLOY 


Groove-Joint Pliers 
NOW AVAILABLE IN BOTH 6” AND 91.” SIZES 

















SOLD BY 
LEADING JOBBERS 
EVERYWHERE 











CHROME 
PLATED 


"There is nothing finer than a Diamond” 


4622 GRAND AVENUE 




















HOOKS OR SHACKLES 


be sure to refer to your copy of the Wilcox- 
Crittenden 1953 Catalog “M”. It’s packed full 
of information on the complete W-C line of 
Heavy and Shelf Hardware, which also in- 
cludes Pulleys, Wire Rope Sockets, Connect- 
ing Links, Thimbles, Eye 
Bolts, Ring Bolts, Blocks, 
Turnbuckles and _ count- 
less other “Dependable” 
Fittings. This catalog will 
be sent free on request. 
Write for it today. 


WILCOX-CRITTENDEN 


“A Century of Dependability” 
_17 SOUTH MAIN STREET, MIDDLETOWN, CONN. 
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DIAMOND CALK HORSESHOE CO. 


DULUTH, MINNESOTA 




















Brand Spanking law | 


MEYCO CONTROLLED CUT 
CARBIDE TIPPED 
SAFETY SAW 


* The latest addition to the famous 
MEYCO line of precision cutting 
tools. This new controlled cut, 
carbide tipped safety saw has 
many advantages: It’s SAFE: will 
not pull hand into the blade, will 
not grab and kick-back 
work. It’s ECONOMICAL: 
costs less to buy, longer 
life between grinds; cuts 
smoother, longer. Its 
CONTROLLED CUT 
regulates rate of feed, as- 
sures clean cut; makes 
chips instead of saw dust. 
Available at leading mill 
supply and hardware 
houses, or direct from fac- 
tory. Write for fully descrip- 
tive literature and price list. 
Ask for Catalog No. 40. 




























W. F. MEYERS CO., INC., BEDFORD, INDIANA 








Type 
BT 3029!/, 





BOMMER SPRING HINGE CO., Inc 





BOMMER 


HALF-SURFACE 
SPRING HINGE 


DOUBLE 
ACTION 


For light wood doors and wood gates not to 
exceed 30 pounds. Particularly suitable for 
plywood. Jamb leaf can be applied to flat 
surface without use of hanging strip. Only 
5/32” cut out at back of door. 


MADE IN 3 INCH SIZE ONLY 


Brooklyn 5, N. Y. 








Sol UTHINGTON 
ARE 









Insist on 


for dependability, 
uniformity and 
wide size 
range 


PHILLIPS: ‘SCrew 
Catalog 













negra HOWE over COMPANY 





Conn 


EXPORT OFFICE: seventy A. Gross Company 
25 Beaver Street, New York 4, New York 
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NEWS OF 


MANUFACTURERS’ AGENTS 








Seven Appointed By 
Snap Products, Inc. 


Snap Products, Inc., Chi- 
cago, Ill., has named addi- 
tional representatives in seven 
territories in the United 
States and Canada. 

New appointments include: 
Blunt, French & Young, Bos- 
ton, Mass., for Connecticut, 
Maine, Vermont, Rhode 
Island and New Hampshire; 
K. E. Hillman, San Antonio, 
Tex., for Texas, Arkansas 
and Louisiana; FE. Pullan, 
Ltd., Toronto, Canada, for 
the Dominion of Canada. 

H. R. Pursell, Los Angeles, 
Calif., for Arizona and Cali- 
fornia; W. C. Schonberg & 
Associates, Inc., Minneapolis, 
Minn., for Iowa, Minnesota. 
North and South Dakota, and 
Montana; E. R. Spragqa. 
Seattle, Wash., for Oregon 
and Washington; J. H. Stub- 
bins Co., Overland Park, 
Kan., for Missouri, Kansas, 
Oklahoma and Nebraska. 


Graham & Co. to Cover 
27 States for Blair 


John H. Graham & Co., 
Inc., New York, has been ap- 
pointed to handle the com- 
plete line of hand and power 
lawn mowers, trimmer and 
turf edgers of the Blair Mfg. 


,Co., Springfield, Mass. 


The Graham firm will cover 
the states of Alabama, Ari- 
zona, Arkansas, California, 
Colorado, Florida, Georgia, 
Idaho, Kentucky, Louisiana, 
Mississippi, Montana, Ne- 
vada, New Mexico, North 
Carolina, Ohio, Oklahoma, 
Oregon, South Carolina, Ten- 
nessee, Texas, Utah, Virginia, 
Washington, West Virginia, 
Wyoming and metropolitan 
New York City. 





O'Rourke Covers Florida 
For Aluminum Industries 


James O’Rourke, Jackson- 
ville, Fla., has been appointed 
to represent Aluminum In- 
dustries, Inec., Cincinnati, 
Ohio, in the state of Florida. 

Mr. O’Rourke wil! handle 
the manufacturer’s line of 





HARDWARE AGE, AUGUST 20, 1953 


Permite aluminum paints 
and varnishes. Before enter- 
ing the manufacturers’ agent 
business in 1948, Mr. 
O’Rourke was with the Devoe 
& Raynolds Co. for 13 years 
as salesman and branch man- 
ager in Florida. 





Lincoln Metal Products 
Names J. S. Martin Co. 


The John S. Martin Co., 
Philadelphia, Pa., has been 
appointed by the Lincoln 
Metal Products Corp., Brook- 
lyn, N. Y., to handle its 
Beautyware line of kitchen 
items and Beautycans. 

The Martin organization 
will cover Philadelphia, east- 
ern Pennsylvania, southern 
New Jersey, Delaware, Mary- 
land, the District of Col- 
umbia, and Virginia. 





Spurgeon Co. to Cover 
Midwest for Synkoloid 


The N. B. Spurgeon Co., 
Chicago, IIl., has been named 
by the Synkoloid Co., of 
Texas, to represent its water 
paint line. 

The Spurgeon firm covers 
18 midwestern states and 
maintains warehouse facili- 
ties in Chicago. 





Eagle Names Cook Co. 
In Midwest Territory 


The Frank M. Cook Co., 
Des Moines, Iowa, has been 
named by the Eagle Rule 
Mfg. Corp., New York, as its 
representative in Iowa, Ne- 
braska, Kansas and Missouri. 

The Cook Co. maintains 
headquarters at 1025 31st St., 
in Des Moines. 





Star Metal Products 
Names Roth in N. Y. 


The Star Metal Products 
Co., Brooklyn, N. Y., has ap- 
pointed Sam Roth, New 
York, to represent it in the 
area comprising metropoli- 
tan New York. Mr. Roth 
will handle the entire Star 
Metal line. He will main- 
tain headquarters at the 
firm’s offices in Brooklyn. 
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251 CAUSEWA 


BOSTON * 


phen Cr 








| PREVENTS LEAKS 


| SAVES” 


ENDS ANNOYING NOISES 
THE SURE-WAY TO STOP TOILET LEAKS . 


STOP 











TANK BALL 






FULL COLOR 
CONTAINER 


Each Tank Ball 
Individually 
Boxed 


WATER BILLS 


COLORFUL 
COUNTER 
CARD 


Supplied with 
every Dozen 
Tank Balls 


YOU'LL SELL MORE 


TANK BALLS 


Featuring 
SURE-GUIDE 


TANK BALL 


‘ 


Sold through Authorized Jobbers and Distributors Or Write to: 


FRANKLIN METAL & RUBBER CO. 









2701 


N. BROAD STREET 
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PHILA. 32, PA. 














RIGHT 
CONTACT 





FOR ELECTRICAL SUPPLIES 


a 
HEAVY DUTY EXTENSIONS © 
with molded-on 4 
attachments 


from 10 to 100 feet of Type $ 
' or SJ rubber jacketed service 
cord. Every component part is 
UL listed. For POWER TOOLS, 
FLOOR POLISHERS, PROJEC- 
TORS, OUTDOOR LIGHTING 
LAWN EQUIPMENT, etc. 


NEW ROYAL NO.2- 
WIRE DEAL : 


1500 feet of 5 
every - day 
S wire types in 

a new assort- 
= ment, plus all- 
* steel display 
* with built-in 
Hu wire cutter. 



































. in 17 sizes and lengths 3 

















Attractively 
Packaged 
EASY TO SELL! 















se hiv WIRE + FUSES 





CORD SETS + WIRING DEVICES 


DECO 







RATIVE CHRISTMAS LIGHTING 


ROYAL ELECTRIC COMPANY, Inc. 


Pawtucket ° 


Rhode Island 





For the past 2 9 years experienced 


hardware men have always sold 
HARRY SALL & C0.’s profitable 
PUSH BARS 


SQ i? 


AVAILABLE FOR 






IMMEDIATE DELIVERY 


You, too, can enjoy these 
profits with quality products 






WManufactuuns 


602-04 W. GIRARD AVENUE 


HARRY SALL & CO., Inc. 





PHILA. 23, PA, 











NEW FEATHERWEIGHT TROWEL 


IMMEDIATE DELIVERIES 





CALIFORNIA TYPE HANDLE #194 


A California shaped basswood handle. We also furnish this 


trowel in a straight basswood handle 


that we call our 


Number 194-S. They are made of the finest grade tempered 


spring steel. 


A strong aluminum shank fastened to blade 


with ten steel rivets. These trowels are made in three sizes 


10%”, 11” and 1114” 


lengths. Width of blade 4%” only. 


WRITE FOR CATALOG TODAY 





GUARANTEED @-SINCE 1830 


WILLIAM JOHNSON 





INC. 


BRENNER AND KENT STREETS — NEWARK 3, N. J. 


| 





| 
| 
| 
| 
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_ HARDWARE BRIEFS 





(Continued from page 184) 


Viroqua, Wis.—This city’s 
oldest businessman, Charles 
J. Kuebler, has decided to 
retire after 58 years in the 
hardware field. Mr. Kuebler, 
who is 82, and a member of 
the HARDWARE AGE Fifty- 
Year Club, sold his hardware 
and dairy supply store to 
Beuford Wintz, who operated 
a hardware store in this city 
some years ago. 

The store, located on Main 
St., is now known as the 
Wintz Hardware & Dairy 
Supply. 





Inglewood, Calif. — Herb 
Gemmell, Ernest Mayfield 
and George Hutchinson have 
purchased the Inglewood 
Hardware Co., 159 N. La 
Brea Ave., from the estate 
of Ralph Clark, who died last 
May. 





Lewiston, Me.—The A&R 
Simpson Co., 199 Lisbon St., 
has discontinued business. 
The hardware firm !vased its 
building to a clothing con- 
cern. 





Oklahoma City, Okla.—The 
Pettee self-service hardware 
store opened recently at 7503 
North May. Gaither Bynum 
is general supervisor and E. 
S. Leech is store manager. 





Fairmont, Minn. — James 
McNerney has _ purchased 
Mahowald’s Sporting Goods 


'& Hardware store. Mr. Mc- 


Nerney was associated with 
Mahowald’s for nine years 
previous to the recent sales 
transaction. 

Bennington, Vt.—Mr. and 
Mrs. Frederick H. Grant of 
Braintree Highlands, Mass., 
have purchased the Adams 
Hardware Co. on Main St. 
The new owners will retain 
the store name, since the 
business is one of the oldest 
in the city. 





Fort Wayne, Ind.— The 
General Hardware Store, 
2035 S. Hanna St., was se- 
verely damaged when a truck 
turned over and crashed into 
the store front. 





De Kalb, Ill.— Henry H. 
Embree has purchased the 
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B. C. Knodle & Son Hard- 
ware store, 235 E. Lincoln 
Highway. The business will 
now be known as the H. H. 
Embree Hardware. 

Plainfield, N. J—The Grif- 
fith’s Hardware Store. 20-34 
Somerset St., was recently 
damaged by fire of undeter- 
mined origin. The extent of 
the loss has not yet been es- 
timated. 








Point Pleasant, W. Va.— 
The Pt. Pleasant Hardware 
Store recently completed re- 
modeling the Yunker Build- 
ing and has moved there 
from its former location, 
Sixth and Viand Sts. 

Pontiac, Mich.—The Foster 
Hardware & Sporting Goods 
Store, 1651 S. Telegraph Rd., 
recently held a grand open- 
ing. The new store is oper- 
ated by Frank Foster and 
Roy Corwin. Mr. Foster, 
who has operated Foster’s 
Hardware on S. Saginaw St. 
for 27 years, will continue 
to operate both stores. 

Junction City, Kan.—The 
Waters Hardware store re- 
cently had a new store front 
constructed. The new front, 
of glass and Bedford stone, 
extends to the roof of the 
building. The store also has 
a new entrance. 








Portland, Ore.—Alfred and 
Mary L. Buza have pur- 
chased the hardware store at 
3620 S. E. Hawthorne Blvd. 
from J. Harold and Mabel R. 
Durham. 





Clifton Forge, Va.— Walter 
K. Smith, veteran hardware 
merchant, recently celebrated 
his 81st birthday by putting 
in a full day at the Smith- 
McKinney Hardware Co. 
store. Mr. Smith co-founded 
the firm in September, 1900. 


Random Lake, Wis.—The 


Risse Hardware Store, owned 
by the Merlin Risses, has 
been leased to Paul and 
Gladys Newbold of East 
Troy. The firm name _ has 
been changed to 
Hardware. 


Newbold 
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Scottsdale, Ariz.—The 
Cavalliere Hardware & 
Plumbing Co., First St. and 
Brown Ave., recently held a 
grand opening during which 
a portable barbecue and 
other prizes were awarded. 
The store, owned by Yam 
Cavalliere, is 40x60 ft. 





Earth, Tex.—The Morris 
Hardware & Supply store re- 
cently held a formal opening. 
A Westinghouse home freezer 
and other merchandise were 
given away during the event. 
Bill Morris is co-owner of 
the store and D. R. Bushnell 
is manager. 





Rapid City, S. D.—Clif 
Newkirk has opened a second 
store, Newkirk’s Super Hard- 
ware, at 1710 St. Joe. The 
new building has 7,680 sq. ft. 


HARDWARE BRIEFS 





of floor space, 96 ft. frontage, 
and a parking area for 30 
cars in the front and rear. 





Williamston, N. C.—Joe 
David Thrower has sold his | 
interest in the Thrower Hard- 
ware & Appliance Co. on 
Washington St. to A. J. Man- 
ning and E. S. Peel. The 
firm is now operating. under 
the name of Manning & Peel 
and is being managed by 
Mr. Manning. 





Hillsboro, Ohio—After 104 
years in business, the Fairley 
Hardware Stores completely | 
modernized its parent store, | 
the Hillsboro Hardware Co., 
established in 1849. During 
its recent open house, the 
store awarded cash prizes, | 
10,000 gift souvenirs, 10,000 | 
orchids for the ladies, and | 
gifts for the children. 








Imperial Brass Names 
Norris Branch Head 


James A. Norris has been 
named to head the Los An- 
geles, Calif., office and ware- 
house, and southern Cali- 
fornia and Arizona territories 
of the Imperial Brass Mfg. 
Co., Chicago, Ill. 

Mr. Norris, formerly with 
Kerotest Mfg. Co., will be 
assisted by Chester Weinert 
in his new position. 





American Mfg. Advances 
Wilkens to Southeast 


Fred Wilkens, Jr., has 


been advanced to the south- 
territory of 


eastern the 








FRED WILKENS, JR. 


American Mfg. Co., it was 
announced recently. 

Mr, Wilkens, previously 
attached to the firm’s Phila- 
delphia division, will make 


his headquarters at 5606 
Auburn Rd., Jacksonville, 
Fla. 





Beacon Plastics Adds 
Herwod, Meola to Sales 


Sidney Herwod and Philip 
F. Meola have been added to 
the sales staff of the Beacon 
Plastics Corp., Newton High- 
lands, Mass. 

Mr. Herwod, formerly a 
buyer for Reliable Stores, 
will cover Maryland, the Vir- 
ginias and Washington, D. C., 
in his new position. 

Mr. Meola, formerly a 
manufacturers’ agent, will 
represent Beacon exclusively | 
in Ohio, Indiana, Kentucky | 
and Michigan. He will main- | 
tain headquarters in Ohio. 








Emerson Joins Natco | 


George Emerson has joined 
the sales staff of Natco Prod- | 
ucts Corp., Providence, R. L., | 
it was announced by Robert 
Galkin, sales manager. Mr. 
Emerson will cover the state | 
of Michigan for Natco. 
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NO. 440 
FULL MORTISE 
BUTTON TIP 


FRANTZ a 


BUTT HINGES 


There are no “if’s” or “and’s” when you 
stock FRANTZ Hinges. Their dependabil- 
ity has been built through a generation by 
FRANTZ craftsmen who have proved that 
there is no short-cut to true quality. This 
inherent value of the Frantz line of Butt 
Hinges is yours to pass on to your customers, 
with complete sales satisfaction to you...the 
contractor and the home owner. Thousands 
of doors are swinging on Frantz Hinges 
today. Be ready for tomorrow and stock 
Frantz. ..now! 































The FRANTZ Line is your PROFIT Line 


FRANTZ 


GUARANTEED BUILDERS HARDWARE 








FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 
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R.B.&W. Names Toby 
Head of Chicago Sales 


Thomas Toby has been ap- 
pointed assistant vice-presi- 
dent of sales in charge of 





THOMAS TOBY 


the company’s Chicago office, 
it was announced by Rus- 
sell, Burdsall & Ward Bolt 
& Nut Co., Port Chester, 
N. Y. He succeeds James 
M. Dill, who retired from 
the company last June. 

Other staff changes in- 
clude the appointment of 
Willard B. Dunham as man- 
ager of western distributor 
sales. Mr. Dunham’s head- 
quarters remain in the firm’s 
Chicago office. Vernon N. 
Paulson has been named 
manager of western indus- 
trial sales. His office will 
shortly be moved from Chi- 
cago to the company’s plant 
in Rock Falls, Ill. 


Hechinger Co. Organizes 
Wholesale, Retail Units 


(Continued from page 184) 


The Hechinger Co. will be 
conducted as a partnership. 
John W. Hechinger and Rich- 
ard England, son and son-in- 
law of Sidney L. Hechinger, 
founder and sole owner of 
the firm, have each purchased 
an interest in this concern. 
The three men now each have 
an equal partnership in the 
business. They have an- 
nounced that there will be 
no change in policy or per- 
sonnel in the present five 
retail stores. 

The wholesale organization 
will distribute building ma- 
terials, garden_ supplies, 
flumbing, heating, electrical 
power tools, and_ related 
items. Officers of the com- 
include: Sidney L. 


pany 
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Hechinger, chairman of the 
board; Richard fFngland, 
president; Marcus O. Cohen, 
executive vice-president; and 
Richard Conway, Adrian R. 
Lett, Charles A. Reed, Albert 
J. Rosetta and Melvin Wolf, 
all vice-presidents. 


The company maintains 
offices at 1575 Maryland 
Ave., N. E. 





Ivano, Inc., Appoints 
Roberts Promotion Head 


Appointment of John F. 
Roberts as sales promotion 
manager of Ivano, Inc., Chi- 
cago, Ill., has been announced 
by W. E. Rehmann, general 
sales manager of the firm. 

For the past five years, Mr. 
Roberts has been with Ekco 
Products Co., Chicago, in 
sales and sales promotional 
work. Prior to that he was 
sales manager in charge of 
export and house accounts for 
Thor Corp., Chicago. 


Gensco Names St. John 
To Cover New England 


Walden E. St. John has 
been appointed sales repre- 
sentative throughout New 
England and New York State 
for the Gensco Tool Div. of 
General Steel Warehouse Co., 
Inc., Chicago, Ill. 

Mr. St. John was formerly 





News of the Trade ——__— 


connected in sales with the 
Belruss Mfg. Co., Manchester, 
Conn., and, prior to that, was 
a sales engineer for the East- 
ern Centerless Grinding Co. 





American Sponge Names 
Minthorne to Sales Post 


Keith Minthorne has been 
named sales manager of the 
Super Cel Div. of American 
Sponge & Chamois Co., Inc., 
New York, it was announced 
by Arthur J. Sloss, presi- 
dent of the firm. 

Mr. Minthorne was for- 
merly eastern sales manager 
of the Cellulose Sponge Div. 
of Burgess Sponge Co., prior 
to which he was assistant 
sales manager of the O-Cel-O 
Sponge Co., Buffalo, N. Y. 





Swan Gets Sales Post 
With Speed Queen Corp. 


Harry Swan has been ap- 
pointed a factory representa- 
tive for the Speed Queen 
Corp., Ripon, Wis., it was 
announced by R. P. James, 
director of sales for the com- 
pany. 

Mr. Swan will work with 
the firm’s territory manager 
R. O. Bradley in Illinois and 
Indiana. Previously, Mr. 
Swan was with the Edward 
G. Minas Co., Hammond, 
Ind., a Speed Queen dealer. 


Congoleum-Nairn Names Bigelow & Dowse 





The appointment of Bigelow & Dowse Co., Boston, 
Mass., wholesaler, as a distributor of Gold Seal floor and 
wall covering in the New England area, has been an- 
nounced by D. L. Mann, general sales manager of Con- 


goleum-Nairn, Inc., Kearney, N. 


J. In the photograph 


above, T. L. Shaffer, first vice-president of Congoleum- 
Nairn, demonstrates the flexibility of the company's new 
Vinylbest tile to J. Frank Gerrity, president, and Robert 
H. Watts, vice-president and treasurer of the wholesale 


firm. 
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Red Devil Tools Adds 
Lemmon to Sales Force 


Howard N. Lemmon has 
been appointed sales repre- 
sentative by Red Devil Tools, 





HOWARD N. LEMMON 


Irvington, N. J. He will cover 
the states of Minnesota, 
North and South Dakota, 
Iowa, northern Wisconsin and 
Michigan. 

From 1939 to 1948 Mr. 
Lemmon was a salesman for 
Janney-Semple-Hill. In the 
following years, he repre- 
sented Perfection Stove Co. 
and Brown-Camp Hardware 
Co. of Des Moines, Iowa. 





Dayton Pump Appoints 
Hickey Representative 


Frank G. Hickey has been 
appointed district sales rep- 
resentative for the Dayton 
Pump & Mfg. Co., Dayton, 
Ohio, and will cover most of 
Ohio, northern West Vir- 
ginia, and western Pennsyl- 
vania. 

The announcement was 
made by Gerard J. Carney, 
general sales manager, who 
said Mr. Hickey would make 
his headquarters in Dayton. 

Mr. Hickey will be respon- 
sible for all Rapidayton lines, 
including electric water sys- 
tems, cellar drainers, water 
softeners, gasoline computing 
pumps, and room air condi- 
tioning units. 





Union Steel Appoints 


Harold Hale has been ap- 
pointed southern California 
representative for Union 
Steel Products Co., Albion, 
Mich. 

Mr. Hale previously was a 
buyer for the Western Auto 
Supply Co. chain. In his new 
position, he replaces the V. T. 
Rupp Co., Los Angeles, Calif. 
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_ NEW! Lavatory Stall Door 
Spring Hinges for Plywood Doors 


~(CHICAED)— 
SPRING HINGES 


ADJUSTABLE CLAMP 
FLANGE FOR MARBLE 
OR GLASS STILES. 
SURFACE TYPE FLANGE 
FOR PLYWOOD DOORS. 


This spring hinge, with clamp flange, is specially 


Plywood Doors. The door 


flange can be applied to the surface of the door with 
wood screws or, when so specified, machine screws 
with washers and flat hexagon nuts will be furn- 
ished. It is not practical to fasten a mortise type 
flange to the edge of a Plywood Door. 


Polished Brass Metal, Nickel 
or Chromium Plated 


“Spring Hinges of Quality” 





Chicago Spring Hinge Cu. 





CHICA 


Tae 4e).1,4 








£ AVAILABLE IN 4 SIZES 


BRIGHT NICKEL FINISH 
PACKED WITH SCREWS 


SIZES AVAILABLE 


No. 10-18’’--Extends 18"’ to 30” 
No. 10-30’’--Extends 30’ to 48”’ 
No. 10-48’’--Extends 48”’ to 78”’ 


No. 10-72’’--Extends 72”’ to 


TO FIT ANY SIZE CLOSET 


U 
MADE OF COLD ROLLED STEEL 
OUTSIDE TUBE 1” DIAMETER 
























108’ " 





Lack el @) fe) 


MANUFACTURING CO. 
ROCKWOOD, PENNA. 
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Now You Can 





Special 
Introductory Ofer! 


1 Night Latch Kit, 102S: Retail Value 49.55 
Regularly $3340 ..... Special Offer $26.92! 


Cash in on this special offer for extra profits. Promote 
SaF-T- Locks, the on/y latch with this perfect selling 
combination: ONE-HAND OPERATION and DEAD 
LOCKING LATCH BoLT! Another SARGENT first! 


LOOK WHAT 
THIS MERCHANDISING KIT HAS FOR YOU: 


Special Offer: Sparkling 4-color display at No CHARGE. 
One each of five locks in the Sar-T-Lock Line mounted 
on permanent, hard-working display... Yours at half 
cost. Folders and newspaper mats... No CHARGE. 
Bunting ad catalog service. Back-up stock consists 
of 1-No. 4285, 2-No. 4289, 2-No. 4265, 3-No. 4257 
(Economy Model) and 1-No. 4235. All for only $26.92. 
What a bargain! 


And Sargent is pre-selling your customers with na- 
tional advertising. Better Homes & Gardens alone is 
selling 3,600,000 customers. 


Yes, you can hit the Jack Pot! Cash in! Order your 
SaF-T-Lock Merchandising Kit, No. 102S from your 
jobber today. Or write us, Dept. 1H. 


Sargent and Company 
New York * NEW HAVEN, CONN. « Chicago 
Builders Hardware and Fine Tools since 1864 
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Baird Heads Sales At 
Propulsion Engine Corp. 


W. H. Baird has been ap- 
pointed sales manager of the 
Engine 


Propulsion Corp., 





is W. H. BAIRD 


Kansas City, Kan., it was 
announced by H. E. Engel- 
king, president. 

Before joining Propulsion 
Engine, Mr. Baird was divi- 
sion sales and advertising 
manager of the Krim-Ko 
Corp., Chicago, Ill. Prior to 
that he was a distributor 
salesman with Hickok Oil 
Jiv., Pure Oil Corp., Toledo, 
Ohio. 

Mr. Baird will maintain 
headquarters at the firm’s 
home office in Kansas City. 


General Electric Names 
Albany Hardware & Iron 


Albany Hardware & Iron 
Co., Albany, N. Y., whole- 
saler, has been appointed dis- 
tributor of General Electric 
Co.’s_ household appliance 
line, including G E heating 
pads and G E electric clocks. 

Franchise negotiations 
were conducted by General 
Electric representatives Rob- 
ert Brian, Ed Vickery and 
George Wahls, and _ sales 
manager William D. Dear- 
styne and housewares buyer 
H. Seely Funk of the Albany 
Hardware & Iron Co. 

Territory covered by the 
Albany firm includes eastern 
and northern counties of New 
York State, western Vermont 
and western Massachusetts. 





Central States Group 
Holds Golf Party 


The Central States Hard- 
ware Club recently held its 
15th Annual Golf Party at 
the Sportsman Country Club 


in Northbrook, Ill. Golf play- 
ers numbered 88 while 129 
guests were in attendance at 
the dinner. 

Winners of flights were: 
Club Cup with first low 
gross, John W. Gostele, Jr., 
McKinney Mfg. Co., who had 
a 68; first low net with 70, 
John F. Ansink, Round 
Chain & Mfg. Co.; second 
low net with 71, G. H. Beau- 
din, Jr., J. Wiss & Sons Co.; 
third low net with 71, L. L. 
Bergendahl, Van Cleef Bros., 
Inc.; fourth low net with 71, 
W. L. Hochschild, R. E. Dietz 
Co.; fifth low net with 71, C. 
P. Chapin, manufacturers’ 
representative. 

J. H. Perry, P & C Hand 
Forged Tool Co., was chair- 
man of the committee in 
charge of the event. 





Name Howes Sales Head 
Of Berger Mfg. Div. 


Charles E. Howes has been 
uppointed general manager 
of sales for the Berger Mfg. 
Div. of Republic Stee! Corp., 


News of the Trade 





Canton, Ohio. At the same 
time it was also announced 
that three sales executives 
have been appointed to new 
positions. 

Mr. Howes succeeds R. W. 
Helms, who has been trans- 
ferred to Cleveland as assis- 
tant general manager of 
sales for the entire Republic 
organization. Succeeding Mr. 
Howes as manager of sales, 
steel equipment division, is 
D. E. George. Until his new 
appointment, Mr. George was 
manager of Berger's New 
York sales branch. 

Mr. Howes will direct the 
selling of all Berger products 
through 26 sales branches 
throughout the United States. 
His office will remain at 
Canton. 

A. C. Rudy has been named 
manager of Berger’s New 
York sales branch; C. K. 
Reynolds was name: man- 
ager of steel kitchen sales, 
and Herbert Steinkamp as- 
sumes the position cf assis- 
tant manager of steel kit- 
chen sales. 


In Business Advisory Post in Minnesota 





C. Elmer Anderson, Governor of Minnesota, has named 
C. J. Christopher, manager of the Minnesota Retail Hard- 
ware Association, Minneapolis, as the new vice-chairman 
of the Advisory Commission for the Minnesota State De- 
partment of Business Development. 

The commission was created in an action of the 1953 
Legislature, and will begin its first season with the start of 


the fiscal year, July Ist. 


In addition to his vice-chairmanship, Mr. Christopher is 
chairman of the Committee of Reorganization for the Busi- 
ness and Development Department and also, a member of 
the Executive Committee. His appointment was a recogni- 
tion to the retailing field and its importance in Minnesota. 

The commission is composed of 10 citizens, who will 
consult with, and advise the Business Development Depart- 
ment of Minnesota on business and industrial expansion in 


the state. 





Stanley Works Appoints 
Nurzyk in Connecticut 


The appointment of Stan- 
lev G. Nurzyk as sales rep 
resentative working out of 





STANLEY G. NURZYK 


the New Britain office was 
recently announced by Carl 
S. Bauman, assistant general 
sales manager of the hard- 
ware division, the Stanley 
Works, New Britain, Conn. 

Mr. Nurzyk has been as- 
signed all of the Connecticut 
territory with the exception 
of Hartford County. 

Joining the Stanley Works 
in 1948, Mr. Nurzyk did cus- 
tomer service work through- 
out Connecticut, Massachu- 
setts and Rhode Island, and 
later as a missionary man, 
in 1952, toured Alabama, 
Florida, Tennessee, Illinois, 
Wisconsin, and Oklahoma 
aboard the “Rollorama.” 





Western Summer Market 
Held in San Francisco 


Dealer and buyer registra- 
tions were substantially the 
same at this year’s Western 
Summer Market, which came 
to a close in San Francisco 
on July 24, as the registra- 
tions at last year’s event, 
according to Frank K. Run- 
yan, general manager of the 
Western Merchandise Mart. 

Prices of all merchandise 
offered were firm to higher, 
Mr. Runyan said, and do not 
yet reflect the current round 
of wage increases. 





Vaco Appoints Werner 


Dave Werner has been ap- 
pointed direct factory repre- 
sentative in the state of 
Michigan for the Vaco Prod- 
ucts Co., Chicago, IIl. 
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FLASHLIGHT 


No. RR-22 Retail 98¢ 


Morse and Scout Roy 
Rogers Code with 


Hi, pardner! Get 

on the Roy Rogers 
bandwagon! Every 

kid wants a Roy Rogers 
Flashlight in full color. 
It's a cinch for sales! 


Blow on end ae] 
4 Pp 


for signal siren 


BATTERIES 
No. 75LP 


** GUARANTEE ON 
EVERY CELL 


‘Copper -Seals 


usd ite 
U.S. Elec. Mfg. Corp., 222 W. 14St.,N.Y. 11 
Branch: 323 W. Polk St., Chicago 7 








GILBERT 
PLASTIC BOXES 
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Walsco.. A POPULAR 


LINE SHOWING GOOD PROFITS! 


























No. 406—An established 
leading seller. A white 
steel tape with easy-to- 
read black markings in a 
die cast case, finished in 
chrome or zinc chromate. 
Has automatic brake 
and replaceable blade. 
Made in 6 ft., 8 ft., and 
10 ft. sizes. 


No. 380—A 6 ft. 
Inside-Outside Pull-Push 
Steel Tape. Made with 
white blade with black 
markings or the regular 
steel blade. Beautiful and 
serviceable new case in 
nickel plated and baked on 
enamel finishes. 













No. 505—The high-quality, 
low priced 50 ft. steel 
tape in chrome or zinc 
chromate finish case. 










No. 718—Walsco Utility Knife. Individually boxed, each 
dozen packed in colorful counter display carton. A sen- 
sational buy at 75¢ retail. 












No. 101 Series Padlock— 
Silver, gilt or black bodies 
with nickel plated sides. 


No. 45 Series Padlock— 
Centers enameled in bril- 
liant colors, nickel plated 
steel shells and shackles. 














CONTACT YOUR JOBBER FOR FURTHER INFORMATION OR SEND FOR 
COMPLETE CATALOG OF WALSCO LINE. 






THE WATERBURY LOCK & SPECIALTY CO. 
MILFORD, CONNECTICUT 









7,000 Dealers at Houston Gift & Housewares 
Show See 300 Lines; Plan Next Year’s Event 


Approximately 7,000 deal- 
ers in the Houston, Tex., 
area attended a _ three-day 
Houston Gift and House- 
wares Show that ended Aug. 
18 at the Ben Milam Hotel. 

The event was sponsored 
by 11 local wholesalers and 
73 exhibitors displayed more 
than 300 lines in 91 rooms 
of the hotel. Many of the 
lines shown were brought di- 
rectly from the recent Na- 
tional Housewares Show at 
Atlantic City, N. J. 

Dealers were given first- 
hand information of new 
ideas and business trends 
from the manufacturers’ 
representatives who are 
usually in the East or on 
the West Coast. 

Officials of the newly cre- 
ated Houston Gift and 
Housewares Show of Texas, 
a non-profit corporation, at- 
tached great importance to 
the event. Visiting dealers, 


who formerly had_ looked 
elsewhere for their whole- 
sale trade, seemed to ap- 


prove of the idea that they 





1920 American Floor Sander Worth $500 


could view hundreds of items 
at the same time and in the 
same place. They saw Hous- 
ton as a potential wholesale 
center. 

R. T. Thompson, presi- 
dent of the sponsoring cor- 
poration, recently resigned 
as vice-president of a na- 
tionally known wholesaie 
drug and liquor firm in order 
to devote his full time to the 


show. All officials of the 
show agreed “that there 
is a real need for such a 


show.” 

Plans for next year’s show 
are already under way. 

This year’s show was 
sponsored by 11 Houston 
firms: Bering-Cortes Hard- 
ware Co., General Electric 
Supply Corp., Westinghouse 
Electric Supply Co., Graybar 
Electric Co., Straus-Boden- 
heimer Co., Peden Iron & 
Steel Co., F. W. Heitmann 
Co., Peaslee-Gaulbert Corp., 
McKesson & Robbins, Inc., 
KadoY Bros., Ine, and 
Southwestern Drug Corp. 





Oliver C. Nusbaum, right, of Goshen, Ind., is shown being 
presented with first prize of $500 in merchandise awarded 
in the 50th anniversary contest sponsored by the Ameri- 
can Flocr Surfacing Machine Co., Toledo, Ohio. W. B. 
Crew, left, executive vice-president and general manager 
of the company personally made the award. The contest 
was held to find the owner of the oldest American floor 
sanders in regular use for the longest time. Mr. Nus- 
baum’s entry was a 33-year-old American Universal 
sander, 12 in. drum, purchased June 28, 1920—and to 
this date it is in good working condition. 
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Cole to Head Houston 
Branch for Wheeling 


E. R. Cole has been named 
manager of the new Houston, 
Tex., branch of the Wheeling 
Corrugating Co., Wheeling, 
W. Va. The new branch was 
opened at 1100 E. Holcombe 
Blvd. in July. 

Associated with Wheeling 
since 1937, Mr. Cole has been 
sales representative at the 
Atlanta, Ga., branch for the 
past several years. 





Hardware Age Articles 
On Tool Rentals Ready 


The heavy demand for 
copies of articles that have 
appeared in HARDWARE AGE 
on rental of tools and other 
hardware merchandise has 
completely exhausted our 
supply of tear sheets. 

To meet the continuing 
demand for copies of such 
articles, a 16-page reprint 
of a number of outstanding 
articles on rentals has been 
prepared. Single copies of 
this reprint are available to 
HARDWARE AGE readers with- 
out charge. 

Address your requests for 
“Profits from Rentals” to 
the Editor, HARDWARE AGF, 
100 E. 42nd St., New York 
ot, me 


Jackson Mfg. Co. Names 
Carr in New York City 


Richard C. Carr has been 
appointed the New York City 
revresentative of the Jackson 
Mfg. Co., Harrisburg, Pa., it 
was announced by Paul D. 
Kister, Jackson sales man- 
ager. 

Mr. Carr succeeds Albert 
D. Terrel who died recently. 
Mr. Carr has been associated 
with the firm’s New York 
City office for seven years. 


Hamilton Names Eight 
Field Representatives 


The Hamilton Mfg. Corp., 
Columbus, Ind., has an- 
nounced the appointment of 
eight new field representa- 
tives for its complete line of 
Cosco metal stools, tables and 
juvenile furniture. 

The new appointees in- 
clude: John Hogue, special 
field representative, working 
out of the home office. He 
was formerly advertising 
manager for the Reeves Pul- 
ley Co., Columbus. Chris J. 
Schuessler, district repre- 
sentative covering northeast- 
ern Illinois, including Chi- 
cago, and northern Indiana. 
He was formerly with the 
Club Aluminum Co. 

Frank White, district rep- 
resentative covering northern 
New Jersey, northeast Penn- 
sylvania and New York State, 
excluding New York City. 
He was formerly with L. 
Bamberger Co., Newark, 
N. J. William S. Hodgins, 
district representative cover- 
ing Iowa, southern Wisconsin 
and northwestern Illinois. He 
was previously with Nesco, 
Inc., and Butler Bros. 

Donald J. Davis, district 
representative covering 
North Dakota, South Dakota, 
Minnesota and northern Wis- 
consin. He was previously 
with Montgomery Ward & 
Co., St. Paul, Minn. F. H. 
Walton, district representa- 
tive covering Missouri, ex- 
cluding Kansas City, Arkan- 
sas, western Tennessee, 
southern Illinois, and south- 
western Indiana. He was 
formerly with the Wheeling 
Corrugated Div. of Wheeling 
Steel. 

Dudley B. Clower, Jr., dis- 
trict representative covering 
Nebraska, Kansas, western 
Missouri and Colorado. He 
was formerly with Gold- 
smith’s of Memphis, Tenn. 
James S. Brown, district rep- 
resentative covering southern 
Indiana, southwestern Ohio, 
Indiana and Kentucky. He 
has been with Hamilton for 
the past four years. 





Manitowoc Distributor 

Wallace Hardware Co., 
Inc., Morristown, Tenn., has 
been named distributor for 
Manitowoc upright freezers. 
The firm will distribute Mani- 
towo* freezers in western 
North Carolina, southwest 
Virginia and eastern Ten- 
nessee. 
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More Than 100 Hardware Dealers, Suppliers 


Attend Ohio Association’s Golf Tournament 





' 


wr sags 
oe 


Pictured here are winners of the retail division in the 
recent second annual Ohio Hardware Association Handi- 
cap Golf Tournament. Top row, from left to right, are: 


Max McConnell, 


Roscoe Hardware 


Co., 


Roscoe, and 


W. A. Stephenson, Medina Hardware Co., Medina. Bot- 

tom row, same order, are: John B. Conklin, secretary- 

treasurer of the Association, and Henry Kohlmyer, Kohl- 
myer Hardware Co., Lorain. 


More than 100 hardware 
men and their suppliers 
played in the second annual 
Ohio Hardware Association 
Handicap Golf Tournament, 
held recently at the Granville 


Country Club, Granville, 
Ohio. 
At the Association ban- 


quet, H. C. Hurlburt presi- 
dent, awarded prizes to high 


OBITU 








Raymond J. Bail 


Raymond J. Bail, 54, sec- 
retary of the Wayne Hard- 
ware Co., Fort Wayne, Ind., 
wholesaler, died July 29. 

Mr. Bail, who was associ- 
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golfers in the retail and sup- 
pliers’ divisions. Henry Kohl- 
myer, Kohlmyer Hardware 
Co., Lorain, won the Cham- 
pionship Trophy in the retail 
division, and W. A. Stephen- 
son, Medina Hardware Co., 
Medina, was runner-up. 
Max McConnell, Roscoe 
Hardware Co., Roscoe, was 
winner of low gross with a 
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ated with the Wayne com- 
pany for 40 years, became ill 
while on vacation in northern 
Michigan, and was brought 
home and hospitalized in 
Fort Wayne. Cause of death 


20, 1953 
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74 for the course. Second 
low gross with a 77 was 
William Stockmyer, H. R. 


tockmyer Sons, Dayton. 
Third low gross went to H. 
H. Stephenson, of the Medina 
Hardware Co., with an 82. 

The lowest number of 
putts in the retail division 
was won by Bob Mills, Mills 
Hardware & Supply Co., 
Perrysburg, with 27. Ties 
for the longest drives were 
awarded to John Kunkle, of 
Kunkle & Klein, Inc., Clinton, 
and Harvey Eagle, Eagle 
Hardware Co., Columbus. 

Harvey Peters, United 
States Stamping  Co., 
Moundsville, W. Va., won the 
Championship Trophy in the 
suppliers’ division. The run- 
ner-up trophy went to Ralph 
Durant, Hardware Mutuals, 
Cincinnati. Low gross win- 
ner was Harold Hartmann, 
Bostwick-Braun Co. Other 
awards for low net went to 
W. D. Campbell, Geo. Worth- 
ington Co.; Dave Nardone, 
Dean & Barry Co.; R. Banks, 
Tracy-Wells Co.; and Whitey 
Culp, Osborne Mfg. Co. Bob 
Reul, Geo. Worthington Co., 
had the lowest number of 
putts for both divisions, with 
26. 





Pioneer Appoints Boyce 
To Engineering Post 


E. L. Boyce has been ap- 
pointed chief development en- 
gineer of the mower division 
of Pioneer Gen-E-Motor 
Corp., Chicago, IIl., it was 
announced by M. J. Walker, 
vice-president of the com- 
pany. 

Mr. Boyce recently re- 
signed as chief engineer of 
the Johnston Lawn Mower 
Co. upon returning to Pio- 
neer. He previously held en- 
gineering positions with Tim- 
kin Roller Bearing Co., 
Koppers Co., and Eclipse 
Lawn Mower Co. 





Savage Arms Realigns 
Sales Territories 
Joseph V. Falcon, sales and 


advertising manager, fire- 
arms division, Savage Arms 
Corp., Chicopee Falls, Mass., 
has announced a realignment 
of Savage’s national sales 
territories. 

L. L. Love has been ap- 
pointed sales representative 
covering all of Texas east of 
San Angelo and Wichita 
Falls, Arkansas, southeastern 
Oklahoma, and Louisiana 
west of Baton Rouge. This 
territory was formerly cov- 
ered by Paul A. Shepherd, 
who will continue to cover 
the western portion of Texas, 
Missouri, northwestern Okla- 
homa, Kansas and Nebraska, 
and will extend his activities 
to include Colorado and New 
Mexico. 

W. Tuttle Sherrill has been 
appointed a sales representa- 
tive to cover North and South 
Carolina, Virginia, Delaware 
and Maryland. Donald C. 
Craig has been named to 
cover British Columbia, 
northern Utah and the states 
of Montana, Idaho and Wy- 
oming. 

Edward L. Moynahan has 
been appointed to cover Ken- 
tucky, West Virginia, Indi- 
ana, Ohio and Michigan, ex- 
cept for the Upper Peninsula. 
This territory was formerly 
covered by F. P. Campbell 
and W. L. Brown. Mr. Camp- 
bell will continue to cover 
North and South Dakota, 
Minnesota, Iowa, Wisconsin, 
dllinois, the Upper Peninsula 
of Michigan and central Can- 
ada. Mr. Brown will continue 
to cover Tennessee, Missis- 
sippi, Alabama, Georgia, 
Florida and Louisiana east 
of Baton Rouge. 

Paul W. Noyes will travel 
the states of California, Ne- 
vada, Arizona, New Mexico 
and Colorado. 





was given as cerebral hemor- 


rhage. 

Survivors include his 
widow, a daughter, his 
mother, two brothers and 


two grandchildren. 





Clarence F. Hachmeister 


Clarence F. Hachmeister, 
executive vice-president of 
Hachmeister-Inc., Pittsburgh, 


Pa., died July 31. 

An officer of the company 
for more than 35 years, Mr. 
Hachmeister was weli known 
throughout the building in- 
dustry. 

He is survived by his 
widow, two daughters, a son, 
a sister and a brother, Harry 
A. Hachmeister, president of 
Hachmeister-Inc. 
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ge Lightweight 





12% POUNDS 


When it comes to lightweight 
power nothing can touch this en- 
gine. Not only is it amazingly 
lightweight, but it has every im- 
portant quality feature to assure 
long, dependable performance... 


® LIGHTWEIGHT 

@ MINIMUM EFFORT STARTING 

® LONG LIFE, LESS MAINTENANCE 
® FULL CARBURETION 

® BALL BEARING MAIN BEARINGS 


® SEALED DRIP PROOF CRANKCASE 

® FULLY ENCLOSED, FLY-BALL GOVERNOR 
® NO OIL CHANGING OR CHECKING 

® CLOG FREE COOLING SYSTEM 





These small extras make a big difference in per- 
formance . . . keep customers happy .. . make it pay 
to choose equipment powered by the Lightweight 







be modern-go Lightveight- 





POWER PRODUCTS CORPORATION 





GRAFTON, WISCONSIN 



































GLENN E. JENNINGS 
who completed 50 years of 
employment with Wright 
& Wilhelmy Co., Omaha, 
Nebr., wholesale hardware 
firm, on June 15, has served 
in every office and since 
1930 has been president, 
treasurer and general 
manager. 

He was practically born 
into the hardware busi- 
ness. His father was in 
the hardware business in 
Gothenburg, Nebr., in the 
firm of Jennings & Spauld- 
ing. Mr. Jennings went to work for the Omaha 
wholesale firm during a summer vacation. A crop 
failure made it impossible for him to resume his 
studies at the University of Nebraska. After four 
years in the warehouse and city sales positions, 
he joined the sales force and travelled south- 
eastern Nebraska. In 1915 he was made chief 
buyer and later sales manager. Mr. Jennings 
served two terms as president of the National 
Wholesale Hardware Association, 1940 to 1942. 
He continued to serve on the advisory board and 
executive committee. He has been active in the 
business, fraternal, and civic life of his com- 
munity. He has served on the governing boards 





GLENN E. JENNINGS 
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of the Nebraska Methodist Hospital, Nebraska 
Wesleyan University and the Omaha Chamber of 
Commerce. He is a York Rite Mason, Scottish 
Rite Mason, a Shriner and a Rotarian. 


JAMES MADISON 
LIGON, who operates the 
Ligon Hardware Co., Con- 
way, Ark., has been in the 
hardware business since 
July 1, 1901, when he went 
to work for the W. H. Har- 
rell Co., with which firm 
he was employed until 
1924. In that year he en- 
tered business for himself. 
A son, George W. Ligon, 
is now in business with 
him. Mr. Ligon is an ar- 
dent fisherman and re- 
ports, “We have the best 
fishing lake in the South, Lake Conway, 6,500 
acres.” 





J. M. LIGON 


D. A. EVERETT, SR., 
president of Everett Hard- 
ware Co., wholesale and 
retail distributors of hard- 
ware and furniture, Jack- 
son 5, Miss., began his 
hardware career 52 years 
ago, as a bookkeeper for 
the Jackson Hardware Co. 
He held this position about 
19 years. He has been 
president of the Everett 
Hardware Co., which he 
organized, since 1921. A 
brother, C. H. Everett, is 
secretary-treasurer of the 
company, and his son, D. A. Everett, Jr., is vice 
president. Mr. Everett, who will mark his 72nd 
birthday on Dec. 12, says, “I play my business in 
the same manner as playing any other game.” 





D. A. EVERETT, SR. 


FRANK W. NELSON, 
who has engaged in the 
hardware business in 
Hoopeston, Ill., for 59 
years, is still actively en- 
gaged in the business de- 
spite the fact that he cele- 
brated his 82nd birthday 
on July 18. The F. W. Nel- 
son & Son Hardware, op- 
erated by Mr. Nelson and 
his son, William, opened a 
completely new store, with 
new modern fixtures 
throughout, last Decem- 
ber. Mr. Nelson works in 
the store every day and is in fairly good health. 
The business was known as Nelson & Ayres from 
1894 to 1906. Later he was a clerk for nine years 
in the Alkire Hardware. In 1922 he reentered the 





FRANK W. NELSON 
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DISPLAY CM Chain in colorful... 
handy dealer drums. Watch your chain 
sales grow and grow and grow! 








NO SEASONAL 
SLUMPS WITH 






There’s always a demand for chain...especially for CM 
Chain. Customers recognize this long-established prod- 
uct with the distinctive “Inswell” weld...are constantly 
reminded of its quality through intensive advertising... 
are ever ready to buy it wherever it is sold. There’s a 
type and size of CM Chain, including attachments and 
specialties, to satisfy every customer requirement. Be- 
come a “chain specialist” with CM. Build up this profit- 
able part of your business. 


COLUMBUS McKINNON 


CHAIN CORPORATION 


TONAWANDA, NEW YORK 
DISTRICT OFFICES: NEW YORK, CHICAGO, CLEVELAND 
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NEW! SELF-SERVICE ISLAND 
300% More Selling Space 


FLEXO - SPACE, 
the new Low- 
Priced Self - Ser- 
vice Island gives 
you 300% more 
selling space than 
the conventional 
flat-type counter 
in the same floor 
area. With 
FLEXO - SPACE 
you will enjoy 
Increased Sales 
through Self-Ser- 
vice, Mass Dis- 
play, Increased 
Selling Space 
and Fixture Flex- 
ibility. SALES 
INCREASE 25% 
AND MORE. 
FLEXO-SPACE is a complete Island. No obstruction on 
the ends to prevent customer shopping. Your customers 
shop on all 4 sides from 5 large Self-Service shelves. 
FLEXO-SPACE takes only 12% Sq. Ft. of floor area, yet 
you get 50 Sq. Ft. of selling space. You sell more mer- 
chandise because you can display more. The middle 
shelves can be raised or lowered every 2” within the 
13 adjustments. Heavy steel tubular supports for rigidity. 
Neutral finish to blend in or match other fixtures. Shipped 
K. D. for lowest freight rate. Write for FREE catalog on 
FLEXO-SPACE and other Self-Service Fixtures — Today! 


ADD SALES COMPANY 


724 Commercial St. Manitowoc, Wis. 

















E.R. WAGNER MFG. CO., MILWAUKEE, WIS. 




















business with the firm of Nelson and Fenwick 
which was the operating name of the business 
until it was changed to the present name in 1930. 
In addition to his son, William, Mr. Nelson has 
two daughters, the Misses Marcella and Frances 
Nelson, with him in the store. Mr. Nelson is a 
former city treasurer of Hoopeston and is a mem- 
ber of the Chamber of Commerce. Gardening and 
reading are his favorite pastimes. 


GIRARD H. STORY, who 
recently retired as assis- 
tant general sales manager 
of Stanley Tools, New Brit- 
ain, Conn., spent 50 of his 
52 years in the trade with 
Stanley. He began as an 
office boy with Atha Tool 
Co., now a division of 
Stanley Tools. He got his 
first selling experience 
during the depression days 
of 1907 when an order for 
a half dozen sledges was a 
good day’s work. Mr. Story 
was one of the first four salesmen to go on the 
road for Atha and covered 14 southern states for 
several years until 1913 when the company was 
purchased by Stanley Rule & Level Co. After serv- 
ing during World War I, Mr. Story again went on 
the road, covering most of the states east of 
Chicago. In 1925 he was named sales manager of 
the Atha Div. and in 1936 became assistant sales 
manager and later assistant general sales manager 
of Stanley Tools. Mr. Story resides in Newington, 
Conn. 


GIRARD H. STORY 


CHARLES E. BAU- 
MANN, who recently re- 
tired as manager ot the 
catalog department of 
wasback, Inc., New York 
U.iy wholesale hardware 
aiscributors, had engaged 
in the hardware trade for 
more than half a century. 
As a lad he worked part 
time in his father’s hard- 
ware store which was at 
the site of Penn Station in 
New York City. Mr. Bau- 
mann’s first full-time em- CHARLES E. BAUMANN 
ployment in the trade was 
with the old New York hardware firm of Ham- 
macher Schlemmer, then located at 209 Bowery, in 
Manhattan. He was later in the employ of the 
Yale & Towne Mfg. Co. in New York and in Stam- 
ford, Conn., in the contract order division. He 
resigned in 1918 and became identified with whole- 
sale hardware catalog work. For the last 14 years 
he produced the Masback catalogs. Upon his re- 
tirement, on April 30, he moved to Chatham, N. Y., 
where he is pursuing his hobbies of fishing and 
working in his workshop. 
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Push Hoppe's Products NOW 


These are the days when target, trap and skeet 
shooters are fattening their shooting averages and 
they need clean guns. So why not go after this im- 
mediate business with good, old reliable Hoppe’s 
No. 9—for removing primer, powder, lead and metal 
fouling—and for protecting guns from rust. And— 
don’t overlook Hoppe’s Patches, Hoppe’s Lubricating 
Oil and Hoppe’s Gun Grease. They're easy to sell 
because millions of shooters know and use them. 
And easy to get because your jobber can supply you. 


FRANK A. HOPPE, Inc. 
Philadelphia 33, Pa. 


2314A North 8th St., 





. -- the Answer to Penn Reels’ 








Performance, Durability — SALES OOMPH! 


1. All working parts 
are made of brass 
or bronze 

2. Strong gears are 
in permanent mesh 

3. Free spool clutch 
is rugged, yet 
smooth, gives pow- 
erful braking and 
may be set for any 
degree of tension 

4. Penn Reels are 
built right—fisher- 
men will ask for 
them 


38 Penn Models . . . for Your Customers’ Kind of Fishing 
Write For FREE CATALOG — Dept. D 
PENN FISHING TACKLE CO., PHILADELPHIA 32, PA. 


Venn ke, CATCH FISH! 
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PENN SAILFISHER No. 130 
Capacity 400 Yds.:#9 or 27 Lb. Test 








Better | 











PRE-SKETCHED 


TILE PAINTING 








country by 
storm! 





"Juct follow the 
numbers!” 


One and Two 
Tile Kits, 
dozens of designs 


Numbered sketch on tile painted with pre-mixed 
numbered paints. Kits include 2 brushes, 
cleaner, colors, tiles, felt and hangers. 
Tile-Art Accessories: 

Hot Plate Stands (illustr.) Shadow-Box Frames 


LEE ART Company, Inc. 
93 Elm Street e@ Yonkers 2, N. Y. 














MORE THAN 
5000 DEALERS 
ARE DOING A PROFITABLE 
DOG COLLAR BUSINESS 


| with ALL PLASTIC 
FLEX-COLLARS 
and FLEX-LEASHES 


ARE YOU ONE? 


If not, why not stgrt new? Your initial 
j investment for 12 FLEX-COLLARS and 
|} 9 FLEX-LEASHES together with this 
} rack and selection chart for over 100 
breeds, costs you only $17.13. These 
items are high profit makers. Just tear 
; out this advertiseme.t and put it in 
your Want Book. Ask your jobber for 
this introductory seil-service FLEX- 


LINE display. 


ee 


Fa eal *4, 
sare ~ 318088 = surrey | 
















; 
i 











All introductory offers returnable 
in 30 days if not fully satisfied. 
Larger self-service FLEX 
LINE display assortments 
and replacemeat stocks |: 
available at your jobbecs. 








HUNGERFORD PLASTICS CORP. 
ROCKAWAY, NEW JERSEY 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


He says the Gross National Prod- 
uct in 1953 will be about $368 bil- 
lion, roughly $20 billion greater 
than 1952. This represents a 6 pct 
gain. 

The economists now expect that 
spending for plant and equipment 
this year will add up to a new rec- 
ord of $28 billion, or $1.5 billion 
greater than in 1952. Instead of 
such expenditures dropping off in 
the last part of this year, as was 
predicted earlier, economists now 
say such expenditures will continue 
to rise through the rest of the year. 

Instead of construction hitting 
the $33.5 billion mark in 1953, as 
was predicted earlier, economists 
now expect it to reach $34.5 billion. 
There are other factors cited, but 
all are predicated on the lusty first 
half of 1953 performances in in- 
dustry. 

But what about post mid-year, 
1954? 

While current estimates may be 
revised then, as they have been 
now, the economists foresee a fall- 
ing off of expenditures for plant 
and equipment; a decline in gov- 
ernment spending; use by business 
of its manufactured inventories— 
with a resultant cutback in produc- 
tion; further decline in farm prices, 
and other economic deterrents. 

But, says one government econo- 
mist, a lot can happen between now 
and mid-1954 to change current 
views. There isn’t a long range 
crystal ball that doesn’t get clouded 
by someone breathing too hot on 
it, he says. 


Nickel Supply Better 


The National Production Au- 
thority reports the government is 
getting ready to relax controls on 
nickel, effective Oct. 1. The supply 
outlook has improved, says the 
authority. Details for ending con- 
trols has not yet been worked out. 
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Consumer Credit Debt 
$5 Billion Above 1952 


Total consumer credit at the end 
of May stood slightly more than $5 
billion higher than at the same time 
in 1952. 

Customers increased their credit 
obligation by $429 million during 
May with automobiles taking the 
‘greatest share. Automobile paper 
in May increased $306 miliion over 
the previous month and $2,841 mil- 
lion over the same month of a year 
ago. 

The big total for May, however, 
was not as great as the $577 mil- 
lion increase in May 1952, accord- 
ing to the consumer credit report 
of the Board of Governors of the 
Federal Reserve System. 

The total of all installment credit 
rose to $20,085,000,000 by the end 
of the month. Charge account sales 
were $81 million higher at the end 
of May than a month earlier and 
were $99 million above charge ac- 
count credit at the end of May 
1952. 


Price Index Lower 


The Government’s wholesale 
price index dropped 0.5 pct in the 
week ended July 28, reports the 
Bureau of Labor Statistics. 


Freight Rate Increase 
Extended by I.C.C. 


The Interstate Commerce Com- 
mission announces it has extended 
for 22 months the 15 pct freight 
rate increase granted the railroad 
industry a year ago. The 15 pct 
boost was set to expire Feb. 28, 
1954. The expiration date has been 
moved forward to Dec. 31, 1955. 

The railroad industry has been 
urging the I. C. C. to make the 15 
pet boost a permanent part of the 
freight rate structure. At present 
the increase is merely a surcharge. 


Toy Sales May Hit 
$1 Billion in "54 

Toy sales in department stores 
for the first five months of 1953 
were up 7 pct, with independent 
retail stores registering an even 
greater increase. Melvin Freud, 
president of the Toy Guidance 
Council, predicts retail toy sales 
in 1953 will break all previous re- 
cords, probably reaching $900 mil- 
lion. 

Mr. Freud expects retail toy 
sales in 1954 to go as high as $1 
billion, unless there is an unfore- 
seen business recession. 


Vacations Hit 
Nation's Output 


Industrial production across the 
nation dropped in July as many 
plants closed for vacations, reports 
the Federal Reserve Board. 

The board’s production index in 
July dropped to 232 pct of the 
1935-39 average, from 241 pct in 
June. In July, 1952, the index was 
193, due largely to the steel strike. 





Payments Lag 








Following a trend, a smaller per- 
centage of hardware stores at the 
end of May were discounting their 
bills or paying them when due than 
three months earlier. 

Only 80.2 pet of hardwaye stores 
in 26 cities were paying their bills 
when due or discounting at the end 
of May, as compared with 84.9 pct 
at the end of February, and 84.5 


Hardware Stores Slower in Meeting 
Trade Invoices; 80.2% Paying Promptly 
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pet on May 31, 1952. 

The average for hardwa’'e stores 
at 80.2 for May was slightly below 
the national average for all retail 
lines—81.4 pct. 

The quarterly accounts receivable 
survey conducted by the Credit Re- 
search Foundation of the National 
Association of Credit Men also 
showed that the percentage of past 
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due accounts of retail hardware 
stores had risen to 19.8 pet at the 
end of May, as compared to 15.1 
pet at the end of February, and 
15.5 pet at the end of May 1952. 

The average age of hardware 
stores’ accounts receivable were 
lower than they were three months 
ago and a year ago. The average 
age of hardware accounts receiv- 
able were: May 31, 34.7 days; Feb. 
28, 37.0 days, and May 31, 1952, 
37.3 days. 

This survey is conducted through 
a questionnaire addressed to mem- 
ber companies of 26 affiliated credit 
Associations located in the major 
markets throughout the country. 


The records in some of the lead- 
ing cities for retail stores in all 
categories developed in the May 
1953 survey as compared with Feb- 
ruary 1953 and May 1952 are shown 
in the table below: 


% of Accounts Discounting or 
paying when due 
May Feb. May 
1953 1953 1952 


eee . 875 90.3 80.0 
Baltimore ........ 83.2 85.6 90.2 
Boston .. 74.2 76.5 78.9 
Cleveland ; . 83.4 82.1 80.9 
Dallas . 868 89.2 77.3 
Denver > eer 83.9 92.2 
Detroit 81.2 88.4 74.4 
Houston ; . 84.6 78.2 85.0 
Kansas City ...... 86.1 85.6 88.7 
Los Angeles --. oe 81.0° 80.9 
Louisville . 90.3 84.5 87.1 
Memphis .. , a 90.9 89.7 
Minneapolis .. . B19 88.8 85.3 
Newark ......... 73.4 93.8 70.0 
Omaha Secceiae® Va 79.2 84.1 
Pittsburgh .. . 768 80.9 82.9 
Portland .. . 82.8 82.6 88.3 
Richmond ........ 74.5 72.5 86.3 
St. Louis .. co. or 82.9 88.5 
Salt Lake City ... 80.7 - 84.5 
San Francisco .. 79.4 80.1 84.9 
Seattle : . ee 85.0 84.2 
Sioux City Te 77.9 85.0 
Wichita eve, Ce 84.6 95.0 
Philadelphia 84.5 88.4 

Chattanooga 85.4 Ge 


Construction Hit 
New Peak in July 


Dollar outlays for new construc- 
tion in the first seven months of 
this year totaled $19.3 billion, an 
8 pct gain over the same period a 
year ago, reports the Commerce 
Dept. 

During July alone, total expen- 
ditures for new construction rose 
to a new monthly high of $3.3 bil- 
lion, about 8 pct above the com- 
parable 1952 month. 
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QUIK-EZY 


CHRISTMAS 
TREE 
HOLDER 






YF eYre Coe © 


Liberal discount to dealers . . 


your customers . 





Over One Million 


satisfied users have made it your 


PROVED BEST SELLER 


REVOLVES FOR DECORATING 


The cup revolves in the stand —so front and 
back of tree can be trimmed with equal ease. 
This feature makes it easy to replace burned 
out bulbs, too. It’s the original rotating tree 
stand! 


WILL NOT RUST OR CORRODE 


Tripod is made of high quality steel, cadmium- 
type plated. Water container made of aluminum. 


FOLDS FOR STORING 

When nog in use, the QUIK-EZY holder folds 
like an umbrella into a compact, space-saving 
unit. You'll find it’s a big selling feature 


ADJUSTABLE TO FIT TREE 


The cup is removable, so that tree can be in- 
serted outside—no disonder in living room 


4 MODELS ... 4 PRICES 
2 finishes—3 sizes give you a QUIK-EZY holder 
to fit every tree—and every pocketbook 


EXTRA WIDE SPREAD 


QUIK-EZY is a durable, dependable holder that 
resists tipping ... will last for years and yeors 


. priced reasonably to 
. . from every angle it’s the BEST BUY! 


WRITE TODAY for prices and name of your nearest 


source. Sample sent on request 


WEINGARTNER MFG. CO. 


2902 S. Wallace Street ° 


Chicago 16, Ill. 





211 











FLEXISEAL 
GLAZING COMPOUND 


Women buy over 50°; of all hard- 
ware sold at retail. Women today 
(and men, too) are used to buying 
clean, attractively packaged mer- 
chandise. A clean package pleases 
them — protects their clothes — 
gains customers and repeat sales on 
many larger items in your store! 


FLEXISEAL GLAZING COM- 
POUND does not leak oil from the 
can — you don’t even have to wrap 
it up to protect your customers’ 
clothing! The wrap-around label (and 
your shelf) stays clean and neat all 
the time! 


Cater to the Lady Who Wears 

White Gloves and you'll keep 

all of your customers happy — 
all of the time! 


REKISEAL 


GLAZING COMPOUND 


7] 





FLEXISEAL Glazing Compound 
develops a tough, weather-proof sur- 
face skin but remains elastic under- 
neath, thus taking care of expansion 
and contraction — and, it lasts and 
lasts and lasts! FLEXISEAL Glazing 
Compound works easily — applies 
like butter — is ideal for use on metal 
or wood sash, nail holes, cracks, etc. 


Order FLEXISEAL GLAZING COM- 
POUND frem your jobber; or write 
directly to the factory for full infor- 
mation and prices on all FLEXISEAL 
products. 


LANDEN PUTTY WORKS, Inc. 





















Dollar Gains in Value; 
Consumer Demand Up 
Value of the consumer’s dollar 


and the value of industrial output | 


both made considerable gains in the 
first 6 months of this year, new 
government studies indicate. 
Production of major consumer 
durable goods during the first half 


of 1953 was 40 pct higher than in 


the same period of 1952. 

Total wage and salary income is 
running about $15 billion higher 
at annual rates than in June of 
1952. This is a rise of about 8 pct. 

Because consumer prices 
about the same as they were last 


year, the real purchasing power of | 
income has increased. Government | 


experts say this is the basic factor 
in the enlarged demands for con- 
sumption, which so far this year 
have run 6 or 7 pet over 1952 levels. 





Another Bidder 
For the Elusive Buck 

If you’re worried about get- 
ting your share of the consumer 
dollar in coming months, you 
may have another competitor— 
higher rents. Federal rent con- 
trols are now off. They died 
about a month ago. And while 
real estate men are doing every- 
thing possible to hold the rent 
line, increases have occurred—a 
factor that eats into the pub- 
lic’s supply of cash available for 
purchases of consumer goods. 

The end of Federal rent con- 
trol effects 5,400,000 tenants. 











Room Air Conditioner 
Business Booming 


Room air conditioner shipments 
from manufacturers rose 21 pct 
during the first six months of 1953 
over the same period last year, re- 
ports the Air Conditioning «nd Re- 
frigeration Institute. 

While it cautions that produc- 
tion of component parts of the 
units may slow down deliveries dur- 
ing the second half of 19538, the 
Institute estimates that if the 
present rate continues, 1953 ship- 
ments will exceed one million 
units, compared with 365,451 units 
in 1952. 


are | 


| 
| 


FASTEST 
| SELLING 
REMOVER 





For prices and sample, write 


THE KLEAN-STRIP CO., INC. 
2340 S. Lauderdale, Memphis, Tenn. 


















meal | wow'T SHRINK 


ATE R This modern plastic in 


Os 
W powder form makes 


p lI TH lasting repairs in tile, 


wood or plaster. Pays 
dealers a bigger profit. 

WILL NOT SHRINK 

STICKS AND STAYS pyr 

+ 8 


SELLS BETTER because 
> 


| tf 





dt WORKS BETTER. 






ost dealers report: (2, oe 
“Our sales of Dur. REA AARD 7 ey 
ham’s Rock + Hard \Qtoun ano: 
Water Putty r) si 


dcubling, year 
ear.” Griat's more, 
aurham’s Rock. 
Hard Water Putty 
ives you by far the 
st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many panes materials may shrink 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It stieks and stays put. You can saw or 
chisel it, To or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industria) users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 
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Large Hardware Stores 
Had Sales Rise in May 


May sales of large hardware 
firms, operating from one to 10 
stores, were 8 pct higher than 
April sales and were 2 pct higher 
than sales in May 1952, according 
to the latest available sales esti- 
mates of the Bureau of the Census, 
Dept. of Commerce. 


Only three metropolitan areas, 
of the 19 for which hardware sales 
were collected, showed lower sales 
in May than in the previous month. 
These were: DeKalb, Fulton and 
Rockdale Cos. of Ga. (--28%); 
King Co., Wash. (—11%) and 
Philadelphia Co., Pa. (—2%). 

May sale of all retail stores in 
the United States were slightly 
2%) higher in 1953 than in 1952 
and were up 3 pct from April of 
this year. 

Cumulative sales of the large 
hardware stores for the first five 
months of the year were 1 pct 
higher than for the same period 
of 1952. 


The percentage change ir sales 





of large hardware stores, for se- | 


lected areas, were as follows: 


Pct Change in Sales 
May May 5mo. 
1953 1953 1953 
from from from 
May April 5 mo. 
1952 1953 1952 


Jefferson Co., Ala. —7 +2 0 
Los Angeles Co., Cal. . +22 +2 +15 
Sacramento Co., Cal... + 6 +17 + 4 
Hartford & Tolland Cos., 
MIE feds cca deeds +17 +5 +4 


D. of C.; city of Alexan- 
dria, and Ariington 
Co., Va. and part of 


Montgomery Co., Md. 0o+8s: —3 
DeKalb, Fulton & Rock- 

dale Cos. Ga. ..... —I16 —28 — 8 
a a ee +14+1 +7 
Adams & Allen Cos., Ind. +21 +21 + | 
Suffolk Co. and parts of 

Middlesex & Norfolk 

Gy WIR, wisi sues ~ 0o—v7 
Wayne Co., Mich. .... +12 +8 +11 
City of St. Louis and St. 

Louis Co., Mo., and E. 

St. Louis, Ill .......—9 +10 — 1 
City of New York ond 

part of Westchester, 

ce, 0 Ve... . $¢+24+7— 
Erie Co., N. Y. ... +2 +14 | 
Monroe & Wayne Cos., 

Ore —-3 +6 —I! 
Philadelphia Co., Pa. .. —19 —2 —7 
Providence Co., R. |. .. —18 +10 —I4 
Norfolk & Princess Anne 

Cos., and cities of 

Norfolk, So. Norfolk & 

Portsmouth, Va. .... —I| +5 — 
King Co., Wash. ..... —19 —Il +7 
Milwaukee & Waukesha 

i IEE wise erwdiniers +7 +14 +2 
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FEATURES, 

BLUE DIAMOND 
TOOLS WITH 
SEAMLESS 
SHATTER- 
PROOF 

PLASTIC 
HANDLES 


FLAMINGO 
COLORED 
wooD 
DISPLAY 
GIVEN 
WITH 
TOOL 
ASST. 
















ORDER 
No. 903 UNIT 
des, 55 
NDISER ay got. _ 29 
— horecet n= SEN" Mogg COST 2 
putty Kniven 36-3", Vo , ers 
oz. eo: FY s 3 sara 2 3 "_ 0-3 nontt— 199° 
































NEW! 
No. 
703 


THE UNIT FOR PROFESSIONALS AND DISCRIMI- 
NATING SHOPPERS FEATURES DE-LUXE BLACK 
AND SILVER PUTTY KNIVES AND SCRAPERS. 


SELF-SERVE COUNTER 
MERCHANDISER FOR 
FAST SELLING PLAS- 
TIC RAZOR BLADE 
SCRAPERS. 


SALES BUILDER FOR HOME REPAIR AND PAINT 
CUSTOMERS SALES MERCHANDISER FEATURES 
BLUE DIAMOND PUTTY KNIVES AND SCRAPERS. 













NEW! 
No. 8 


SPEEDSTER SCRAPER SALES MERCHANDISER 


DEMONSTRATES USE OF TOOLS TO FIX-UP AND FREE! 
PAINT-UP CUSTOMERS. Write For This 
New Catalog 


MASS., U.S.A. 


MANUFACTURING CO., 


SOUTHBRIDGE, 
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is ideal for all home 
owners, handymen and 
craftsmen ... and a 
steady money-maker 
for you. It knows no 
seasons ... is just as 
popular in summer as 
- in winter. There are 
i always lots of jobs for 
it in every home. It 
makes quick work of 
boring small holes in 








The tough plastic mag- 
azine handle contains 
four drill points, from 
#z” to #4”. 





ORDER 
“YANKEE-HANDYMAN” 
= MERCHANDISER NO. 46M 


Compact unit 
holds four No. 
46 “YANKEE- 
HANDYMAN” 
DRILLS—attracts 
impulse sales. 
Display unit is 
furnished free 
with four drills. 


nl 








NORTH BROS. 
MFG. CO. 


215 W. Lehigh Ave. xa 
Philadeiphia 33, 
Pennsylvania 


Division of stanuey Toois| STANLEY ] 


Reg. U.S. Pot, Off. 


oie, OB 














This popular priced tool | 


wood, fibre or plastics. | 


| Department Stores 
| Gained in July 
| Sales 


by national department 


| stores for the week ending July 
| 11 were 11 pct higher than a year | 


| Money-maker 


ago, according to Federal Reserve 
Board figures. For four weeks end- 
ing July 11 sales were 7 pct higher 
than in the like 1952 weeks while 
dollar volume for Jan. 1-July 11 


| was up 5 pet over the same 1952 


period. 

Greatest increases for the week 
were reported in Chicago and Phil- 
adelphia, each up 17 pct, followed 
in order by Cleveland, up 16; St. 
Louis, up 14, and Atlanta, up 12. 








| it is still the same price.” 


New York increased by only 5 pct. 





National Sales Tax 
Gets Strong Backing 


The National Association of 
Manufacturers reports it favors 
a national sales tax to be levied 
at the manufacturer’s level. 
Commenting on the N. A. M. 
stand, Treasury Secretary 
Humphrey says the administra- 
tion is considering such a tax to 
raise federal income. 

Charles R. Sligh, Jr., N. A. M. 
president, appearing before a 
House committee before ad- 
journment of Congress, said 
that a uniform 4.5 or 5 pet tax 
should be imposed on all prod- 
ucts except food. 











Claims No Inflation 
In Paint Brushes 


The consumer still gets a good | 


value for his money in paint 
brushes, despite the inflationary 
trends of the past few years, ac- 
cording to Benjamin Fastov, pres- 


ident of the Colonial Brush Mfg. | 


Co., Boston, 

Mr. Fastov points out that “in 
the consumer price range, a stand- 
ard l-inch paint brush prior to 
Second World War (1959) and 
pre-Korea (1950) was priced at 15 
cents. Today this same brush re- 
tails for 19 cents. A 2-inch brush 
then was 25 cents; now it is 29 
cents; but a 4-inch wall brush in 
1939 or 1950 was $1.98 and today 


“TRULY A 
CARPENTER’S 


7 


-Z MARK 
he Yew E 
“a gBuTT GAUGE 


witH Depth Scriber 


Agreed. by carpenters to be almost indis- 
pensable. Cuts a clean, accurate, deep 
complete profile on door and jamb by 
striking with a hammer. (Just remove 
chips.) Used by thousands to — 

. G MO DOORS EASIER, FAST- 


ER, BETTER 

. NO ADJUSTMENTS, ERROR OR 
FUSSIN 

« PRECISION-MADE OF DROP-FORGED 


STEEL ee 
« COMES IN STANDARD 3”, 3%” and 
4” SIZES 

Over one half million in use now. “We 
are selling more E-Z MARK Butt 
Gauges today than all other butt 
gauges put together,” says a promin- 
ent West Coast jobber. 


Contact your necrest Jobber or Wholesaler for 
porticulars or write 


E-Z MARK TOOLS 


P. O. Box 78377 « Los Angeles 16, California 








HANDICRAFT KNIVES * BLADES * TOOLS 


No. 205 HOBBY WORK BENCH 
(size: 20” x 10” x 1544”) — 

with complete selection of X-acto 
Hobby Tools and Knives—List $48.00. 





Every Progressive Hardware 
Store should have a Hobby 
department. 


Retailing from 25¢ to $30.00 


Write today for our new illus- 
trated Catalog of fhe complete 
X-acto line. 


X-acto Crescent Products Co., Inc. 


































r 440 Fourth Avenue, New York 16, New York 
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HARD 








* WOODRUFF KEYS 

* MACHINE KEYS 

*MACHINE RACK 

*TAPER PINS 

*COTTER PINS 

*SPECIAL PARTS 

and other Stanho products 

Bulk or Packaged 


WRITE for CATALOG 
and PRICES 


STANDARD 


NEW BRIGHT 








the home-owners 
gun... designed to 
meet contractor 


specifications 
Home owners 
everywhere are buying 
and using this low-priced, compact Caulking Gun! 
It’s a bear for wear, and so easy to operate. 
No cleaning required when used with CALBAR 
“Hole-in-Top” Cartridges . . the compound 
never touches the inside of the gun. 


Cee Sell 


Write today for full information 
CALBAR PAINT & VARNISH CO. 


Manufacturers of Technical Products 
2612-26 N. Martha Street °* Philadelphia 25, Pa. 

















HELLER ADJUSTA 
FIX WRES TA 


Ww FOR LOG 


C. HELEER & CO’ 


MONTPEL OHIO 
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No. 744—'/" chain 
No. 745—%s" chain 
No. 746—'/2" chain 


MOLINE 


HEAVY-DUTY 


LOAD BINDERS 


These heavy duty load binders satisly men who know and use 
them. Moline Binders have strength to stand the strain, positive 
locking and ease of operation. Every 
part of a Moline Binder is matched in 


| ruggedness for greatest durability. High 


strength malleable iron handle, strap and 


| clevis. Drop forged extra heavy steel 


hooks. Swivels cast as integral part of 
clevis and strap for safety. Bright enamel 


| finish. Write for Bulletin 349—contains 


details and specifications on all Moline 
Load Binders. 


| DISTRIBUTED BY JOBBERS EVERYWHERE 








CHENEY 


nail holding — 
hammers 








Order the : 
new Cheney 
Sales Maker 

| OF-Too 
will boost your 





now. It 


hammer sales 


Ask your 


Jobber 


8 Ne. 938 hammers 16 oz. 
2 No. 937 hammers 20 oz. 
2 Ne. 944 hammers 18 oz. 
1 Ne. 938 hammer, 16 oz., 
displey—at half price. 
1 Sales Maker demonstrator and sign— 
ee. 

Hammers supplied in either bell or octa- 
gon face. 


for use with 


Bonus: The New 
Cheney Nail Chart 
with each order. 


weney CHENEY “nut” 


QETTLE FALLS, M. Y., U.S. A. 











Record Sales Set 
In First 6 Months 


The Commerce Dept. reports 
the nation’s retailers chalked 
up a record $86.3 billion worth 
of sales in the first six months 
of this year. During June alone, 
retail stores sold $14.7 billion 
worth of merchandise for a 6 
pet increase over the same 1952 
month. 

The department notes retail 
sales have fluctuated within a 
narrow range since the first of 
the year. Over the first six 
months the average variation, 
nationally, was less than 1 pet. 
In June durable goods stores 
about tripled their sales per- 
formance over June, 1952. 











Sears’ Economist Sees 
"53 Business Higher 


Tota: business volume this year | 
will average higher than during | 


1952, 
Rosenbaum, manager of Economic 
Research of Sears, Roebuck & Co. 
However, Mr. Rosenbaum expects 
to see some decline in most busi- 
ness indicators in the latter part 
of the year. 


Unusually high instailment 


| credit and overproduction in auto- 


mobiles and appliances are two 
economic factors that bear close 


| scrutiny, Mr. Rosenbaum pcinted 


out in a talk delivered before the 
California Personnel Management 
Association. / 

“By any yardstick it seems to 
me that installment credit is at 
levels which are extremely high 
and could almost be termed dan- 
gerous,” he stated. 

“When the public will elect to 
slow down on its expansion of per- 
sonal credit is unpredictable. At 
the current high level of con- 
sumer credit, a relatively slight 
deterioration of general confidence 
in the future stability of employ- 
ment and take-home pay could 
lead to a sharp decrease in the 
willingness to borrow. 

“If coupled with an unwilling- 
ness on the part of the lenders to 
lend as freely, the decline in con- 
sumers’ durable goods sales could 


in the opinion of Arthur | 





HARDWARE AGE, AUGUST 20, 1953 





ce ame ee 











Ask your 
jobber's salesman about 


FULLER'S GOLDEN 
HUNDRED SALESMAKER 


with unique SCREW DRIVER 
TESTER and 100 famous 


Fuller Screw Drivers! 


TOOL CO., INC. 


3522 Webster Avenue, New York 67 







World's Largest Producers of 
Unbreakable Amber Handle Tools 











Midwest 
Compound Lever Snip 








better 
—by actual 
work 


tests 


Designed by 
master craftsmen 
for more work in less 
time with less fatigue. Order 
today from your wholesaler. 


always look to 


MIDWEST 


TOOL and CUTLERY Co., Sturgis, Mich. 
for money making ideas 






























BRASS, 


COILS A 

















LOCK-EASE * 
Graphited LOCK FLUID 


For year-round lock main- 
tenance and best protection 
against sticking — rust — 


freezing. 4-oz. “Drop or 
Stream” can, 39c. Order from 
your jobber. 


American Crease Stick Co. AGs 


Muskegon, Michigan 


0 PRODUCTS 
aus Stainless DOOR-EASE_ Stick 














Lubricant ‘in two sizes, 1S¢e and 
39c: AMERICAN Dripiess Oil in 
4-oz. oiler, 29c. 


| ee wees ‘ noel 








THE LAST WORD IN 
WIRE PRODUCTS 


STOVE PIPE WIRE 
COIL AND SPOOL 
ASSORTMENT 





STRANDED 


age 
es AND SOLID 
ee CLOTHES LINE WIRE 








BRASS, COPPER, 
DARK, TINNED, 
GALVANIZED 
COILS AND SPOOLS 
1 OZ. TO 20 LB. 
PACKAGES 





BRAIDED 
PICTURE WIRE 





STRANDED 
AERIAL WIRE 
RADIO 
ACCESSORIES 
SOLDER AND PASTE 


SOLD THRU JOBBERS ONLY 
SEE YOURS FOR PARTICULARS 











AMA ce AVeE 
LAND ee 
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be quite sharp,” the Sears’ econo- 
mist warned. 

Mr. Rosenbaum said he expects 
some slackening in employment 
later this year. 

“Personal income in 1952 to- 
taled $268 billion. It rose sharply 
in the latter part of the year, fol- 
lowing the steel strike. The rise 
continued into January of 1952, in 
which month the annual rate was 
$280 billion. 

“It is a reflection of full em- 
ployment but I do not expect that 
employment can continue quite so 
‘full’ as the year progresses. Be- 
fore the war and again today, the 
great American problem was and 
is—not production but consump- 
tion. 

“Even with the increase in pop- 
ulation and higher purchasing 
power, the country cannot absorb 
for many months the output of 
automobile and appliance fac- 
tories when their operations are 
not curtailed by raw material 
shortages. Nor, with over 7,000,006 
new homes built since the end of 
the war, do I think that housing 
starts in 1953 can be sustained at 
the current rate, which is in ex- 
cess of 1,000,000 per annum. 

“An element of weakness lies in 
the current high production rates 
of automobiles and appliance 
manufacturers. If continued for 
many months, I expect excessive 
stocks to develop which could 
cause a weakening of prices, mak- 
ing the public hesitant about new 
purchases until inventories show 
signs of being worked off with 
prices then stabilizing.” 


61.3 Millions In 
Civilian Labor Force 

1952 civilian employment aver- 
aged about 61.3 million or about 
the same as the preceding year, 
according to the annual report on 
the labor force published by Bu- 
reau of the Census. This includes 
self-employed and unpaid workers 
in family-operated enterprises. 

Non-agricultural employment at 
54.5 million was at a new high 
and about 500,000 higher than in 
1951. Agricultural employment con- 
tinued a long-term decline to 6.8 
million last year. 






















































The PRIDE of 
Particular 
Tradesmen 


No. 900 


MAHOGANY 


SinahE'Ge 


Made especially for accurate setting of door and 
window frames. Length, 6’ 5-3/4”. Center sec- 
tion, 5” by 1-1/8”. Six vials, arranged for con- 
venient reading in any horizontal or vertical 
position. Hinged blocks on ends for setting rough 
frames. Special “‘Peerlessizing” Process insures 
lasting straightness. One large hand hole and two 
hang holes. Popular today for the accurate setting 
required by modern doors. Also useful for framing 
overhead-type garage doors, and for many other 
purposes. (Mr. Storeowner: This Straight-Edge 
makes a striking addition to your tool display... and 
sells at a good profit.) 


ra 


LEVEL & TOOL COMPANY 




















Consumer Mailers 





HEX-PAK.. 





That’s right—hard- 
ware dealers from coast 
to coast are cashing in on hacksaw 
blade sales with the New Star 
“Flex-Pak” Display. 

Why? 

Because it puts hacksaw blades 
where your customers can see 
them. 

Why? 

Because it helps you sell your 
customers Star “Molyflex”® High 
Speed hacksaw blades—at 4 times 
the dollar profit for you and better 
than 4 times the cutting efficiency 
for them. 

Why? 

Because you carry less inven- 
tory with a balanced stock of 80 
Star Unbreakable Special Flexible 
(green) and 20 “Molyflex” High 
Speed (copper colored) hacksaw 


balanced stock and 
money - making 
“Molyflex” sales. 





Sold Only Through Recognized Distributors 
3085 


EMSON BROS., Inc. 
MIDDLETOWN, N.Y., U.S.A. 
Makers of Hand and Power Hack 

Saw Blades, Frames, Metal Cutting Band 
Saw Blades and Clemson Lawn Machines. 






this New STAR | 








New Wholesalers’ Aids for Dealers’ Use 


Billy & Ruth Catalog 
In 25th Printing 


The 25th anniversary edition of 
the Billy and Ruth toy promotion 
catalog has been printed for dis- 
tribution through 18 wholesalers 
and more than 1200 dealers 
throughout the United States. 

Circulation of this toy catalog 
reached 4 million copies last year, 
and it is expected that this year’s 
goal of 5 million copies will be 
exceeded. 

Produced in four-color rotogra- 
vure, it is claimed to be a promo- 
tion as well as a catalog. It is 





backed with newspaper advertis- 
ing, point-of-sale display material, 
supplementary books and contact 
with children throughout the 48 
states. 


The latter is brought about by a 
prize contest, a regular feature of 
the Billy & Ruth Book each year. 
Prizes are awarded and periodic 


— d mailings are made to all entrants. 
the teen ga ne Last year, more than 60,000 young- 
—for better inten sters entered and received several 


letters from Billy and Ruth, which 
makes it a year-’round promotion. 

Wholesaler distributors for this 
48-page booklet are: Albany Hard- 
ware & Iron Co., Beck & Gregg 
Hardware Co., Cullum & Boren 
Co., Dale Products, Faucette Co., 
Inc., Leonard M. King Co., Kipp 
Bros., Morley Bros., Moriey-Mur- 
phy Co., Ohio Valley Hardware & 
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Roofing Co., Orgill Bros. & Co., 
Supplee-Biddle-Steltz Co., Thom- 
son-Diggs Co., Tracy-Wells Co., 
Van Doren Hardware Co., J. A. 
Williams Co., Woodbury Hardware 
Co. and Wyeth Co. 

The booklet is printed and pub- 
lished by Billy and Ruth Promo- 
tions, Inc., 4300 N. 5th St., Phila- 
delphia. 


9 Wholesalers to Issue 
Fall Consumer Catalog 


A catalog of fall and winter 
merchandise has been prepared 
for nine large wholesale hardware 
firms by the Meyer Merchandis- 
ing Service, Inc., 400 N. Wells 
St., Chicago 10, Ill. Circulation 
through hardware dealers will be 
approximately one million copies. 

The consumer catalog service 
company announces that it intends 
to issue two consumer books and 
two broadsides for these and other 
wholesalers next year. 

Pages will be switched to con- 
form with the brands which the 
different wholesalers stock. 

The Meyer Service will also fur- 
nish retailers with complete ad- 


BaSes 











vertising sales kits containing 
window pennants, streamers, price 
tags, eto. 

The participating ,whoiesalers 
are: Luthe Hardware Co., Des 
Moines; Paxton & Gallagier Co., 
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METAL FLOATS 


Engineered To Your Specifications 


@ Made of copper, 
plain steel, copper plated 
steel, stainless steel, KA- 
2SMO, aluminum, brass, 
monel, pure nickel, Ad- 
miralty and Everdur, or 
any suitable metal for 
open tank and all pres- 
sures. 








@ Seamless copper ball 
floats carried in stock in 
diameters of 3", 4", 5", 
&, T. &. 10" and 12” BALL 
for open tanks and pres- 
sures of 25, 50, 100 and mm 
150 Ib. Floats in spe- 
cial sizes and pressures— 


MADE TO ORDER. Stain- : d 
less steel ball floats FLAT CYLINDIRCAL 
larger than 12" diameter 
con be made up spe- 
cially. Write for METAL 
FLOAT catalog. 


ARTHUR HARRIS & CO. 


DEPT. HA, 210-218 N. ABERDEEN ST. 











| Omaha; John Pritzlaff Hardware 
| Co., Milwaukee; Richards & Con- 


over Hardware Co., Kansas City, 
Mo.; Sher & Peachin, Chicago; 
Stratton & Terstegge Co., Louis- 
ville; Tracy-Wells Co., Columbus, 


| O.; Wayne Hardware Co., Fort 


Wayne, and Geo. C. Weatherbee & 
Co., Detroit. 


4 Western Wholesalers 


_ Issue Christmas Book 


Sloss & Brittain, San Francisco, 
and the American Wholesale Hard- 


| ware Co., Long Beach, Cal., have 


produced their 14th consecutive 
catalog since 1948, a consumer 


Christmas catalog printed in full 


color. 
It will be 16 pages, 8% by 11, 


| and will illustrate and describe 


CHICAGO 7, ILLINOIS CYLINDRICAL 
| 


Since 1884 
FLOAT MANUFACTURERS « 
ENGINEERS « METAL FABRI- 
CATORS ¢ COPPERSMITHS 
e BRONZE FOUNDERS CYLINDRICAL 











SELL 
WINDOWS 
IN ROLLS 





A SAMPLE WILL PROVE 
SUPERIOR QUALITY 
— FREE ON REQUEST 


The perfect, low-cost 
material for storm win- 
dows, storm doors, and 
porch enclosures. Full 
profit! Highly competi- 
tive price. Easy to in- 
stall. Nine different 
materials in the Sol-O- 
Lite line. Sol-O-Lite 
helps you sell with 
mailers, ads, beautiful 
Gnating Wenparent merchandising display. 
window moterial, Send a postcard for 
tokes hard weor in. COmplete information, 
olikinds of weather. prices and free literature. 


SOL-O-LITE 


MANUFACTURING COMPANY 
4303P West North Avenue + Chicago 39, lilinois 

















Crystal-Lite, the 
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about 175 hardware and houseware | 


items. It will be printed in five- 


| color rotogravure. 





In 1951, the Lorenz Co., Klamath 
Falls, Ore., joined the group and 





began distributing the catalog in | 


| Oregon. In the Spring of this year, 


the Strevell-Paterson Hardware 
Co., Salt Lake City, began distribu- 


tion in its territory. It is expected | 


that more than a million copies of 


the catalog will be sold by the four 


firms this coming Christmas. 

The four distributors will also 
make available to their dealers a 
complete promotion kit for store 
use during the promotion. This will 
consist of pennants, window signs, 


price cards, window and counter 
| cards and newspaper mats. 












































24,000 ITEMS } 


to choose from— 


EVERY ONE 
High Quality 
Easy to Handle 
Fast Selling! 
Buy from one source 
and SAVE 
Time and Money! 












Buying nails, tacks, rivets, staples and allied 
items can be a headache for the dealer who 
buys from a dozen or more sources. Many 
orders to make out, many bills to account for, 
many payments to make. By buying one line 
= ATLAS, known the world over for quality — 
one order, one invoice, one check to one whole- 
saler does the trick. Let the nearest ATLAS 
wholesaler show you the complete ATLAS line 
— and prove how profitably you can concen- 
trate on one source of supply. 


SINCE 1810 











TACK CORPORATION 


FAIRHAVEN, MASS. + HENDERSON, KY. 


MAKERS OF THE LARGEST VARIETY OF 
TACKS AND NAILS IN THE WORLD 
















THE NEW 
FEATHERWEIGHT 
CHAMP OF ALL 


MAGNESIUM 
LEVELS... 


INCREASE 
YOUR LEVEL SALES 
WITH THIS NEW 
PROFIT-MAKER . . . 


M-24 


Strongest of all light metals . . . built for a 
lifetime of rugged, accurate use. Vial open- 
ings are moisture proof, dust proof and 
dirt free . . . guaranteed for accuracy, ma- 
terial and work hip. Hand ly fin- 
ished and packed in individual boxes. 





""EXACT'', FOR THE MOST COMPLETE 
LINE OF QUALITY MAGNESIUM, 
ALUMINUM AND WOOD LEVELS. Sold 
Only Through Wholesale Jobbers. 


EXACT LEVEL & TOOL MFG. CO., INC 


220 









cccniaiiiie | 


Consumer Mailers 
(continued) | 
| 





32-Page Rotogravure 
Catalog of Toys 
The 1953 edition of “Santa’s 


Wonderland,” a 32-page toy cata- 
log which originated in 1940, has 


been published by Distributors | 
Advertising Promotions, Inc., 4300 | 


N. 5th St., Philadelphia. 
Last year, some 200 dealers 
through seven wholesale distribu- 


tors, used nearly a million copies | 


of the catalog and it is expected 





that the 15 participating whole- 
salers will distribute to dealers 
approximately two million copies 
this year. 

The four-color rotogravure cat- 


alog is backed by a complete dis- | 


play and merchandising package. 
The participating wholesalers 


are: Amarillo Hardware Co., | 
American Plastic Industries, Badg- | 


er Hardware & Paint Stores, Inc., 
Chapman Harkey Co., Huey & 
Philp Hardware Co., Interstate 
Wholesale Corp., Kipp Bros., Loui- 
siana Paper Co., Ltd., New En- 
gland Doll & Novelty, Norfolk Dis- 
tributing Co., Supplee-Biddle- 
Steltz Co., Tracy-Wells Co., J. A. 
Williams Co., Albany Hardware & 
Iron Co. and Leonard M. King Co. 


Fewer Durable Goods 

The Commerce Dept. reports the 
nation’s manufacturers shipped 
$25.8 billion worth of merchandise 


Ceo) 

L STAINLESS SCREW CO. 

| SO Gea (hmm Jom AR mory 4-1240 
4 232 Union Avenue @ Paterson 2, N. J. 








a le OS MIRE 


STAINLESS STEEL 

| G> FASTENINGS 
(QAOF ALL TYPES 
RICHY OFF THE SHELF 


in TE 


In-Stock-Service on small or 
large quantities * Cap Screws 
¢ Machine Screws * Sheet 
Metal & Wood Screws * Set 
Screws * Nuts, Washers, Etc. 
Class 3 AN Drilled Fillister Heads 
Fast service on special screw 
machine products. 

WRITE, WIRE OR PHONE 

YOUR REQUIREMENTS 





New Catalog now 
ovailable—write today 


Direct NEW YORK Telephone: Wisconsin 7-904} 












Gun Tacker 
New! Powerful! 
Shoots heavier, 
longer Wedge- 


pointed staples up to 
9/16”—.050 wire. 


T-32 Gun 
Tacker 












Well-known, 
widely used 
model for lighter 
tacking. Shoots 
staples up to 
5/16” —.032 Wire 





ARROW FASTENER CO., INC. 


1 Junius Street, Brooklyn 12, N. Y 
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McGill ‘‘CANT MISS” 


mouse &'rat traps 


SPRING 


Write 
Today For 

Complete 
Information 


McGILL METAL PRODUCTS CO. 













MARENGO- ILLINOIS 














YOU'LL FIND IT 


PROFITABLE 


to send us your Fence and 
Metal Specialties orders 











To cash in on this easy money send for litera- 
ture and familiarize yourself with the Stewart 
line. Then when you get an inquiry for some 
Stewart product you will be in a position to 
give the prospect the information he desires, 
and close the sale. Remember, you make no 
investment—you carry no stock. Every year 
more hardware dealers are making extra profits 
through this arrangement. Are you getting your 
share? Write for catalogs today. 


IU tH 


Iron Picket Fence 





Stewart Iron Railing 


OTHER PRODUCTS: 
Steel Flagpoles 
Wire Mesh Partitions 

Stewart Chain Link Settees 

Wire Fence Window Guards 





THE STEWART IRON WORKS CO., INC. 
2037 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications since 1886 
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in June, nearly 20 pet more than 
their sales in the like 1952 month. 
After seasonal adjustment sales in 
June were about the same as in 
May. 

Durable goods shipments were 
off 2 pect from May levels largely 
because of a drop in deliveries of 
transportation equipment and pri- 
mary metals producers. 

The department notes that man- 
ufacturers’ inventories at the end 
of June amounted to $45.7 billion, 
about $2.7 billion higher than a 
year ago. 

After seasonal adjustment, stocks 
rose about $500 million above May 
levels. 


Home Building Awards 
Dropped 27% in June 

Residential building contract 
awards took a sharp drop in June, 
reflecting recent mildly deflationary 
credit trends, reports F. W. Dodge 
Corp., construction news and mar- 
keting specialists. 

Residential awards in June in 
the 37 eastern states were 27 pct 
less than in May and 20 pct less 
than in June last year. 

Home building awards for the 
first six months were down 3 pct 
from last year. 

“This moderate slowdown,” com- 
mended Thomas S. Holden, Dodge 
vice-chairman, “may possibly con- 
tinue through the remainder of 
1953 and even into early 1954; 
however, the pressure of rapidly 
increasing population and the mo- 
mentum of economic expansion are 
likely to become dominant in a 
new uptrend after a _ relatively 
brief market correction.” 


Sliding Prices Cut 
Farmers’ Income 5% 


The Agriculture Dept. reports 
farmers’ income during the first 
half of this year dropped 5 pct be- 
low the same period in 1952. This 
is the reason for retail sales fall- 
ing off in rural] areas. 

Despite sales of more crops and 
livestock, total income fell to $12.6 
billion because of sliding prices, 
the department says. Prices were 
generally about 10 pct lower than 
last year. 














put this 


VLCHEK Screw Driver 


; nd 
Te had customer $ ha 





...and the sale is made 


Call attention to the attractive, clear 
amber, extruded plastic handle— 
tougher than molded .. . the rounded 
ends that fit the palm of his hand... 
the beveled flutes for a sure, comfort- 
able grip . . . the high-carbon, heat- 
treated, steel bit to take the toughest 
twists. Here’s value your customer 
appreciates—value that brings him 
back for more. 


SUPER VLCHEK SCREW DRIVERS 
Supplied in 3 Types 


1. Regular, square shank, polished 
tapers, chrome plated. 


2. Cross-point, round shank, 
chrome plated. 


3. Regular, round shank, polished 
tapers, bright plated. 


THE VLCHEK TOOL COMPANY 


* Cleveland 4, Ohio 


3001 East 87th St 









SF 










Stock America’s 
newest favorite — the 
My Buddy Tackle Box finished in gleam- 
ing red baked-on wrinkle enamel. It's 
big with three easy-to-reach trays. It's 
tuggedly constructed, too. 




































Stock ‘em and you'll sell ‘em! 
; WRITE TODAY FOR COMPLETE PRICES 





MANUFACTURING DIVISION 
STRATTON & TERSTEGGE CO INC 
PO BOX 1859 ¢ LOUISVILLE. KY 





BUILD PROFITS, 


REPEAT SALES with 


Su Kay steel Wool 


FOR HOME, eve ond INDUSTRY 










LAYER-BUILT PADS 


Big, cushiony, workmanlike 
tools for cleaning, 
rubbing, polishing and smoothing. 


JEX HOUSEHOLD PADS 


Economical, sanitary, full-bodied pads for 
cleaning, scouring and polishing pots, pans 
and kitchenware. 


BULK POUND TUBES 


The homemaker'’s and professional work. 
et's economy buy for home, shop and general 
industrial use. 


Superior quality in all 


grades. Order from your Jobber or 
write for catalog. 








THE WILLIAMS COMPANY 
215 W. FIRST STREET, LONDON, OHIO 
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Promotions 


Manufacturers’ New Merchandising Plans 


Whirlpool Issues 
Sales Training Booklet 


A pocket-sized sales training 
booklet containing three times sales 
presentations, entitled “Tell ’Em 
and You’ll Sell ’Em,” has been dis- 
tributed to more than 17,500 dealer 
salesmen by Whirlpool Corp. 

Designed as an aid in selling 
Whirlpool deluxe automatic wash- 
ers, the booklet contains three dem- 
onstration talks of three, 10 and 30 
minutes’ duration. 


Federai Enameling 
To Promote 4-Ot. Cooker 
The 4-qt. Federal Vogue Flavor- 


| Saver Cooker will be featured in 
| the fall promotion of the Federal 








Enameling & Stamping Co. Ads 
will appear in Life, Ladies’ Home 
Journal, Better Homes & Gardens, 
American Home, Woman’s Home 
Companion, Household, Ebony and 
Country Gentleman. 

A free merchandising kit keyed 
to the Life advertising is being 
offered to dealers. 


Two Promotions Set 
For Bissell Sweepers 


A new carpet sweeper introduced 
at the Atlantic City Housewares 
Show by the Bissell Carpet Sweeper 
Co., Grand Rapids, Mich., will be 
the focal point of two promotions 
scheduled for this year. 

One will be a Best Housekeepers 
Use Bissell Sweepers promotion and 
the other will be a Christmas pro- 
motion. National advertising in 
magazines and newspapers is being 
prepared, as well as all kinds of 
merchandising aids for retailers. 


Monthly Contests 
For Knife Salesmen 
A contest open to all whole- 
sale or retail salesmen who sell 
Schrade- Walden knives will be 
conducted once a month for a year. 
Each month the individual send- 
ing in the closest estimate of the 


number of knives contained in a 
rectangular fish bowl, 842 by 10% 
by 16 inches, will receive a “Pres- 
entation” knife with 14-karat gold 
handles. The fish bowl will be 
filled at the start of each month by 
a factory foreman. 

Entry blanks are now being en- 
closed in all boxes shipped from 
the Schrade-Walden Cutlerz Corp., 
1776 Broadway, New York City 19. 


Consumer Campaign 
For Werner Products 


Space in nine consumer maga- 
zines, such as Better Homes & Gar- 
dens, American Home, and Popular 
Mechanics, will be used in the larg- 
est consumer advertising program 
of the R. D. Werner Co., Inc., 295 
Fifth Ave., New York 16. 

The new promotion will be 
slanted to the “do-it-yourself” mar- 
ket and special point-of-sale promo- 
tion material is being made avail- 
able for dealers to use to tie into the 
national promotion. 

All Werner products will be in- 
cluded and are: Chromtrim (metal 
moldings), Alumiladders (alumi- 
num ladders and step stools), Ardee 
sink frames and Alumidryers (all 
aluminum clothes dryers). 


Blessed Event Day 
Promotion Sept. 23 


Blessed Event Day, marking the 
introduction of the new Westing- 
house LS-7 Laundromat automatic 
washer and the DS-7 Clothes Dryer, 
will again be held on Sept. 23. 

To parents of twins born on that 
date, Westinghouse will present a 
set of the new laundry appliances. 
At the same time the parents will 
receive a year’s supply of Gerber’s 
baby food. 

A surprising number of twin 
births were reported in last year’s 
event, when 303 sets of appliances 
were presented to parents. Statis- 
tics previously showed a little more 
than 100 twin births on any given 
day in that month. 

Advertising activities start with 
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house Studio One television pro- 
gram, Sept. 7. A full color, double- 
page spread will appear in Satur- 
day Evening Post, Sept. 9, and 
other ads will run in the Sunday 
supplement, This Week and Parade, 
Sept. 13. 


Kitchen Planning 
Booklets for Dealers 


Two booklets titled “Primary 
Kitchen Planning” and “Tracy A La 
Carte” which review the funda- 
mentals essential to planning effi- 
cient kitchens have been prepared 
for Tracy Kitchen distributors and 
dealers. 

Copies will be included in a new 
Tracy Kitchen Planning Kit to be 
announced later by Tracy Kitchens, 
Edgewater Steel Co., Pittsburgh. 


Glassware Jubilee 
Material Ready 


A brochure illustrating all the 
material available to retailers who 
will participate in the 1953 Ameri- 
can Glassware Jubilee is being dis- 
tributed by the Glassware Institute 
of America, whose member com- 
panies are sponsoring the promo- 
tion for the third consecutive year. 

The event is designed to make the 
public glassware conscious and re- 
mind buyers that good glassware is 
available at moderate prices. The 
promotion is aimed at the week of 
Oct. 5-10, although display material 
is undated and usable on later dates. 


The brochure on the 1953 Jubilee | 


and on all available materials may 
be obtained by writing to the Glass- 
ware Institute of America, 247 
Park Ave., New York 17. 


Campaign to Promote 
Gas Clothes Dryers 


The American Gas Association | 


will promote automatic gas clothes 
dryers this summer and fall with a 
campaign emphasizing low-cost in- 
stallation, low-cost operation and 
high-speed drying. 

National advertising will be used, 
with half-page insertions in Ladies’ 
Home Journal, Better Homes & Gar- 
dens, Woman’s Home Companion 
and Today’s Woman. Promotional 
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ICTOR 4-PACK 
HELPS YOU SELL 
MORE MOUSE TRAPS! 







PRACTICAL— 
CARRIES COMPLETE 
INSTRUCTIONS FOR 
BAITING AND 








Order from your wholesaler 
now. Packed one gross traps 
(36 packages) in re-shipping 
container. 











These NEW SAFGARD 


Electric Fence Controllers 


have everything 
you have 
always wanted 


FOR QUICK SALES! 


EXTRA STOPPING 
POWER 


FIVE MODELS 4 
to meet every need ieee 


POPULAR PRICES 
from $12.95 to $25.95 


2 
3 
4 EXCLUSIVE THREE-YEAR GUARANTEE 
5 
6 



























Model SG 25 
Deluxe Multi-Sting Combination 
Suggested List $25.95 


FULL APPROVAL OF SAFETY AUTHORITIES 
ATTRACTIVE DISCOUNTS 


With SAFGARD Electric Fence Controllers—you can 
meet the need of every farmer. The five models include 
high-line models, battery models and combination 
units. All have the approval of Wisconsin Industrial 
Commission, and the National Electric Safety Code. 
All are made to the high standard of quality for which 
SAFGARD electrical equipment has been famous for 
more than 25 years. Sold by leading dealers. Get your 
stock of SAFGARD Controllers today. Write for details. 


Model SG 10 
Special Battery 
Suggested List $12.95 








MELROSE PARK, ILLINOIS 


SAFGARD 


DIVISION 2055 RUBY STREET 
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: F Te encem * 

| i was out of 5 
: WILTON’S : 
: Shop King Vises : 

: when they saw Z 


* itin 








ORDER NOW! Tic in with 
Wilton’s LiFe ““Do It Yourself” 
promotion. You'll need more 
SHop KINGs when 20,000,000 


homeowners see it in LIFE! 


YOU'LL SELL MORE...YOU'LL MAKE 
' MORE...WITH WILTON'S SHOP KING! 





Design Pat. Nos. 164,143 


write now for full details: 


WILTON TOOL MFG. CB. 


925 WRIGHTWOOD AVENUE 


CHICAGO 14, ILLINOIS 





materials have been prepared for 
dealer use. 

Last year the sales of modern 
gas clothes dryers rose beyond the 
half-million mark, according to the 
American Gas Association. It has 
been estimated that 800,000 dryers 
will be sold this year. 

The number of manufacturers 
making A.G.A. approved gas dryers 
has increased from seven in Janu- 
ary, 1951, to 14 at present. 


New NEMA Material 
On Appliance Promotion 


Participating dealers will soon 
receive campaign material for the 
promotion of the Electric House- 
wares Section of the National Elec- 
trical Manufacturers Association, 
through Electrical Leagues and 
Area Committees. 

The theme, “First Gift Choice— 
Electric Housewares,” will be con- 
tinued through the last half of the 
year and a decalcomania bearing 
this legend is available to stores, 
together with a 6-page sales plan- 
ner and streamer. 

The sales planner includes ideas 
for point-of-sale displays, news- 
paper advertisements, selling signs, 
traffic pullers, gift wrapping, gift 
certificate and a timetable. 

The program is supported by 
more than $5 million worth of indi- 
vidual manufacturers’ consumer ad- 
vertising. Members of the NEMA 
Electric Housewares Section, which 
sponsors this continuing, year 
’round program, are: 

American Electrical Heater Co., 
Arvin Industries, Inc., Camfield 
Mfg. Co., Casco Products Co., Chi- 
cago Electric Mfg. Co., Cory Corp., 
Dulane, Inc., Hamilton Beach Co. 
Div. of Scovill Mfg. Co.; 

Hobart Mfg. Co., Knapp Monarch 
Co., Landers, Frary & Clark, Na- 
tional Pressure Cooker Co., John 
Oster Mfg. Co., Proctor Electric 
Co.; Emerson Electric Mfg. Co., 
Fieldcrest Mills Div. Marshall Field 
& Co.; 

General Electric Co., General 
Mills, Inc., Rival Mfg. Co., The 
Silex Co., Toastmaster Products 
Div., McGraw Electric Co., Waring 
Products Div. Reeves-Ely Labora- 
tories, Inc., and Westinghouse 
Electric Corp. 

(Resume reading on page 15) 





CHAMPION ALL-METAL 


ELEcTRIOC 


SPRAY GUN 
ithe single unit that plugs 
in and sprays ag! 
FOR HOME & INDUSTRY 






bay a 
dealer discounts. $12.95 ;otail 
CHAMPION IMPLEMENT CORP. 

sth Fl., (75 E. 87th St., New York 28 











MANUFACTURERS AGENTS WANTED 


BULL DOG REMOVERS 


Cream—Liquid—Brushcleaner 
HOLDTITE (Liquid Sandpaper) 
BUILD YOUR PAINT DEPT. 
Thru Satisfied Customers 
Write For Special Combination Deal 


GILLESPIE VARNISH CO. 
131 Dey St., Jersey City, N. J. 




















Gripper Clips 


Small and large Registered U 8. Pat. Office 
sizes for holding — 

tools, garden im- 
plements, kitchen 
utensils, ete. 





each. Circulars on 
request. 
GIBSON GOOD TOOLS, 
75 Pearl St., Sidney, N. Y. 


INC. 











CHROME 
NIPPLES 


If," to 4" sizes 
Vy" and !/," sizes 
packed 12 to a box 
Write for catalog 


PITTSBURGH NIPPLE WORKS, Inc. 
1455 Spring Garden Ave., Pittsburgh 12, Pe. 











GRAND 
DOOR HOLDERS 


MICKEY X2M 
DELUXE 6A 
STANDARD 600 SERIES 
in Stock for immediate Delivery 
GRAND SPECIALTIES CO. 

Chicege 22, 


3101 W. Grend Ave. 





























- 


Folding Banquet Tables 


TFT 






Masonite or Plywood Tops. Var.ous lengths and 
widths. Benches to match. Write for Catalog 


HARRY M. WOLFE, 666 Lake Shore Drive, Chicage 11 
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Low Prices. 
Sales Aids. 
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GORMAN-RUPP 


HI-N-DRY 
SUMP PUMP 













































Pump and motor entirely out of sump. 
Install on floor level beside the sump, or 
on wall bracket. Accessible. Durable. Built 
for long, continuous service. Positive auto- 
matic self-priming. 


DISTRIBUTORS! We invite your 
inquiry. The Hi-N-Dry is headed 
straight for the top in the Sump 
Pump field. Competitive in price 
ITED and profitable to sell! 
































Easy to sweep. / 
Easy to wash. 








| 




















SPRINGS ARE Easy 10 STOCK WITH 







Yo" thick 








































































































Deal ii] ee ° 
=O. Gardner g 24" or 36" wide 
}. Je SPRING CABINETS Ace Kleen Sweep matting is attaining a new 
— A single convenient metal high in popularity for department stores, su- 
ey O—y——EEE drawer holds 128 selected per markets, offices and other modern in- 
Ss springs, 40 most popular teriors. It is favored because it looks mod- 
sizes, in coded com- i] ern, can be cleaned quickly and gives max- 
Mee partments. Larger imum wear under heavy foot traffic. 
assortments come in 
2 and 4 drawer Black or maroon - every INC. 
cabinets. These are getter sobbe ycts, 
top quality, preci- ” R prod n 8, Ohio 
sion made, plated Springs. Boxed refills shipped from E QuBBE Akro 
stock. Order from your jobber or write us. AC peech St. 
° 1329 So. CICERO AVE. 100 
Gardner Wire Co. "2c ULL 








FOR: The nation’s most complete caulking and sealing service. 
see the STERLING catalog Pages in the 1953 (Who Makes It 
es sai STERLING PAINT & VARNISH CO. 







STERLING 
















izes 184 Commercial St. Malden, Mass. 
" | Beaver Caulking Guns 
NEWEST SENSATION 









; COMBINATION 


























RS POWER TOOL | wt 
ver 
— . Bulk Compound 
i /, fy made for —— - 
‘ and better results. ¢ All work- 
Resa: ‘ee. / For Information ing parts accurately machined. 
RIES A Write Dept. HA-8 © Extra heavy gauge barrels. © Uses 
ry 1214 S. 3rd St., | Sold with caulking materials—handles light oils. © Posi- 
“ tive ratchet drive. © Threaded nozies—no 
5 LIFETIME bayonet joints to come loose. * Three popular 
IMinode GUARANTEE tizes—6!/2", 10" and 15". List prices—$6.50. 
—— $7.50, $8.50. Write for discounts. 
WESTERN RESERVE MFG. CO. 
les 3718 E. 93rd St. Cleveland 5, Ohio 
a Check these features with the SOLD THROUGH JOBBERS EXCLUSIVELY 


You can handle this complete line of rust-proof shelf hard- 
ware staples and specialty items by contacting your own job- 
ber; or, drop us a card with the name of your jobber on it, 
we'll send him our new illustrated catalog and revised price list. 


shelf hardware line you're now carrying... 
Delivery —-immediate shipments made on all orders. 
Packaging-—all items are unit packaged in durable, attractive 
reinforced boxes for shelf use. 
Low Prices—no leader items, but consistent low prices. 
Sales Aids —free display and merchandise boards. 


S| | CoaeG JOSEPH HALL CO. 


go Y a 3420 MARKET STREET PHILA. 4, PA 


REPRESENTATIVES—CHECK ON OPEN TERRITORIES 
In Canada: Dorkin Bros., 408 McGill St., Montreal, Canada 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words.... 
Each additional word 


Positions Wanted 
Rate) set solid, maximum, 


Spates 





oe additional word x] 
Allow Seven Werds for Keysd Address 
or Your Address 








CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


Ne agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close I5 days 
prior to publication date. 


Remittance must accompany order ia form 
of check or money order, not currency or 
stamps. 











~* 
Representatives Wanted 


Representatives Wanted 


Representatives Wanted 





EEO Save PROTECTED TERRITORIES 
ON nationally advertised Mak-O-Washer 
to Yes calling on hardware distributors, dealers 
and pl supply houses. Unique demonstra- 
tion sells out of ten on first call. Excellent 
for opening new and high volume re 
peat business. Address Box A-870, care of 
~— Acz, 100 E. 42nd St., New York 17. 











REPRESENTATIVES WANTED 


Established manufacturer of a full line 
of Steel Pipe Nipples seeks agents calling 
on the Wholesale Hardware Jobbers. State 
clearly territory covered. Most territories 
open. Our line consists of small assort- 
ments cog sp an 

Address Box 6-320, care of DARD WARE AGE 

100 East fad St., New York 17, N. Y. 














MANUFACTURER OF EXCELLENT LINE 
OF FARM electric fence products has several 
territories open for high quality representatives 
who have established, old line accounts with 
hardware wholesalers. Line is priced competitive- 
ly. When replying give full particulars to in- 
clude territory, lines carried, etc. Address: Box 
B-352, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 





WANTED MANUFACTURER’S'~ REPRE- 
SENTATIVE TO WORK STRICTLY on a com- 
mission basis to sell imported line of tools and all 
types spades & shovels. Eastern seaboard & border- 
ing states open. All information will be kept strict- 
ly confidential. Address Box B-173, care of Harp- 
site Acg, 100 East 42nd St., New York 17, 








BRASS FLARED FITTINGS 
COPPER TUBING 


Experienced salesman with established follow- 
ing in small towns. Sell to Hardware, Ap- 
pliance and Bottled Gas Dealers. No Jobbers. 
Side Line. Competitive prices. Good repeater. 
10% Middlewest territory open. Mention lines 
you now sell. 
SUN BRASS & COPPER CO. 

5514 Easton Avenve St. Lovis 12, Mo. 














ESTABLISHED MANUFACTURER OF 
PATENTED QUALITY valves, pressure regula- 
tors, beating comirel units, relief valves and other 
brass Pl ing Spatoasters and Retail Hardware 
Stores in Ohio, Pennsylvania, Tennessee, Mich- 
igan, Indiana, Illinois, Wisconsin, West Virginia, 
New York. mt objection having limited non- 
competitive lines. 10% commission. Confidential. 


Address: By B-360, care of Harpware AcE, 100 
t ; 


East 42nd . New York 17, N. ¥ 


226 









BICYCLE SALESMEN WANTED. Import- 
ed lightweight, finest quality yet competitively 
priced, guaranteed immediate shipment, accepted 
brand, liberal commission, write details. Address: 
Box B-367, care of Harpware AGE, 100 East 
42nd St., New York 17, N. Y 





SOME TERRITORIES OPEN FOR A MAN- 
UFACTURER’S agent calling on lumber dealers 
and building material dealers and jobbers to 
handle line of ornamental and period hardware. 
Must call on dealer trade. Address: Box B-365, 
care of Harpware AGE, 100 East 42nd St.. New 
York’ 37, %. Y. 








Want one substantial additional line for lowa, 
Missouri, Nebraska, Kansas. Seventeen Years back- 
ground. This area with Hardware and Mill Supply 
Distributors. Welceme full examination my con- 
tacts and ability. 


Hiram A. Myers Ce., Manufacturers Representatives, 
21 Lincoln Place Drive, Des Moines 12, lewa 














COMMISSION SALESMEN WANTED BY 
OLD ESTABLISHED manufacturer of alumin- 
um cooking utensils. Line sold direct to hardware 
and housefurnishings trade, Protected territory ar- 
rangement. Liberal commissions paid each week 
clusive sale of line in territory assigned and 
on previous week’s shipments. Salesmen have ex- 
can sell another non- conflicting line. Territory 
open in Iowa, Texas,,North Dakota and South 
Dakota. Unusual proposition for the right man. 
State fully, experience, age and what lines you 
now sell. Address Box B-372, care of HARDWARE 
AcE, 100 East 42nd St., New York 17, N. Y 


MANUFACTURERS’ REPRESENTATIVE 
WANTED—New York State exception of Metro- 
olitan New York City and Pennsylvania West 
of Harrisburg. Now calling on hardware jobbers 
and chain stores. To carry well known lines one 
of which is nationally known electric power tools. 
No objection to other non-competing lines. State 
full particulars. Address: Box B-334, eare of 
i a AcE, 100 East 42nd Street, New York 


Accounts Wanted 


MANUFACTURERS 
REPRESENTATIVE 
Texas—Oklahoma—Arkansas—Louisiana 
Desires Out-door & Picnic Products 
Over 25 years’ experience, 3 sales- 
men calling on Jobbers and Chain 


accounts. Commission basis. Repre- 
sent manufacturers only. 











Address Box B-368, care of HARDWARE AGE 
100 East 42nd St., New York {7, N. Y. 











NATIONAL ———- 
blished—Reliable A 


ggressive 
ANCO CORPORATION “Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia © Detroit 
eveland ©@ Louisville 


Write for further information and references. 











SALESMAN NOW CALLING ON RETAIL 
HARDWARE stores and lumber yards _ to 
sell complete line of screen and combination door 
closers. States of Mississippi, Louisiana, Arkan- 
sas, Oklahoma, Texas, Washington, Oregon, open. 
In reply, state lines now handled and territory 
covered. Address: Box B-371, care of HARDWARE 
AcE, 100 East 42nd St., New York 17, N. Y 





MANUFACTURER’S REPRESENTATIVE 
FOR LEADING PADLOCK manufacturer sell- 
ing to hardware and school supply wholesalers in 
Colorado, Utah, Idaho, Wyoming and Montana. 
Established volume sales. Rare opportunity for 
capable party with few lines. Send full details 
in confidence. Master Lock Co., Milwaukee, Wis. 





WANTED—WIDE-AWAKE ALERT MANU- 
FACTURER’S agents to sell patented “Aqua- 
Cushion” which eliminates water hammer. Low 
price, high profit item now available to hardware 
trade. Self-installed in moments with household 
tools. Exclusive territories open. Write: Ra-Rich 
Mfg. Corp., Holtsville, New York. 





MANUFACTURERS REPRESENTATIVE 
COVERING INDIANA, Kentucky and Western 
Ohio interested in adding to present lines—build- 
ing and hardware supply. Aggressive represen- 
tation guaranteed. Harold W. Kaplan & Asso 
ciates, 5649 Haverford Avenue, Indianapolis, Ind. 


HARDWARE COVERAGE 
SOUTHEASTERN STATES 


Experienced, aggressive, capable sales personnel, with 
thoroug a, of trade and of general hardware 
and specialties. Need one or twe good accounts. Com- 
mission basis. 
ieeCuponnon Saarese. Inc. 
2891 N.W. 75th Street Miami 47, Florida 
Established: 1945 























MANUFACTURERS’ BEPEESENTATIVES 
ESTABLISHED FORTY YEARS West 

Coast, traveling four salesmen, seedion eleven 
Western States, soliciting wholesale distributors, 
only, desire additional line, preferably nationally 
known mechanical tools wi large volume po 
tential. Would be interested in garden and lawn 
equipment. Address Box B-354, care of Harp 
-_ Acz, 100 East 42nd St., New York 17, 
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Accounts Wanted 





MANUFACTURERS’ REPRESENTATIVE 
WITH MANY YEARS experience seeking one 
good line to sell retail lumber and hardware trade 
in Eastern Pennsylvania, Central and South Jer- 
sey and Delaware. Well known throughout ter- 
ritory. Address: Box B-370, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 





Positions Wanted 








EXPERIENCED BUILDERS’ HARDWARE MAN 


desires position in contract hardware department of 
established, reputable firm. Complete knowledge of 
finished hardware requirements for commercial, indus- 
trial, school. and residential buildings. Capable of 
handling all phases including take-offs, estimating, 
scheduling, purchasing, template procedure, detailing, 
etc. 38 years old. Prefer southeastern location. Refer- 
ences furnished. Will be at convention in Cleveland. 
Address Box B-369, eare of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 

















EXPERIENCED SALES REPRESENTATIVE 


DESIRES POSITION with Manufacturer. At present 
covering over 1500 retail hardware, plumbing and paint 
dealers Chicago area. Also acquaintance with all hdwe. 
jobbers Chicago and surrounding territory of 150 miles. 
Further information. Available upon request. 


Address: Box B-364, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














HARDWARE MAN, 45, OVER FIFTEEN 
YEARS’ diversified experience in office of whole- 
sale jobbers. Thorough knowledge of all phases 
of business—capable of assuming any responsibil- 
ity. College education, good at figures, thorough, 
reliable and a fine detail man. Address: Box 
B-317, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 








Business Opportunities 








DOWN PAYMENT 


of ten per cent will buy stock and real estate 
for hardware business under one ownership 
since 1888. Dependable party of course. 


JOSEPH BINFORD & SON 
Crawfordsville, Ind. 














FOR SALE—HARDWARE AND FEED 
STORE—ANNUAL gross $120,000. Long es- 
tablished, centrally located with parking lot in 
close-in suburban community of 35,000. Clean 
stock, modern fixtures and equipment. Health re- 
quires sale. Terms: liberal. C. R. Hetzler, 4936 
Crystal Dr., San Diego 9, Calif. 











For Economical and Efficient Delivery of 
Your Circular Material 


Ube the 
HARDWARE AGE 


DIRECT MAIL 
ADDRESSING & MAILING SERVICE 


it Will Assure You Maximum Success at Minimum 
Cost Contacting by Mail the Following Lists: 


16,824 MAJOR RETAIL HARDWARE DEALERS WHOSE 
SALES EXCEED $50,000.00 ANNUALLY 


12,224 INTERMEDIATE RETAIL HARDWARE DEALERS 
WHOSE SALES ARE BETWEEN $20,000.00 AND 
$50,000.00 


6,945 MINOR RETAIL HARDWARE DEALERS WHOSE 
SALES ARE LESS THAN $20,000.00 


6,953 OUTSTANDING MAJOR HARDWARE DEALERS 
WHOSE SALES EXCEED $100,000.00 ANNUALLY 


544 GENERAL HARDWARE WHOLESALERS 

134 WHOLESALE HEAVY HARDWARE WHOLESALERS 

10? HARDWARE WHOLESALERS IN CANADA 

1,996 INDUSTRIAL SUPPLY DISTRIBUTORS IN U. S. 

151 INDUSTRIAL SUPPLY DISTRIBUTORS IN CANADA 

11,287 LUMBER YARDS 

877 DEPARTMENT STORES HANDLNG HARDWARE 
AND HOUSE FURNISHINGS 


These Lists are Corrected Right Up to the Minute We 
Address Your Mailing. Obviously an Advantage of Ouft- 
standing Value to Your Direct Mail Sales Promotion 


WRITE FOR DETAILS 


HARDWARE AGE 


Direct Mail Addressing Department 
100 EAST 42nd STREET NEW YORK 17, N. Y. 
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Better Buy 
<> 


The Profit Line 


qmmmmen'FOR EVERY FISHERMAN AND EVERY KIND OF FISHING” 
HORROCKS-IBBOTSON CO. 


Utica, N. Y. | 


Manufacturers of the largest line of fishing tackle in the World | 





















A PROFITABLE ITEM TO CARRY 


hip oie 


Portable Electric 
Hand Lamp 


See Your 
Jobber 





There's profit for you in this new and highly 
popular Big Beam model with the hermetically 
sealed beam bulb. It’s ideal for sportsmen, ai 
motorists and home owners. The entire line of 

Big Beam portable hand lamps is advertised 750 


in America’s leading consumer magazines. LESS BATTERY 


U-C LITE MFG. CO., 1036 W. Hubbard St. + Chicago 22, Wh. 


/ 


MODEL 166 























Removes RUST and STAINS from 
BATHTUBS, SINKS, COPPER POTS, 
AUTO BUMPERS, TILE, METALS 


LLY ADVERTISED 
- publications with 70,000,000 
ns and villages 


cities, tow 
a LADIES HOME JOURNAL 


* CHRISTIAN SCIENCE MON. 
* WEEKLY STAR FARMER 
+ BETTER HOMES & GRONS. 
+ PROGRESSIVE FARMER 
+6009 HOUSEKEEPING 










In leading consumer 
IRCULATION covering 

starrer FARMER ° THIS a 

© AMERICAN FAMILY ° PARAD a 

© WESTERN FAMILY ° mC = se 

+ CAPPERS WEEKLY ° parent 
* AMERICAN HOME °* MOU Ee eaLY 
* TODAYS WOMAN GRIT en beara 

LY CIRCLE + FARM JOURNAL mebeorth 

can * MAGATINE® BETTER LIVING COUNTRY pe 
ee ° EVERYWOMANS ° WEEKLY NEWS ~ 

—— — * SUCC. FARMING * DAILY NEWSPAPE 


STEADY YEAR "ROUND REORDER ITEM 
FREE ZUD SAMPLES included with merchandise 


RUSTAIN PRODUCTS . 240 £. 152 St. NY. 5I 














GUARANTEED 
MONEY REFUNDED IF 
NOT SATISFIED 















TRY 1T YOURSELF! 
SEND FOR FREE SAMPLE 





OF THE ROLLER SKATES 


These sleck, high-speed ball bearing beauties 
really sell! Their gleaming good looks and 
superb roller action puts them way out in 
front. Exclusive “Shaped to the shoe” comfort 
is an extra feature no other skate offers. A 
model for every market, and every market is 
yours when you sell Speed King! See 
your jobber today. 


KING 








EXCLUSIVE "SHAPED TO THE SHOE” COMFORT 
THE HUSTLER CORPORATION 


STERLING, ILLINOIS 





4 LL 
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52,000,000 MOTORISTS NEED 
TWECO SQUEEGEE-SCRAPERS 
ONE SIDE—A SCRAPER OTHER SIDE—A SQUEEGEE 


Here's a year-round window tool that's really dif- 
ferent. Durable canvas base Bakelite scraper 
blade won't scratch glass—quickly removes ice, 
sleet, frost, bugs, and mud. Just turn the tool in 
your hand and use the soft rubber squeegee, which 
is mold-bonded to the scraper blade for 
removing fog, steam, and dew. TWECO 
SQUEEGEE-SCRAPER is supplied in 
attractive dispenser display carton 
with separate easel display. Assorted 
colors. Write for distributor discounts 
on this profitable, fast moving item. 


TWECO PRODUCTS COMPANY 
PLASTICS DIVISION 
1450 S. Mosley St., Box 666, Wichita |, Kans. 











SELLS 














SLIDING CUP RACKS 79 & $1.00 


GADGET BUSINESS IS BIG BUSINESS 


AND Kenberry GapGets 
GIVE HARDWARE STORES 
PROFITABLE NEW SALES 


Interesting gadgets on colorful cards are 
proven traffic stoppers, with sales and 
turnover that often is amazing. The Ken- 
berry line is the foundatien of a high 





MORE THAN 
60 GADGETS 


THE ONLY FACTORY 
SOURCE FOR A LARGE 
LINE OF GADGETS. 


profit gadget counter. Ask your jobber 
or write for complete Kenberry list. 


JOHN CLARK BROWN '*<¢ 


ONE MONTGOMERY ST. 
BELLEVILLE 9, NV. 


Kenberry 


hide 








PEMSCO’S (=~ 








All-Purpose am 
Food cover. 


COMBINATION i 


—— 

PP ssenl *, 
m 
Pemsco’s new house- Ss 
ware item keeps pas- TT = ~ 


— 





tries fresh for days; , 

provides an easy way CE ED 
to carry pies, cakes, and a 

craft design in spark- 

ling colors. 


many other food dishes 
an 8g9s aap Ga 
each See ) 


to parties, picnics, etc. 
ORDER FROM YOUR JOBBER TODAY 








Hand decorated Flower 
PEORIA METAL SPECIALTY CO. Peon itcimos 


























No Shrinking 
T No Heat Required 
Ei colors Easily Biended 





An tagentousty compounded stick 
that fills and colors Nicks, Dents 
and Gouges in natural-finished or 
stained woodwork, furniture, 
leather or plastics. Easily applied. 
Will not bleed or shrink. Takes 
any finish. 

Cellophane bag contains 4 sticks 
(dark mahogany, light mahogany, 
maple), scraper and instructions. 
display card. 


walnut and 
2 kits on 


SOLD THROUGH JOBBERS 
DECTO PRODUCTS COMPANY, SALEM 8, MASS. 
Makers also of Decto Run-Smooth 














229 





Fam WW MARSHALLTOWN 
TROWELS 


\y 
MARSHALLTOWN TROWEL COMPANY + MARSHALLTOWN, IOWA 





- oo a sm 18 86 


DISTRIBUTION THROUGH JOBBERS 

















PARTS and SERVICE PLANT FOOD 


a y A ELLING, NATIONALLY ADVERTISED 


Wh I th licy Hurri- 

out . gun'ee oy a lasting Now demanded by millions for houseplants, flowers, vegetables, lawns, 

customer satisfaction. Hurricanes greme. Arncgeer hy er . _— quickly. Pays 
i i i i f protit. ractively packaged for display. Voes no eter- 

eS a oe lorate, is clean, odorless and SAFE. Dissolves instantly in water for use 


omen pl ly ag Gi 1-0z. makes 6 gallons liquid plant food. 


Hurricane made. Parts are always Vy Your Cost 
available for all machines . . . YV - 
orders shipped from the factory 


the day received! 24 to case wt. 14 Ibs...... $8.00 case 


or now , can $1.00... 12 to case wt. 16 Ibs...... $8.00 case 
Write for Hurricane facts: ee ee Also packed in 10-Ib., 25-Ib., 50-Ib. and 100-Ib. drums 


1 bb. 1] , order direct. 
NATIONAL METAL PRODUCTS CO., INC. youn ier comes ee pon, ae ee 
Dept. HA, 2722 Cherry St. Kansas City 8, Mo. 














from our line of Oualihy Finish Hardware 
ee ae, SH =. | 
THE H. B. IVES CO. NEW HAVEN, CONN., U.S.A. _* 





WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 
More Sales! 

Greater Volume! Bigger Profits! 








DOMES > 
SILENCE 


Best-known, quickest-selling 
FURNITURE GLIDES $ 
BLACK WHITE 


Bakelite Fur- 
REMCO (iis Reiss REMCO 
and Caster Cups; Upholstery Nails; RUBBER CRUTCH TIPS 


Thumb Tacks; Screw Bumpers. Live Rubber—Fast Colors 
8 sizes—15 to 23 





Base diam. 2” and 2%” 





Ask your jobber or write— 


DOMES of SILENCE Division of ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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HUNTING CLOTHING 





sig BUILDS STORE TRAFFIC... 
MAKES MORE MONEY | 





It’s no secret that RED HEAD kunting clothing is used by almost 
all of the best dealers in the country to draw traffic into their 
stores. What some dealers do not realize is that the RED HEAD 
line is such a terrific profit-maker. Once those customers come 
into the store, the RED HEAD duck drives home sale after sale. 
The quality and construction plus the famed RED HEAD 
reputation for making field tested favorites builds up the pres- 
tige of the retailer. Your best way to cash in on this obvious 
popularity is to display RED HEAD products prominently in 
your windows and in the store. Keep fully stocked in all sizes 

. remember too that at least one of the RED HEAD “193 
ways to make a profit” can mean that extra sale that will con- 
tinually boost your profits to new highs! 


Uhis t5 a 

















These three headliners are real drawing cards... 
they are hunting garments that you can depend on 
to fully satisfy every need and desire of the most 
experienced hunters everywhere. Every feature of 
these garments is constructed to make hunting a 
physical pleasure in the roughest terrain. 'Bone-dry”’ 
comfort in itself sells for you ...add the best all- 
around designing and you can build up your own 
store’s reputation by making RED HEAD your "top”’ 
line this fall. 
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“Bone-dry”’ Hat-cap 
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RED HEAD BRAND COMPANY 





4300 West Belmont Avenue, Chicago 41, Illinois 





More Women are saying oe oe L e @ e BOSS is the “buy” . . . makes cooking easy ... everything they 


want in modern features, graceful styling, economy and con- 
venience! 


More Dealers are saying eee ‘ eee BOSS is the dealers’ “delight”... high quality products, priced 
I 
1! 


for real profits and promoted to be real salesmakers! 


You'll agree... BOSS is the only truly complete and modern 
line of kerosene cooking and heating appliances ... packed 
with features, alive with style and priced for profits. Ranges, 
stoves, ovens and heaters... all are advertised and merchan- 
dised from your point-of-view. 


Be sure of sales... positive of profits with BOSS! Get full details 
from your BOSS jobber or write direct. 





| Yee. BOSS 


The Only Complete Line 
of Kerosene Cooking » 
and Heating Appliances . . . used 
throughout the world! 








New BOSS 


PORTABLE 
ROOM HEATERS 





Only BOSS offers ..... 


these 3 world-famous cooking burners s 


BOSS TOP-SPEED Wick Type Burner 


@ Saves on fuel 
@ Instant flame 
@ Visual flame control 
@ No waiting for heat 


BOSS BLU-HOT Adjustable Wickless Bu 
@ Long, hot blue flame 

@ All heat at cooking surface 

@ Large combustion chamber 

@ Clean, sootless active flame 


BOSS PRIZE Needle Valve Wickless Burne 


@ Special rust-resistant chimneys 

@ long, hot blue flame 

@ Hot Blast Cap for extra heat 

@ Finest needle valve adjustment 
BD PER CEN” 








THE HUENEFELD CO. 
CINCINNAJF-25, OHIO 
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